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— dealers hold the winning hand! 
They use it to make more profits from 
carbon paper and typewriting sales. When the 
Webster salesman calls, ask him to tell you how 


hundreds of profit-minded stationers are ringing 


up sales from these special merchandising helps: 


Webster’s national advertising . . . Webster’s 
window displays . . . Webster’s protected dealer 
franchise . . . and the biggest profit booster of all, 


the extra sales features of Webster’s Micrometric 


carbon paper. 













Increased Sales and Profits! 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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covered by Copyright, 1939, 
by the Office Appliance 
Company. 





THk 
4 
| 








"'ERTISE 
AVIA D 8 Kk 


These advertisements present the products of the leading manufacturers in each division of the industry. 








Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 104 
Ace Fastener Corp. 12¢ 
Acme Card System Co 95 
Acme Staple Co. 139 
Adams, Henry T., Mfg. Co 145 
Aigner, G. J., Co 139 
Allen & Co. 136 
Allen-Wales Add. Mach. Corp...147 
All-Steel-Equip. Co. 125 
Alma Desk Co. 126 
Amer. Number. Machine Co.....146 
Amer. Writing Machine Co. 58 
Ames Supply Company 55 
Anderson-Hickey Co., Inc 122 
Artility Metal Products Inc. 146 
Art Metal Construction Co 
Art Steel Co., Ine. 116 
Automatic File & Index Co 118 
Autmtc, Pencil Sharpener Co... 66 
Autopoint Co. 87 
B 
Bankers Box Co gy) 
Barkley, C. L., & Co. 128 
Bassick Company 102 
Bentson Mfg. Co. 138 
Better Packages, Inc 142 
Bickett, L. M., Co 70 
Blaisdell Pencil Co. 119 
Bright Chair Co 127 
Bristow, Stanley R 146 
British Stationet 149 
Browne-Morse Co, 143 
Cc 
Canvas Products Cory 146 
Cel-U-Dex Corp 145 
Clarotype Co., The 135 
Cloyes Gear Works 144 
Codo Mfg. Corp. 124 
Collier-Keyworth Co. 124 
Columbia Rib. & Car Mf 
Co. 106 
Columbia Steel Equipment Co... 97 
Cook, The H. C., Co 141 
Corona Typewriter 47 
Corry-Jamestown Mfg. Corp 105 
Cramer Air-Flow Chairs 145 
Crown Ribbon & Carbon Co.....144 
Cushman & Denison Mfg. Co. 145 


D 
Darnell Corp. 145 
Dawn Mfg. Corp., The 144 
Dick, A. B., Co 45 
Doppelt, Charles, & Co 135 
Downey, C. L., Co. 148 
Duplicopy Co 143 
Durabilt Steel Locker Co. 76 

E 
Eaton Paper Corp. 142 
Efficiency Equipment Co 144 
Elliott Address. Mach. Co 146 
Plliott-Fisher Back Cover 
Esterbrook Steel Pen Co 143 
Evansville Desk Co 134 
Ever Ready Calendar Mfg. Co...118 


offer their services in resolving any disagreements which 
through the journal. 
F K 
Faber, A. W., Ine 13 Keen Mfg. Co ¢ 
Fastener Corporation 148 Kellogg, A. W., Sales Co 14 
Faultless Caster Corp 143 Kili Mfx. Corp ~ 
Free Hand Binder Co. 14 
Fritz-Cross Co., The 13 I 
Fulton Specialty Co 139 Leopold Co., The l 
Loose Leaf Metals Co 134 
ts 
M 
Gaylo Mfg. Co 142 Manifold Supplies Co 
General Fireproofing Co 49 Marble, The B. L., Chair Co 
Globe-Wernicke Co. 68 Meektin. Gn 14 
Goes Lithographing Co 147 atte) Bibs Cn 20 
en, See: S., Co 138 Meilicke Systems, Inc 14¢ 
Guide System & Supply Co ‘1 Meilink Steel Safe Co 9 
Metal Office Furniture Co 61 
H Metalstand Co 144 
H. A. Ink Eradicator Co 147 Methodes 148 
Hall-Welter Co. 144 Meyer & Wenthe 13 
Hanson Scale Co. 135 Mimeograph, The { 
Harding, Milo, Co l Mitchell Binder Co 14¢ 
Harriman-Welts Products Co..144 Mittag & Volger, Inc 
Harter Corporation, The 90 Monroe Calculating Machine 
Heyer Corporation, The 151 Co 
Higgins, Chas. M., & Co. 119 Moore Push-Pin Co 14 
High Point Bd. & Chair Co....138 Munson Supply Co 
Hileo Corp. 11 Murp! Chair Co 134 
Hotchkiss Sales Co 
N 
I Nat'l Blank Book Co 11 
Ideal Commutator Dresser Co. 14 Nat'l Brief Case Mfg. Co 
Imperial Desk Co. , Nat'l Manifold Products Co 149 
Imperial Mfg. Co 114 Nat'l Vulcanized Fibre Co 14 
Imperial Methods Co 103 Neva-Clog Products, In¢ 67 
fodiens Teak Co 13 New Indiana Chair Co l 
Ink Specialties Co 141 
Int'l Office Appliances, Inc 144 ” 
Invincible Metal Furniture Co Old Town Ribbon & Carbon 
(oOo 
Oxford Filing Supply Co 
J 
Jasper Chair Co 6, € P 
Jasper Desk Co 129 Pacific Cb. & Ribbon Mfg. Co... 7 
Jasper Office Furniture Co 18 Parrot Speed Fastener Cor} 81 
Jasper Seating Co 141 Peerless Key-Imperial Mfg. Co...114 





THE SERVI¢ 


of Office Appliances is mai 
use of subscribers and adve 
of its various commissions 
practically every member of 
personal letters all inquiries 
the field, it furnishes specia 


office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising copy, fu 
agents and dealers in nearly 
eign dealers in securing lt 





- y iil 
ntained for the exclusive WHI 
ertisers. In the execution 

this bureau calls upon | 
the staff. It answers by il 
upon matters germane to 
| reports upon articles of 


rnishes list of desirable 
every country, aids for- 
S. A. lines, and in many 


other ways performs useful service, all without charge. 


Subscribers in every land ha 


ve made, and are making, 


good use of this bureau; manufacturers in every sec- 


tion of the field have evide 


nce of its proved value 


Subscribers’ requests for catalogues to bring their files 


up to date, or to replace the 


other form of destruction, ar 


file in case of fire or 
‘e broadcasted in a bulle 


tin which is mailed frequently to leading manufac- 


turer 


S 





|! 





result 


from relations established 


Peerless Steel Bquip. Co. 89 
Philadelphia Business Show 108 
Phillips Process Co 111 
Piper Mfg. Co 127 
Polar Mfg. Co 115 
Pronto File Cory 78 
Pruitt Cc I} 14 
Q 
Quality Park Envelope Co 1! 
RK 
Raphael Shops, Ince 143 
Reliable Tw. & A. M. Corp 147 
Rishel, J. K., Furniture Co 140 
Rite-Rite Mfg. Co. 94 
Rivet-O Mfg. Co 120 
Rockwell-Barnes Cx 63 
Ross-Gould Co 135 
Royal Metal Mfg. Co 147 
Royal Typewriter Co 150 
Ss 
St. Johns Table Co. 111 
Schwab Safe Co., The 132 


Security Steel Equipment Co... 65 


Shaw-Walker Co....83, 84, 85, 86 


Sheaffer, W. A., Pen Co 51 
Shelbyville Desk Co. 133 
Sheppard, C. E., Co. 82 
Sherman-Manson Mfg. Co. 69 
Shipman-Ward Mfg. Co 134 


Inc 109 


Sikes Co., 


Smith, L. C., & Corona 
['ypewriters Inc. 47 
Speed Key Mfg. Co 147 
Speed-O-Print Corp 
Spencerian Pen Co 11 
Stationers Loose Leaf Co 141 
Stationers Manufacturing Co...147 
Storms, H. M., Co 13 
Sturgis Posture Chair Co 12 
Sundstrand Back Cover 
, 
rechnygraph, The 146 
Tell City Desk Co. 116 
Toledo Metal Furniture Co 64 
Triner Scale & Mfg. Co 149 
Troy Sunshade Co. 143 
russell Mfg. Co 131 
t 
U nderwd. Elliott-Fisher.. Back ¢ é 
U. S. Tw. Ribbon Mfg. Co 14 
‘ 
Va Manufacturing Co 107 
Varat, Murray, Co 
Victor Safe & Equipment Co 
Ww 
Wabash Cabinet Co., The 6 
Wagemaker Co l 
Warshaw Mfs Co 13¢ 
Webster, F. S., Co 
Weis Mfg. Ce aie Tey 4» 4% 
W ns, John I { 14 
W olbe Mfx. Ce 117 


Erbe Mfg. Cx 


and 


Yawman 








For the benefit of the subscribers the lines advertised are here classified. 


Adding Machine Parts 
American Writing Machine ¢ 
Ames Supply ¢ 
Cloyes Gear Works 
Shipman-Ward Mfg. (« 

Adding Machine Rolis & Paper 
Rockwell-Barnes ¢ 

Adding Machines 
Allen-Wales Add. Mach. (¢ 
Monroe Calculating Machi ( 
Sundstrand Back ¢ 

Adding Machines (Stylus) 

Reliable Typewr. & A. M. Cory 

Adding Machines, Rebuilt & Used 
Internat'l Office Appliances, Inc 
Pruitt Co., The 
Reliable Typewr. & A. M. Cort 

Adding Typewriters 
Underwood Elliott Fisher 

ce Back ( 

Addressing Machines 
Elliott Address. Mach. C¢ 

Adhesives 
See Inks, Adhesives, etc.) 

Arch and Clip Board Files 
Cushman & Denison Mfg. ¢ 
Free Hand Binder ¢ 
Globe-Wernicke Co. 

Rockwell- Barnes Co 
Shaw-Walker Co 83, 4 
Yawman and Brbe Mfg. Co 

Banker's Note Cases 
Art Steel Co 
General Fireproofing Co 
Globe-Wernicke Co. 

Victor Safe & Equipment ¢ 

Billing Machines 
Underwood Ell Fisher 

Co Back ( 

Binders, Catalogue and Periodicals 
Acco Products, Ine 
Aigner, G. J & Ce 
Mitchell Binder Co 
National Blank Book ¢ 

Binders, Permanent Storage 
jankers Box ¢ 

Binders, String 
Bankers Box Cc 

Blank Books 
National Blank Book Cx 
Rockwell-Barnes Co 

Blueprint and Plan File Cabinets 
All-Steel-Equip Co 
Anderson-Hickey ¢ 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse ¢ 
Columbia Steel Equip. ¢ 
Corry-Ja Mfg. ( t 
General |} proofing ¢ 
Globe-Wernicke C« 

Peerless Steel Equip. ¢ 
Shaw-Walker Co + { 
Yawman and Erbe Mfg. ( 7 

Bond Boxes 
Art Stee ( 

General Fireproofing Co 
Globe-Werr ke Co 

Book Cases 
\ Stee } ( 

A a Desk ¢ 
Art Metal Cor n ( 

Browne-M ( 

‘ ] n Mfs ‘ 

( ral Fireproofing ( 

( Wer ke ( 

Peerless Steel Equipment ¢ 
Shaw-Walke ( 

Wabash Cabinet Co I 
We Mrz. ¢ 2 
Yawman and Ert Mf ( 7 

Book Rings 
Adams, Henry T Mf ( 

Bookkeeping Machines 
Underwood } tt Fisher 
‘ R 

Box Letter Files 
Art Steel ( 

Globe-Werr ke ¢ 
Rockwe Barne ( 

We Mfg. ¢ 

Brief and Zipper Cases 
Doppelt, Charles & 

National Brief Case Mfg. ¢ 
Varat, Murra Co 


Business Shows 


P ia Business S 
Calculating Devices 

M ke Systems, Ir 

Reliable Typewr. & A. M r 





Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 





obligation. 

Calculating Machines Coin Bags, Trays and Wrappers 
Allen-Wales Add. Mach, Co 147 Art Steel Co 116 
Monroe ( Machine Co 79 Downey, ( I ( 148 
<8 ‘ a Copyhelders 

Calculating Machines, Used Acco Products, Inc 104 
Inte Oft Appliances 144 Dawn Mfg. ¢ rt 144 
I ( I 142 
Re Typ & A. M. Corp.....14 Costumers 

Peerless Steel Equipment Co 89 

Carbon Papers Royal Metal Mfg. 147 
See Ribbons Carbons Tell City Desk ¢ 116 

Card Index Boxes and Trays Troy Sunshade ( is 
All-Steel-Equip Ce 12 Cushions and Pads, Chair 
Art Metal Construction Co ‘ Bickett, L. M., Co 70 
Art St 11 Polar Mfg. C 115 
I Mf ‘ 138 Shipman-Ward Mfg 134 
( S Equip. Co a7 

Mfe Corp 10 Cuspidor Mats 
( W p ‘ 82 Polar Mfg. ¢ 11 
( S & Supt Co 91 Shipman-Ward Mfg 134 
I al M is { 103 Cuspidors 
l e Me Furn. Cc 121 Art Steel ¢ 1l¢ 
Metal Office ¥ 7 61 Dating Stamps 
: Equipment ( 89 Amer. Number. Machi ( 14¢ 
: ty Equipment Corp . Fulton Specialty ¢ 139 
Stans ur e , 83, 4, 5, € Meyer & Wenthe 137 
WW li ur , Rivet-O-Mfg. C<¢ 120 
We Mfg. ¢ 71, 2 Desk Bumpers 
Ya i Erbe Mfg. ¢ 7 } Polar Mfg. C« 11 

Cards, Business (Book Form) Desk Calendar Pads 
Wiggins. John B.. ¢ 142 Ever Ready Calendar Mf ( 118 

Cash Boxes Desk Pads & Tops 
Art Ste ( 11¢ Aigner, G. J & ( 139 
General I proofing Cc 49 Polar Mfg. Cc 115 

Wagemaker ( 139 

Casters, Caster Bearings, Slides 
Bassick ¢ 102 Desk Pending-Letters Holders 
Darnell Cort 14 Acco Products, Ine 104 
Faultless Caster Cort 14 Desk Pen & Ink Sets 
K an Mfg. Cory 128 Sheaffer, W A Pen ( 51 

Celluloid Envelopes Desk Trays 
Mark ( 14 Aigner, G. J & Co 189 

Chair trons Art Metal Constructi ( 

Bassick ¢ 102 Art Steel Co., In 11¢ 
( er-Ke wth Ce 124 Automat. File & I x ¢ 118 
“ Corry-Jamestown Mfg Cort 105 
Chair Mats ? ; General Fireproofing 49 
= a = Ps As Globe-Wernicke C« 68 
Imperial Methods Cc 103 

Polar Mfg. ( 115 : 
Shipman-W Mfg. 134 Peerless Steel Equipn . wae 
Shaw-Walker ¢ s | f 

Chairs, Office Weis Mfg. ( 4 
\r ty M P I a Yawman and Erbe Mfg. ¢ 9 
. ye : ; Chairs 14° Desk Work Distributors 
P p r amas Art Steel ¢ Ir ¢ 
( Mf ( { Bristow, Stanley R 146 
Cr | ( Globe-Wernicke C¢ 68 
iH ’ Polar Mfg. C 11 
iH I & ¢ e ( g Victor Safe & Eq ( 100 
1 ( ( ¢ P Weis Mfg. ¢ 4 

Se ( 141 Desks 

Ma I B. I ( r ( 99 Alma Desk ¢ 12¢ 

M ( rs t Art Metal Cor ( 
‘ I ¢ ( 137 Autmte. File & ly ( 8 
R Ss I 143 Rentson Mfg. ¢ 138 
R M M Cc 147 Browne-Morse Co 43 
> Walker ¢ 8 4 Columbia Steel Equip. ¢ 97 
S ( I 109 Corry-Jamestown Mfg. ¢ 105 
. I e Cha ( 12 Evans Desk ¢ 134 
M I ( 64 General Fireproofing 49 
> ? Globe-Wernicke ¢ 68 
Chairs, Folding Imperial Desk (<¢ 122 
G Mfs ( 142 Indiana Desk ¢ 137 

Chairs (Posture Invincible Metal } . . 

Ar " p> Ir 14 Jasper Desk ¢ 2 
B ( ( 7 Jasper Off Furr 95 
( Sir-} Cha Leopold ¢ TY 130 
, ‘ p Metal Office Fur ( ¢ 
( MI ( 142 Peerless Steel Eq ( ag 
G I ( 49 Rishe IK I ( 14 
Ha r 90 Royal Me Mfg. ¢ 7 
| R & Ctr r ( 8 Se rity Steel } ( f 
( ( ‘ Sha Walker ¢ ® i f 
( 14] Shelbyville Desk ( 
M a ar r 99 Tell City Desk ¢ Lif 
M ( ( 1 Troy Sunshade Ce 14 
| M M ( 47 Victor Safe & Eq ( I 
I \ “| 4 Wagemaker ¢ 
- ( I 0 Yawmar nd Erbe Mf ( 7, 59 
S P ‘ ‘ : Duplicating Ink Stain Remover 
M I . ‘ Duplicopy { 143 
Check Protectors & Writers oe Duplicating Machines 
H n > 4 Amer. Writing Machine ( 58 

Check Protectors & Writers, Used Dick, A. B., ¢ 45 

Pr ( r 142 Elliott Address. Ma ‘ 146 
Typewr. & A. M. Cort ‘7 Harding, Milo, ¢ 131 

Checks, Stamped Metal Heyer Corporat 51 
Meyer & Wentl 137 Hileo Cc 12 











Keen Mfg. Co ee 
Mimeograph, THe.......0cn--<----- 45 
Rivet-O-Mfg. Co... a 
Shipman-Ward Mfg. Co..... 134 
Smith, L. C., & Corona Type . 47 
Speed-O-Print Corp... a 93 
Wolber Mfg. Co _ 117 
Duplicating Machines, Used 
Puuttt Ga, Witncnsinice 142 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co 106 
Dick, A. B., Co. 45 
Harding, Milo, Co. 131 
Heyer Corp., The 151 
Hileo Corp 112 
Ink Specialties Co. . 141 
Keen Mfg. Co — oun 96 
Manifold Supplies Co...................... 52 
Mimeograph, The . 45 
Mittag & Volger, Inc an} 
Shipman-Ward Mfg. Co. — 
Smith, L. C., & Corona Type no 
Speed-O-Print Corp. ........ wine 
Technygraph, The aa 
Victor Safe & Equipment Co 100 
Wolber Mfg. Co dae 
Envelope Sealers 
Elliott Address. Machine Co. 146 
Envelopes 
Globe-Wernicke Co........... . 68 
Quality Park Envelope Co 110 
Envelopes, Celluloid 
Markilo Co. 145 
Eradicators, Ink 
H. A. Ink Eradicator Co.......... 147 
Heyer Corp., The 151 
Erasers, Rubber 
Automatic Pencil Sharpener Co. 66 
Blaisdell Pencil Co. 119 
Faber, A. W., Inc 133 
Eyelets & Eyelet Fasteners 
oc 6) a ee 8&8 
Rivet-O-Mfg. Co ae 
File Boxes, Collapsible Corrugated 
Bankers Box Co 80 
Barkley, C. L., Co 128 
Globe-Wernicke Co. 68 
Guide System & Supply Co 91 
Oxford Filing Supply Co 101 
Pronto File Corp , 78 
Weis Mfg. Co 71, 2, 3, 4 
File Boxes, Metal 
Art Metal Construction Co 53 
Art Steel Co 116 
Corry-Jamestown Mfg. Corp 105 
Peerless Steel Equipment Co. 89 
Pronto File Corp 78 
tockwell-Barnes Co. 63 
Victor Safe & Equipment Co. 100 


Filing Cab. Ball & Roller Bearings 
1 


Kilian Mfg. Corp 28 
Filing Cabinets, Insulated 
Shaw-Walker Co 83, 4, 5. 6 
Victor Safe & Equipment Co 100 
Filing Cabinets, Metal 
All-Steel-Equip Co 125 
Anderson-Hickey Co 122 
Art Metal Construction Co 53 
Art Steel Co 116 
Autmte. File & Index Co 118 
Bentson Mfg. Co 138 
Browne-Morse Co . 143 
Columbia Steel Equip. Co 97 
Corry-Jamestown Mfg. Corp 105 
General Fireproofing Co 49 
Globe-Wernicke Co . 68 
Invincible Metal Furn. Co 12] 
Metal Office Furn. Co 61 
Peerless Steel Equipment Co. 8Y 
Pronto File Corp 78 
Security Steel Equipment Corp 65 
Shaw-Walker Co 83, 4, 5, 6 
Victor Safe & Equipment Co 100 
Wabash Cabinet Co., The 60 
Yawman and Erbe Mfg. Co 57, 59 
Filing Cabinets, Wood 
Globe-Wernicke Co. 68 
Imperial Methods Co 103 
Wagemaker Co 139 
We Mfg. Co tt, & & 4 
Yawman and Erbe Mfg. Co 57, 59 
Filing Supplies 
Acco Products, Inc 104 
Aigner, G. J., & Co 139 
Art Metal Construction Co 53 
Barkley, C. L., & Co 128 


THE CLASSIFICATIONS 
Continued on page 6) 








THE CLASSIFICATIONS 
Continued from page 
Mor 


Jamestown 


Browne e Co 

Corry Mfg. ¢ 
General Fireproofing Cx 
Wernicke Cc 

& Supply Co 
Methods ¢ 


Globe 
Guide Systen 


Imperial 


Metal Office Furniture Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 


Rockwell 
Shaw-Walk 


farnes Co 





Victor Safe & Equipmer Co 
Warshaw Mfg. Co 
Weis Mfg. Co 7 


Yawman and Erbe Mf { 


Finger Pads 


Parrot Speed Fastener Cory 


Folders (See Fills Sup 
Forms, Special Prtd 
Stationers Mfg. (<¢ 


Fountain Pens 
Esterbrook Stee Pen ( 
Sheaffer, W. A., Pen ¢ 


Spencerlar Pen ¢ 


Gummed Cloth Rings 
Graff, Geo. B ( 
War Mfg. Co 


haw 


index Card Signals 
Cook, H. ¢ Co Ir 
Graff B., 4 


Victor Safe & Equipt. ¢ 


Geo 


Index Tabs 
Aigner, G. J., & 4 
sarkley, ¢ l, & (% 





Cel-U-Dex Corp 
obe-Wernicke ¢ 

(;uide System & Suppl ‘ 
Markilo Co 

Parrot Speed Fastener Cory 
Shaw-Walker Co 83, 4 
Victor Safe & Equip ( 

inks, Adhesives, Ete 
Harriman-Welts Prod. C« 


Higgins, Cha M & Co 
Ink Specialtic Cr 
tivet-O-Mfg ( 

Sheaffer, W \ re ( 


Inkstands 
Cushman & Der 


Knives, Office 
Autopoint ¢ 


Leads for Mechanical Pencils 
Autopoint Co 

Faber A wW Tr 

Rite-Rite Mf Co 

Sheaffer, W \ Pen (< 


Leather Goods 
Doppelt, Charle & ¢ 


National Brief Case Mf ( 
Varat, Murray (< 

Leather Upholstered Furniture 
fright Chair Co 
Jasper Chair Ce 
New Indiana Chair C< 


Raphael Shop In 


Letter Trays (See Desk Tra 
Letterheads 
Goes Lithographir ( 
Stationer Mf cr 
Wi i John -B ( 


Library Equipment 
All-Steel-Equip. ¢ 





Art Metal Construct ( 
Art Steel ¢ 
rry-Jamestown Mf Cor 
| Fireproofing ¢ 
Wernicke ¢ 
Steel Eq ent ¢ 
Steel Equipment ¢ I 
Walker (< S j 
Yawman and Erbe Mf ( 
Lockers and Storage Cabinets 
All-Steel-Equip. ¢ 
Anderson- Hickey (C« 
Art Metal Construction ¢ 
Art Steel Co 
trowne-Morse (<¢ 
Corry-Jamestown Mfg ( 
Durabilt Steel Locker (« 
General Fireproofing Cx 
Gilobe-Wernicke ¢ 
Invincible Metal Furn. ¢ 
Metal Office Furniture C<« 
Security Steel Equipme Corp 
Shaw-Walker (¢ 8 t 
Yawmar nd Erbe Mfg. ¢ 
Loose Leaf Books & Systems 
Adams, Henry T Mfg. Co 


Aigner, Gi. J & Co 


Nat'l Blank Book ¢ 
Ss! pa The ¢ t ( 
Sta ers Loose Leaf ¢ 


Loose Leaf Envelopes, Celluloid 


Markilo C« 


Loose Leaf Metals and Devices 


lams, Henry T Mfg. ¢ 
Loose Leaf Metals (<« 
Stationers Loose Leaf ¢ 
Mail Bags 
Canvas Products Cory 
Mail Distributors 


tristow, Stanley R 


Globe-Wernicke Co 

Victor Safe & Equipr ‘( 
Map Tacks 

Graff, George B., € 

Moore Push-Pin ¢ 
Matched Office Suites 

Art Metal Construction ¢ 
General Fireproofing Co 
Globe-Wernick ‘ 





Leopold Cc 
Rishel, J. K Furniture 
Royal Metal Mfg. (« 


Troy Sunshade ( 


Memorandum Books 


National Blank Book ¢ 

Rockwell-Barnes Co 

Trussell Mfg. Co 
Memorandum Devices 

Autopoint Co 

Bristow, Stanle R 
Mending Tape 

Warshaw Mfg. ( 


Moisteners 


Better Packages, Inc 
Kellog A.W Sale ( 
Rivet-O-Mfg ( 
Numbering Machines 
Amer. Numbering Mach. (<¢ 
Office Partitions and Railings 
Globe-Wernicke Ce 
Pads, Figuring 
Nat'l Blank Book ( 
Rockwell-Barnes ¢ 
Paper 
Eaton Paper Corp 


Rockwell-Barnes C¢ 
Paper Clamps 
Acco Products, Inc 


Automatic Pencil Sharpener ¢ 

Cushman & Denis Mfz. ¢ 

Esterbrook Steel Pen Mf; Co 
Paper Clips 

Acco Product Ine 

(‘ook i ( Co 

Cushman & Denison Mfg. Co 


or Specialty ¢ 





George B Co 
Manufacturing ¢ 


Vail 


Paper Fastening Machines 
Ace Fastener Corp 
Acme 
Automatic Pencil Sharpener ¢ 
Fastener 


Hotchkiss Sales Co 


Staple Co 


Markwell Mfg. Co 
Neva-Clog Products, Inc 
Parrot Speed Fastener Corp 
Victor Safe & Equipment Co 
Paste (See Inks, Adhesives, Et¢ 
Pencil Sharpeners 
Automatic Pencil Sharpene ‘ 
Graff, George B., C 
Pencils, Paper Wound 
Blaisdell Pencil C¢ 
Pencils, Wood Cased 
Blaisdell Pencil Ce 


Faber A. W In 


Pencils, Mechanical 
Autopoint Co 
Esterbrook 


Steel Pen Co 


Rite-Rite Mfg. Co 
Sheaffer, W \ Pen ¢ 
Pens 

Estert k Ste Pr ( 
Sper ian P ‘ 


Picture Hooks 


Moore Push-Pin Co 

Pins and Pin Containers 
Vail Mfg. Ce 

Platens, Typewriter 
Amer. Writin Machine ¢ 
Ames Supply ¢ 


Ward Mfg. ¢ 


Shipman 


Postal Scales 
Hanson Scale ¢ 
Shipman-Ward Mfg Co 


rriner Scale & Mfg. ¢ 


Publications 
British Sta ner 


Methodes 


Punches 
Ace Products, Inc 
Globe-Wernicke Co 
Mitchell Binder Cx 
National Blank Book ( 


Push Pins 
Moore Push-Pin ¢ 


Ribbens and Carbons 





Allen & Co 
Amer. Writing Machine ¢ 
Ar Supply ¢ 
‘ » Mfg Corp 
‘ bia R. & ¢ Mfg. ¢ 
( Ribbon & Cart ‘ 
I il Mfg. Cx 
Ma ld Supplies Cc 
Mi g & Volger, Inc 
Nat'l Manifold Products ¢ 
0 Town Ribben & Ca r 
4 fie Carbon & Ribbon Mf 
i] f Process Co 
K yy riter C¢ Ine 
Shipman-Ward Mfg. C« 
s L. 4 Corona Tw 
s erian Pen Ce 
sf H M ( 
I erwood Elliott Fis 
( B 
I S. Typewriter Rit Mf 
Wel r } ~ ‘ 
Rubber Bands 
Faber A W In 
Shipman-Ward Mfg. ¢ 
Rubber Stamps 
Me & Wenthe 
Rubber Type Outfits 
Fulton Specialty €« 
Safes 
Ar Metal Constructic ( 
General Fireproofing ¢ 
G Wernicke Co 
Me nk Steel Safe ¢ 
Schwab Safe Ce The 
Security Steel Equipment ¢ 
Shaw-Walker ( 8 
\ r Safe & Equipment ¢ 
Yawman and Ert Mfg. ¢ 
Salesbooks 
Stationers Mf Ce 
Scrapbooks 
G Wernicke Co 
We Mf Co 
Secretary Desks 
Art Metal Construction ¢ 
General Fireproofing ¢ 
Globe-Wernicke Co 
leer Steel Equipment ¢ 
Wat Cabinet ¢ 
Shelving 
\ Steel-Equiy ¢ 
Art Metal ¢ struction 
4 steel Ce 
B Morse (< 
Cor J ‘ ‘ Mf ( 
General Fireproofing ¢ 
G e-Wernicke Co 
Ss ] Steel Equipment Cory 
Smoking Stands, Office 
K 1 Metal Mfg. ¢ 
Stamp Pads 
Fulton Specialty ¢ 
Meyer & Wenthe 
1} Process ( 
RK O-Mfg¢ Co 
Kockwe Barnes Co 
\ r Safe & Equipment ¢ 
Stands for Office Machines 
\ Steel-Equip. C« 
Ar Supply Cs 
Anderson-Hickey ¢ 
Art Steel Ce 
( Jamestown Mf ( p 
(} Mfg Co TI 
G 1 Fireproofing ¢ 
q Wernicke (Cc 
Ha Cory 
Meta ind Co 
P Steel Equipment ¢ 
i t i The 
She Manson Mfg. ¢ 
SI in-Ward Mfs ‘ 
! Metal Furnitu ( 
Staple Extractors 
4 Fastener Cor] 
Markwe Mfg c¢ 
Staples and Stapling Machines 
\ Fastener Cort 
AC Staple ¢ 
ka Cort 
iH hki Sa ( 
Markwe Mr Co 
Neva-( Products, Inc 
Par Speed Fastener Cory] 
Va Manufacturing ¢ 
Stenographers’ Note Books 
Natior Blank Book (<« 
Rockwell-Barne Co 
rr Mf ( 
Storage and Transfer Cases 
\ Ste Equip. ¢ 
\ Metal Construction ¢ 
\ Stee ( 
Bankers Box (¢ 
irkley, ¢ L & { 
Bent Mfg. ¢ 
Kh ‘ Morse Co 
i nm a Steel Equi; ‘ 
( Jamestown Mfg ( I 
he Eq er ‘ 


OFFICE APPLIANCES 


General Fireproofing Co 
Wernicke C¢ 


(suide System & 


Supply Ce 








Imperial Methods Co 

I neible Metal ( 
Metal Office } 

Oxford Filing ‘ 
Peerless Steel ‘ 
Pronto File ¢ 
Rockwell-Barnes Cc 
Security Steel Equipment ¢ 


Walker ¢ 
Wagemaker ¢ 
Weis Mfg. ¢ 


Yawman and 


Shaw 


Erbe Mf Co 


Swinging Typewriter Stands 


Amer. Writing Machine (« 
Globe-Wernicke ¢ 
Weis Mfg. Cx 7 


Tables 


Cor lamestown Mf ‘ I 
General Fireproofing (¢ 
Globe-Wernicke Co 

Peerless Steel Equipment C+ 
Shaw-Walker Ce S 
St. Johns Table Co 

Victor Safe & Equipment ¢ 


Telephone Accessories 
Victor Safe & Equipt. + 
Telephone Stands 
Art Metal Cons 
Art Steel ¢ 


truction ¢ 


General Fireproofing (« 
Wernicke Co 
Peerless Equipment ¢ 
Walker (< s 
Erbe Mfg. Co 


Globe 
Steel 
Shaw 
Yawman and 
Thumb Tacks 
Graff g 
Moore Push-Pin ¢ 
Vail Manufacturing Co 


Geor 


Type, Typewriter 
Amer Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Typewriter Cleaning Devices 
Ideal 
Typewriter Cleaning Material 


Commutator Dresser 





Amer. Writing Machine Co 
Ames Supply ¢ 

Clarotype 

M ig & Volger J 
Rivet-O-Mfg. ¢ 

s in-War Mfy ‘ 


Webster } Ss ce 
Typewriter Cushion Keys 

Amer. Writing Machine Co 

Ames 
son Supply Ce 


Supply 





Peerless Key-Imperial Mf 
Shipman-Ward Mfg. Co 
Si 1 Key Mfg. ¢ 


Typewriter Cushion Knobs and Base 


Writing 


Supply 


Amer Machine C<¢ 
Ames 
Bickett, L. M Co 

Key-Imperial 
Ward Mfg. ¢ 


Parts and Tools 


Mfg 





Shipman 


Typewriter 


Amer, Writing Machine Co 

Ames Supply ¢ 

Shipman-Ward Mfg. ¢ 
Typewriters, Mfrs. of 


Corona Typewriter 
Royal Typewriter C¢ 
Smith, L. ¢ & Corona Tws 
Underwood Elliott Fisher 
( B 


Typewriters, 
Amer. Writing Machine Co 


Inte atl Office Applian 
Pruitt Co., The 
Re ble Tw. & A. M. Corp 
Shipman-Ward Mfg. ¢ 
Vacuum Cleaners, Office Machine 


I il Commutator Dresser ¢ 
Visible Systems Equipment 

\ Card System ( 

\ t G. J & Ci 





Glo Wert ke (< 

N il Blank Book Co 
Ross-Gould ¢ 

s Walke ( Ss 
~ ppard ( } ‘ 

\ Safe & i 

,) n and Erbe Mfg. ¢ 
Waste Baskets 

Ar Steel Ce 

‘ Tamestow Mr ‘ 

( eral Fireproc Co 
Globe-Wernicke ¢ 

Me Office Fu ture ¢ 

N Vulcanize Fit ( 
Pee Steel Equipment ¢ 
Pipe Mr or 

s s-Walker ¢ 8 


Rebuilt and Used 


-WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60 


SITUATIONS WANTED STATIONERY LIN} r West Coast Sales organization covering eleven 



















































SALESMAN 3 ‘: nevenias oat + AOE Rey Figaro oe : ~ al - — westerr ate 1 el ‘ manufacturers of stapling machines and fountain 
inhinihie” i ‘dau aes ‘ ay ee : a cage pens is in a positior ‘ ne iditional stationery or office supply line to 
mnectior preferal is esman f snuf er P por saints trade be sold to estal hed I reial stationery dealers Has been doing business 
Acquainted witt practica fice pI RE Le ers territory for years with most f portant ealers in that section Equipped to give 
fror Minr Wiscor Ok Texa Close per representa me manufacturer eeking better western coverage 
nal friendshir ‘ , lreds P : 7 . o- 4 sggressive re on Apr ' « Chicage 
producer who know we tk lop | t H references Address AGENT wit t established isiness in Pacific Coast territory desires 
B-248 ire Office a oC some meritorious office specia to be sold direct to users Located in Seattle 
EXPERIENCED. “ ‘ies magenta In a position to cove tire ust area or handle new products only in the 
al general manager is en for 1 ntere . a he w Northwest. Present line ples or imited time, leaving ample for something els« 
lesks or chairs, for that represent f | kground. Also quali Address 1-220, care Ofice Al La POU 
fied ’ , 2 i os ; : DESK ACCESSORIES WANTED f the Sout Manufacturers’ representative 
eale Ca f B rence are ‘ vho sells wood desks and rs and covering the entire South is in a position 
lealers Not » loc , R OMecs Appliances har ile ACCESSOT i lesk and hair pads and others which are 
5 SE : Gcaaieaeee oo ne natural complement t ft furniture B-250 ire Office Appliances, Chicago 
EXPERIENCED office salest for stationery store CALIFORNIA ORGANIZATION representing a line of loose leaf specialties and 
ailable for new connection either : ' ‘ epresentative f : small mechani pr ir a posit to handle one additional major 
manufacturer His record ; fe haat . al stationery on line Three er tate thoroughly and frequently Established twenty 
eae —_ aes cpap ; or manus _ ! ff upply line sold through commercial 
iddle est territor Will part of ' I in Offices c : 
B-241, care Office Appliances, Cl nom ao 
YOUNG LADY, BOOKKEEPER Stamvachasstie, How Enamniae Gul Sala, Gan 
aeaakhie tn Sai. a cs » Mic “ Milinots ; t } r Massachusetts, New Hampshire and Vermene Seek 
half year xperience i " sail H lealership for this section Address B-244, care 
lege t ‘ Pre —— aa ————— 
ir ff REPRESENTATIVES WANTED 
pment. Good refs B-24 : on ffice app a nati used seeks sales agents 
siesmar t manager expe t 8s oper for cor selling simila nor mt eM ilty to user in large cities Valuable exclusive 
t epartment 1 ager K s how t produce franchise Opportunt i ea ibstantial earning to present income Refer 
i t I abl (ar t ew lea eliir ences A dare 0 Office Apt ances Chicage 
technique nd management t I t References ——— — : - eC Temageg, gaan 
ess B-24 nia aad ee arith Y MANUFACTURER Of} DUPLICATOR and supplies has opening for several 
encanto tlds nneiaie aa one manufacturers e] ‘ por itioners and office equipment dealers 
OFFICE MACHINE MECHANI¢ 1 rke y f type ter One territory i ith t utes; the other, Whisconsts Minnesota and 
everal makes of tir machine \ f Now ployed but for the Dakota se t ries will be oper wor Give complete informa 
pecial é nd it t A 1 gr ! frequet f ‘ ference 0-184 ire Office Appl " Chicago 
— cence Bia A B . e On \ppliance uF _ UP-TO-DATE LINI f ff esk and ‘ es av ) % the right man 
esi I t Six r erir Ie i N y h New kx ! metropolitan area 





1d office furniture 


Address O-178 








ess B-229 ire Office Apr nee ‘ ire Office Apy ! ( 


Ad 





EXECUTIVE, age 44, gent 17 exp. W S ers, W ale and GOOD PROPOSITION pply and office 


Retail Ac iget Taxe Fir Stat ~ S Bus Managemet have the " ‘ he right 1 for you State experience Our 








Excellent Rec 4 ddress f rea Office Ar ( propositior ur ) ' i Special prices to office supply 
SITUATION WANTED tt ; Reasona .__ Pet Manuf Corp., Bi o N. ¢ Sp a 2 
lary if permanent Reference “ ha " 4 B-24 F NOW SELLING ro OFFICES se ir ¢ specialty suere ully 
Apr nes ( a \ thoroug)} este fled se ne plar makes our propesition very 





: " attractive and profit vi r mplete deta Address O-17¢ care Office 
SALESMEN WANTED Appliances, Chicag 
QUALITY—here st profitable ; the field. Ame REPUTABLE—Respor Aggressive dealer 


es lirect i r ntant ffices et type ea " Stat { ur write oncerr 


the finest 





IF YOU SELL | thing ir 
“ep a nited offer Sole dis 


r 





Company 20 «=~ Bouth 


: a FOUNTAIN PEN REPAIRING 
1 sale No pr re e. | I ; pportunity WELTY S REPAIR ALL MAKES Four Pet Vaku-um Pens, Desk Pens, 
tablish a es ‘ earl florts Small initial Per é ré ! [ We feature Sheaffer, Parker, Water 
ar Wal Welt ( " } n ret ' other makes Names en 














} raved in 22K W f Gold Pen P « and Repairing Mail all make 
fice equip 0 N ! ' New York state to ONE place f Eat W4 We Pen and Repair ( 8 Soutl 
» Vir S S ' previot State Stree ( 
experier irq f Ar = : : SS 
. nie re SALES LETTERS 


= address 0-186 e On Apr es, LETTERS WILL BUILI) SALES: | ea I have bt Ts that pul 
FOLDING CHAIR LINI ‘ : ef ‘st tevwttentan ‘ y ne ‘ isan ae oam. siete 
State lines now carried. The Walter 8S. K ( W e, New York iInsucer f i a irs on request. Address H. M 
———————— = — = a Goldtt vi \ e, Santa Fe, New Mexic 
STORE MANAGER WANTED SSS = ———— - = 
; ge gE sa ADDING MACHINE PARTS, TYPE, ETC 
NEW PRICE LIST ' e | ribbons 


a eae, eaters POR af Mf Sé for I Adding M Parts Man—I. A. Dehn, Jr 


new letter 











WANTED: Manager for Comme . cts 3 








64 Olet Ave Oak ( 

PURCHASING AGENT WANTED ADDING MACHINE, Book Machine Parts and Type, New and salvage 

' mm SRE 11] makes ff. Quick service. BR. A. Currie, 9 South Third 
PURCHASING AGENT WANTEI Sta OF ex Suns 











MECHANICS WANTED 























MECHANICS WANTED é ar BUSINESS OPPORTUNITIES 
Pruitt Corporation, 425 North LaSalle 8 Awe ee FOR SALE—A shts, petterns, drawings, etc, on a thoroughly 
WELL ESTABLISHED TYPEWRITER at re in Souther efficient 1 of \ ry Compact and occupies minimum of 
M gar I ( Smit eale ‘ ffice 1 é ¢ P t erchangeable Will print on sheets 
Ml ¢ ! f pape ‘ e ar sitior alse mn cloth wood 
g a ( R ‘ A f r ind lual that wil 
wm fide 4 f O-1s ofr 4 es ‘ ag lertake 1 ' 1 1 States Address ©-18! care 
a a — a of Ar ( 
= __ REPRESENTATIVES AVAILABLE _ VANTED PRO Gian and Waste Seer apa me 
SALESMAN «w ‘ eer ‘ OF f \ I f . , . Our g f ring and rehandising facilities estab 
¢ I A 0 4 ‘ age 
xper RETAIL BUSINESS FOR SALE 
Mice . . FOR SALI i ’ T f ne nes mn a prosperous California city 
» ‘ Nets 1 r ts : a yea r ling alary and profit Inventory 
‘ } or 4 ances i 4 
a f pewrite i ‘ r pproximately $20,000 accounts 
M e W i eivable : fixture equipment about $4,000 Excellent 
. , watior f et A emarkable pportunity for some one 
mr . Has rk f ; i get ir ‘ , ‘ oo ‘ f building from the ground 
ea M W oO r 4 reas wmmmur ations to O-18]1 
gt ! or 4 
r fa Cs 4 ¢ 4 Hw ——E = — 





Office Appliance r R WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7 


FOR SALE AND WANTED TO BUY 


KLLIOTT-FISHER MACHINES—-Burt 


Calculating Machine 


ELLIOTT-FISHER Ma 


Monroe (al ‘ I 
Warsh (e a4 N 


BURROUGHS, MOON 
nad ¢ t gi 
quote highest cas 


New York Ci 


ELLIOTT FISHER 


be Ww 


ught and 
BURROUGHS I 
wnee office ¢ 


Avenue Pittsburg! I’ 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published 
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OFFICE APPLIANCES 





Current Corporation Reports 


NEW TRADE LITERATURE 














D t G t g Compar Youngstown, OF have 
j 0-ce¢ le tock for the last quart of 138 
ents a share g fer t} +} tr id j the th i qua ts T} ‘ 
(Catalogues, pamphlets, broadsides, folders and other publicity tion brought total . lends for the year to 70 cents a share 
material recently released pared with 31.60 ring 1937 The regular preferr 
d ee, a shar ‘ Jar irv 1 The 825.000 bala f the 
‘ P ‘ per ent note issue I ] f preferred dividend s ‘ yea 
Browne-Morse Company.——( «1 ning rty-eigh page é é BS Ss P ; : or th 
; c a \ iaiS SA f mpalr 
elyv-arranged <« ver ad ‘ I A I E ; } j 
\ Se page trade t | M ° oo ae ‘i . Additional government contract 
f t é ent VANSIOI f S 
( mpar M kegor M } 0 page the 7 ist i ed eXpansi 
t € ' 1 pan P 7 + r , ‘ , , r 
ttracti s the Browne-M p ny ip gectior . ‘ I ‘ ¢ i ind earnings are 
+ the j ley f b t £940. 000 for ea 
with tt f s “ ethod of boxing I boxes 2 
— the i ot lesig the x - AK 
gue . ; ‘ ‘ ha f index y T tat ; ‘ { | c ¥; | j f the W 4 
geographi t t g nite ! . Tt P Cor I ‘I I ey ted t the mpanv’s 
te ‘ ‘ " ff t t g N D ! t best rs He 
¢ that } f i +t} mpany ir in the 
7 ” t I ~ t i ng I Jar ry ) 
} bling t ew Yy with funde debt 
General Fireproofing Company. |}: re ebt ¢ t t Capit K Of the mpany 
ble stee he g t ‘ i g ts s f 162 shares « 
has ‘ +} Ge I fing ¢ \ t vit g tre tock TH < 
tow oO} 4 ; ; k j nt r \ ¢ ¢ < 01 r share 
ind t ! S f ta ‘ g 
hows t} , v} 
he 4 ; + ¢ ‘ 7 tac 


MISSING MACHINES 





t s} g , no ¢ panies asx é ers everywhere to he on the lookout for 
v} } being . ‘ t ‘ this issue g s f pres I) hice a nes les he d nu ered heside the firm’s name) which 
nterested ir htnir F . f the t y shou write ft t eporte t, stolen « trawe Information concerning the where- 
Globe-Wernicke ¢ Cir nati. O} te of thea schinee should he carded to the company concerned 





icket 


Jasper Desk Company. ( t eighty-eight ext 


N { I beer ed by t isper Desk Company, J 


I K . u Ml Hig s ( ~ t t N OF 
Pre g Ww , xt N S S r. F. Cleve Sturg M 

x ‘ ture } I I DD ! MM ( t M 
‘ Ta | 
‘ ‘ , , \ ( g M { P ( 

. ru g > \ 24 Ml ting ach N . 
4 | te N } ter. N IS5287 
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| Moore PusnPin Company—tinstating the company’s enti ine ot BUSINESS OPPORTUNITIES 





te ciel cae ie men” Ge aie al ; Wanted Here at Home 


haan S ‘ R Purchasing Agent Plans Entering the Office Supplies Field.—! 
} sir ¢ ¢he st fifteen wears for ne ‘ 


= ‘ P . g + f, nenrancs . a “ ‘ the middle west. contemplate 
~r g e pages i - 1 Lotne Bead « the present he w 
} Ml é } no «ene He ke ¢} 
‘ aes mekinte 
Niagara Duplicator Company Dre } Is S24 H H I st. I 5. M 
‘ | ft ! \teer we t g ‘ g 
: e by Niagara D tor Comy 5 M Texas Dealer Asks for New Catalogues. | tion f 0 
treet, Sat t, de bes mode Dict rime } Printine ¢ | [10 Seott 


g New Trade Literature Requested. |} R. S Stor 626 East 
Shaw-Walker Company. 1 ‘ ts ( ! a \ fact s of off , ent eas iress mailing 
M : ‘ ‘ | Shaw-W ( Mune ne q L | 
I Guid talog W 


chee - =e ney > pee New Catalogues and Price Lists Sought. J. \. »1 fs e Typew 


i; " f t gues 
\ teé { ~ + - , ~: + + ‘ ’ ‘ ; } 
S Ww I 
B Wanted Abroad 
Export Representation Offered y g | ( 22 S 

Sherman-Manson Manufacturing Company. —|!) g \l y \ { \ 2 t 

‘ f Idea tear e , ; . ‘ N 4-4 ‘ y é ffice «€ i" é ‘ 
h ‘ { rr The ew { g . ‘ . ¢ ¢ it ¢ ‘ kot t} ght . + 

i ff I 
g g N < 


Stein Bros. Manufacturing Company, Inc I 
F , . , Rnuth Cres Te 


g : t : Ribbons and Carbons for Panama Maxwe P. O. Box Fa 
\ D “ean ; tes 


The Wabash Cabinet Company \ : 
Nat x ‘ ‘ g ‘ } see ‘ ; tra ¢ VW ~] 


g lists of A 
Cabinet ( W sh. I Pur se-leal t ‘rea , . Niger 
= ‘ ey 7 . Ps Nat ~ 
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PATENTS | 


Copies of patente shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,141,158. Typewriter, Typewriter Calculating Ma- 
chine, and the Like. Robert Anschutz, Zella- 
Mehlis, Germany, assignor to Mercedes Buromaschinen- 
Werke Aktiengeselischaft, Benshausen, Thuringia, Ger- 
many. Application August 2, 1934, Serial No 
738,129. In Germany August !6, 1933 Granted 
December 27, 1938. 

2,141,199. Plunger Type Fountain Pen Solomon 
a? Sager, Hubbard Woods, Ill. Application June (8, 
1937, Serial No. 148,824. Granted December 27, 1938 

2,141,269. Control Mechanism for Calculating Ma- 
chines. Heinrich Konrad Friedrich Ewald, Chemnitz, 
and Johannes Gebhardt, Siegmar-Schonau, Germany, 
assignors to Wanderer-Werke vorm Winkihofer & 
Jaenicke Akt.-Ges., Siegmar-Schorau, Ge. many Ap- 
plication October 6, 1936, Serial No. (04,310. In 
Germany October 12, 1935. Granted December 27, 1938 

2,141,332. Cash Register. Charles H Arnold, 
Dayton, Ohio, assignor to The National Cash Reg- 
ister Company, Dayton, Ohio, a corporation of Mary- 
land. Application June 16, 1934, Serial No. 730,880 
Granted December 27, 1938. 

2,141,366. Stapler. Edward L. Sibley, Bennington, 
Vt. Application November 1/9, 1937, Serial No 
175,521. Granted December 27, (938 
2,141,410. Loose Leaf Binder. John Schade, Holy- 
oke, Mass., assignor to National Blank Book Company, 
Holyoke, Mass., a corporation of Massachusetts 
Application October 22, {936, Serial No. 107,028 
Granted December 27, 1938 
2,141,761. Improved List Finding Device Albert 
E. Pollock, New York, N. Y Application April 2, 
1938, Serial No. 199,563. Granted December 27, 1938 
2,141,792. Fastener. Emil Kern, Long Island City, 
N. Y., assignor to Acco Products, Inc., a corporation 
of New York. Application October 22, (936, Serial 
No. 106,940. Granted December 27, 1938 
2,141,954. Desk. James R. Jones, Jamestown, 
. Y., assignor te Art Metal Construction Company, 
Jamestown, N. Y. Application March {!, (938, Serial 
No. 195,371. Granted December 27, 1938 
2,142,098. Card Index. Raymond C. Finch, James- 
town, N. Y., assignor to Art Metal Construction Com 
pany, Jamestown, N. Y., a corporation of Massa- 
chusetts. Application September 16, 1937, Serial No 
164,192. Granted January 3, 1939 
2,142,241. Typewriting Machine. William A. Dob- 


son, Wethersfield, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application January 16, 1936, 


Serial No. 59.361. Granted January 3, 1939 
2,142,286. Calculating or Adding Machine Guy 


Bazeley Petter, Yeovil, England, assignor of one- 
half to Petters Limited, Yeovil, England, a British 
company. Application September 30, 1933. Serial 


No. 691,669. In Great Britain October 12 1932 
Granted January 3, 1939. 

2,142,348. Means for Gumming or Moistening 
Labels, Envelopes, or the like Heinrich Dornseifer, 
Berlin, Germany. Application July 29. 1936, Serial 
No. 93,214. In France and Germany August 5, 1935 
Granted January 3, 1939. 

2,142,375. Typewriting Machine. Richard V. Rep- 
pert, Binghamton, .» assignor to International 
Business Machines Corporation, New York, N. Y., a 
corporation of New York Application September 22, 
1934, Serial No. 745,050. Granted January 3, 1939 

2,142,377. Eraser Holding Means Henry J. Roth 
Brooklyn, N. Y., assignor to Eberhard Faber Pencil 
Co., a corporation of New York. Application August 
19. 1937, Serial No. 159,833. Granted January 3, 1939. 

2,142,532. Fountain Pen. Albert H. Stenersen, 
Chicago, IIl., assignor to The Wahl Company, Chicaao 
ill., a corporation of Delaware Application June 28, 
1937, Serial No. 150,671 Granted January 3, 1939 

2,142,561. Typewriter. Kelley D. Evans, Hamilton, 
Ohio, assignor of one-half of C. E. Hooven, Hamilton, 
Ohio Application November 9. 1936 Serial No 
109,966 Granted January 3, 1939 

2,142,576 Typewriter Carbon Sheet and Attach- 


ment Edward William Mowat Thomson, Toronto 
Ontario, Canada Application March 9, 1937, Serial 
No 129,869 In Great Britain March 10, (936 


Granted January 3, 1939 

2.142.761 Error Correcting Device for Typewriters 
Edwin Albert Quinn, New Orleans, La Application 
April 26, 1938, Serial No. 204,398 Granted January 
3, 1939 

2,142,786. Loose Leaf Shift Binder. Walter Easter 
Haskin, New York, WN. Y., assignor to Pressed & 
Welded Steel Products Company. Ine New York 
N. Y., a corporation of New York Application June 
29. 1937. Serial No. 150,947. Granted January 3, 1939 

2.142,817 Binding for Books Max Gudis, Phila 


delphia, Pa., assignor by mesne assignments, to 
Spiral Binding Co Inc., New York, N. Y a cor 
poration of New York Application Mav 2, 1935 
Serial No. 19,381. Granted January 3, 1939 
2,142,862. Cheek Writer Lawrence H Skeen 
Frostproof, Fla., assignor to Hall-Welter Co Inc 
Rochester. N. Y., a corporation of New York. Apoli 
cation November 18, 1933 Serial No 698,69 


Granted January 3. 1939 

2,142,892. Caleulating Machine. Carl M. F. Friden 
Oakland, Calif., assignor to Marchant Calculating 
Machine Company. Emeryville. Calif a corporation 
of California Application February 6, (928, Serial 
No. 252,175. Renewed February 15, (938 Granted 
January 3, 1939 

2,142,897. Drawer Slide or Guide. Melvin H. Har 
mon, High Point, N. C Application August 3, 1937 
Serial No. 157.205. Granted January 3, 1939 
2,143,012 Combined Pen and Pencil Holder 
Joseph C. Kanipe, Washington. D. C Application 
August 5, 1937, Serial No. 157,605 Granted Janu 
ary 10, 1939 

2.143.218 Device for Lifting and Lowering Heavy 
Office Machines in Desks. Michael Thurner, Geislinaenr 
Steige, Germany. Application September 3, {937 
Serial No. 162,363 In Germany October | 1936 
Granted January 10, 1939 

2.143,327 Memorandum Pad Holder and S&S} 
Marker Clarence H Manzier Rochester N Y 
Application February {5. {938 Serial No. 190.659 
Granted January 10, 1939 

2,143,428. Typewritina and Calculating Marchire 
Robert Anschutz, Zella-Mehlis, Germany. assianor te 
Mercedes Buromaschinen-Werke Aktiengesellischaft 
Zella-Mehlis, Germany. Application February 5, 1922 
Serial No. 591.198. In Germany February /4, 193! 
Granted January 1{0, 1939 
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2,143,599 Cash Register Adding and Other Chicago, Ill., a corporaaion of West Virginia. Appli- 


Calculating and Accounting Machines Hans Frederik 
Birger Hogfors, Enskede, near Stockholm Sweden 


Application September 30, 1935, Serial No. 42,954 
In Sweden October 4, 1934. Granted January 10, 1939 
2,143,601 Fountain Pen Johannes Iversen, Copen 
hagen, Denmark. Application June 9, 1937. Serial No 
147,196. In Denmark June 9, 1936. Granted January 
10, 1939 


2,143,741 Shift Device for Calculating Machines 
August Friedrich Pott, Zella-Mehlis, Germany, as 
signor to Mercedes Buromaschinen-Werke Aktiengesel! 
schaft, Benshausen, Germany Application September 
23, (931, Serial No 564,643 In Germany October 
2. 1930. Granted January 10, 1939 

2,143,797 Pencil Sharpener Edward V. Powell 
Arlington, Mass Application April 29, 1935, Serial 
No. (8,803. Granted January 10, 1939 

2,144,006. Pencil. William Renrick Wilson, Kansas 
City Mo Application May 24, 1937, Serial We 
144,364 Granted January 17, 1939 

2,144,014 Combined Pencil and Eraser Carl P 
Finck West Orange, WN J assignor to Eberhard 
Faber Pencil Company, a corporation of New York 
Application January [{!, 1938, Serial No 184,391 
Granted January 17, 1939. 

2,144,027 Writing Implement Arthur Pestel, New 
Vou, ww. ¥ Application December 24, 1934, Serial 
No. 758,880 Granted January 17, 1939 

2,144,076 Duplicating Machine Robert F Mor 
rison, Oak Park, Ill assignor to Ditto, Incorporated 


cation July 8, 1937, Serial No. 152,517. Granted 
January 17, 1939. 

2,144,296. Fountain Pen Ryosuke Namiki, Taki- 
nogawaku, Tokyo-Shi, Japan. Application February 
25, 1938, Serial No. 192,637 Granted January 17, 
1939 

2,144,562. Copy Holder Arthur G. Croninger and 
Olaf D. Baker, Miami, Okla. Application July 14, 
1937, Serial No. 153,643. Granted January 17, 1939 

2,144,581. Ring Binder and Method of Making the 
Same Clarence D. Trussell, Poughkeepsie, WN. Y., 
assignor to Trussell Manufacturing Company, Pough- 
keepsie, N. Y., a corporation of New York. Appli- 
cation April ‘i, 1936, Serial No. 73,839. Granted 

! 
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112,679. Design for a Combined Globe and Stand. 
Richard C. Grows, Evanston, il!., assignor to Rand 
McNally & Company, a corporation of Illinois. Appli- 
cation October 31, 1938, Serial No. 80,772. Granted 
December 27, 1938. 

112,750 Design for a Pencil. Beatrice B. Blake, 
Los Angeles, Calif., assignor of one-half to Eleanor 
L. Gernert. Application September 3, 1938, Serial 
No. 79,740. Granted December 27, 1938. 

112,838. Design for a Rotary Duplicating Machine 
Willis A. Kropp, Oak Park, Ill., assignor te Ditto, 
Ine Chicago, Ill, a corporation. of West Virginia. 
Application November ({1, 1937, Serial No. 72,801. 
Granted January 3, 1939, 








Mr. M. J. Murphy 


Distinguished by What Is Probably a 
Unique Record for Length of Time in 
the Position of Chief Executive. An Of- 
fice He Has Held for Sixty-Seven Years. 


(See Page 34) 
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Price Cutting Should Not Be Confused 


Cue tendency for each of us to 
look with satisfaction upon our 
own abilities, and with optimism 
upon our chances for success is, 
perhaps, the most prevalent factor 
in the stationery industry today 
In our own smugness and self- 
satisfaction we are apt to be a 
little stale on some of the funda- 
mental principles of sound busi- 
ness practices. We have heard de- 
pression and recession so long 
that we have sold ourselves on 
the idea that we are just caught 
in a net with a thousand others 
in our industry; that we are just 
Slaves to a condition. 

It would seem, after an analysis, 
that we can trace a great many 
of our troubles to the method of 
pricing which has crept into gen- 
eral practice of late. Business 
conditions are in a state of per- 
petual motion and change. Thus, 
prices are subject to constant 
fluctuation. In our feeble efforts 
to meet these changing conditions, 
we often confuse price cutting 
with low pricing in an attempt 
to be competitive. 


Prosperity Depends on Price 
Levels 


In the majority of cases the 
prosperity of our industry 
whether it be up or down, depends 
largely upon the price levels we 
maintain. If our prices have been 
sufficiently high to cover all costs 
attendant upon the operation of 
our business, plus a reasonable 
profit, we have been operating on 


With Low Prices 


Stationer Recommends Main- 
tenance of General Price 


Structure. Occasional Dips 


Which Still Permit a Profit on 
Volume Business Are Justified. 
Competition Is a Stimulant to 


Alert Sales Organization 


By LEONARD B. WILCOX 


An Associate of the Roberts Print- 
ing and Stationery Company, Hutch- 
inson, Kansas 


the right track. If our prices have 
not been high enough to give us 
these, we have erred, badly 

The clever stationer realizes 
that our industry does not con- 
tain a multiplicity of “force sale 
items.” He will pick out a few on 
which to specialize and attach a 
low price purposely. This is done 
just to give the general impres- 
sion to his active and prospective 
customers that his price structure 
is highly competitive. 


Low Prices Should Induce Volume 
at Profit 


He will pick these items with 
care and place the low price at 
a level, which, with the increased 


demand, will still net him a rea- 
sonable profit. He will have enough 
self-discipline, coupled with good 
judgment, to limit the items in 
this bracket so they will not creep 
dangerously into his general price 
structure. 


Occasonally, the wise stationer 
will use this method to reduce 
overstocks. At other times he will 
offer “special buys.” He will not 
over-advertise, nor will he put 
inferior goods on sale. This type 
of low pricing is not only per- 
missible but may be made profit- 
able. 

“Price cutting,” on the other 
hand, is a method of meeting sales 
resistance that all of us have come 
to abhor. Of course, the other guy 
always starts it and we follow suit, 
just to get even. 


Price Cutting Indication of Panic 


The explanation for general 
price cutting is a simple one. 
Some men lose their reason as 
quickly during a panic as during 
a plague. The depression and the 
recession have made those not 
equipped to grapple intelligently 
with our complex problems, stoop 
to a virtual degradation of their 
businesses in an attempt to save 
their hides. With the return of 
better times we will find this class 
of stationer not much better off 
than he is today. 

On the other hand, the stationer 
who plans his price schedule in- 
telligently will keep his general 
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price structure up, and will be in 
a more advantageous position 
when the storm is over. 

At this point, let’s bring up the 
word competition. This element is 
commonly present and, to the ag- 
gressive firm, it is a healthy stim- 
ulant. Without competition we 
would all become indifferent and 
apathetic merchants. We must 
know the merits and defects of 
our competitors’ offerings. Some- 
times this knowledge will enable 
us to overcome price disadvan- 
tages. 

It is also a good idea to become 
better acquainted with our com- 
petitor. He might be smarter than 


A Quiz 


NOTE—The “Professor” is an 
experienced business man who has 
spent many years in the various 
phases of the office machine in- 
dustry. He has a keen, analytical 
mind and a broad understanding 
of the many factors involved in 
conducting business as a_ type- 
writer dealer. His quiz and the ap- 
pended comments are stimulants 
to deeper, more effective thinking 
about the efficient operation of an 
office machine enterprise. 

[Yes No] 
l. Do you think it good 
business to rebuild (aver- 
age or below average) 
rough typewriters? 
2. Do you enjoy tinkering 
with a screwdriver more 
than reading a sales 
manual? 
3. Do you think it poor 
business for your type- 
writer mechanic to solicit 
orders for revenue service, 
rentals, supplies and ac- 
cessories? 
4. Do factory rebuilts en- 
tail as many service calls 
as your own rebuilts? 
5. Can you thoroughly re- 
build a $20.00 allowance 
trade-in type- 
writer for under $12.00? 


(or less) 


6. Do you spend less than 
$8.00 for refinishing, for 
replacing platen, for key 
cards, parts, etc., on your 
own rebuilding jobs? 


7. Do you show a profit 
(overhead considered) 
when you sell one of your 


we are. We might find him not so 
much the unfair operator we think 
he is. He might even be willing to 
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exchange credit information on 
his slow accounts to our advan- 
tage as well as his. He may also 
be working for the same goal as 
we are, but having twice as much 
fun reaching for it. 

In the final analysis, a large 
percentage of our troubles are of 
our own making. Worrying too 
much about the other guy, about 
the times, and about the future 
will warp our judgment. The let- 
ter “W” is the first letter in worry. 
It is also the first one in work. It’s 
a funny thing! If you worry, you 
can’t work; if you work you 
haven’t time to worry and you 
probably won't need to. 


or Typewriter [Dealers 


Self Analysis by the Question 
and Answer Method. Candid 
Responses to the Queries Will 


Prove Valuable 


By PROFESSOR ANONYMOUS 


own rebuilts for $20.00 
over the regular trade-in 
allowance figure? 

8. Would you estimate 
that mechanical parts in- 
stalled in a perfect fac- 
tory rebuilt typewriter 
would average less than 
$6.00 (at dealer prices) 
not counting refinishing, 
new platen and key cards? 
9. Do you think it ad- 
visable to carry in stock 
as many more rough type- 
writers than you sell (re- 
conditioned or rebuilt) in 
three months? 


Check your answers in the 
“Yes” or “No” columns and then 
study the following analysis: 

If you answered “No” to six or 
more of the questions you are 
salesminded. You are aggressive 
and endeavor to keep up-to-date 
on the trend of things in your 
line of business. You can defi- 
nitely class yourself as a progres- 
sive merchandiser. 

You are either an expert on 


shop operation, or possibly not 
mechanically inclined. You are, 
however, able to perceive where 
you can make more money from 
the sale of merchandise than from 
the sale of labor. 

You have an orderly mind, with 
a flare for analysis. You run your 
business instead of letting your 
business run you. 

You are a thinker. You have 
a fair enough knowledge of ac- 
counting to operate on a sound 
business basis. You know some- 
thing about overhead and take 
this important subject into con- 
sideration in the planning of the 
promotion of your business. 

You are willing to look facts 
squarely in the face and make de- 
cisions on the facts rather than 
go along in accordance with 
custom. 

You give an honest answer to 
an honest question without quib- 
bling. 

You know the typewriter busi- 
ness from the dealer viewpoint 
and have decided in your own 
mind not to let old, non-profitable 
practices interfere with the prog- 
ress of your business. 

To those who answered “Yes” 
to more than three questions, I 
recommend looking those ques- 
tions over once more, giving the 
subject matter therein some deep 
study and in a few days, answer- 
ing the queries again. I think you 
will change some of your answers 
and in doing so, you will start 
your businesses on the road to 
greater profits. 





Profitable Desk £ amp Market 
Awaits Dealer Development 


; sale of auxiliary lighting 
equipment, comprised chiefly of 
commercial types of desk lamps, 
should have an important place 
in the sales program of office sup- 
ply dealers. Some companies are 
now extending their sales efforts 
along this line, while others are 
not making any special efforts, 
but are taking advantage of what- 
ever business may come their way. 
Still others are totally ignoring 
the opportunities resident in the 
sale of desk lamps. Whatever has 
been the past history of supple- 
mentary lamp sales, whatever pol- 
icies have been established, or 
whatever merchandise has been 
available, the opportunity to make 
this a very profitable end of your 
business is greater today than it 
has ever been. 


Lamp Design Changes Require 
New Selling Technique 


Whether we as manufacturers 
or you as dealers like it or not, a 
very complete change has taken 
place in the quality and the char- 
acter of the lamps offered. We 
must adjust ourselves accordingly. 
The type of equipment to be sold 
and the sales methods to be ap- 
plied have changed and we both 
must be responsive to the new 
order of things. We must change 
our policies, adjust and rearrange 
our sales efforts and get ourselves 
in line with modern trend. 

Over a long period of time, your 
trade—the purchasing agents of 
large industrial establishments, 
the office managers of large com- 
mercial organizations, the ordi- 
nary consumer and the whole gen- 
eral public—has become more and 
more light conscious. They no 
longer ask for or expect to re- 
ceive an ordinary desk lamp. They 
now demand a= special make 
or type of lamp and expect to be 
supplied with a unit which will 
best solve their particular prob- 
lems of lighting. Outstanding 
manufacturers offer these new, 
attractive, efficient, scientific 
lamps and have even developed 
complete lines of lamps to meet 
special and particular needs 

This advancement in the de- 
sign of desk lamps and auxiliary 


Improved Efficiency of Modern 
Lighting Units and Educational 
Advertising Campaigns of 
Manufacturers Have Aroused 
Extensive Consumer Interest. 
A Lucrative Share of the Mar- 
ket Is Available to Alert Office 
Equipment Dealers 


By J. V. EVERARD 


Faries Manufacturing Company 


lighting equipment offers the sta- 
tioner the opportunity of increas- 
ing his unit of sale, his volume of 
sales and his resultant gross profit. 
All dealers are familiar with the 
lamps and the low prices at which 
large quantities of such lamps 
were sold some years back. You 
have only to look at your own dis- 
play samples today to note the 
advanced design and the higher 
price structure with its corre- 
spondingly greater gross profit, to 
become fully aware of the oppor- 
tunities available today in the sale 
of modern desk lamps. 


Dealer Should Inform Himself 
About Today’s Lamps 


Increased customer interest and 
opportunity for greater profits de- 
mand that the office supply dealer 
be better informed on the lighting 
qualities and the construction de- 
tails of the merchandise which he 
has to sell. The salesman with the 
right merchandise and a thor- 
ough knowledge of what his par- 
ticular lighting units will do and 
what different units should be 
recommended for specific tasks 
will get an audience today with 
a buyer who ten years ago was 
only interested in the least expen- 
sive lamp that would give some 
light no matter what its efficiency 
Office supply dealers are now able 
to render a customer service in 
office lighting and for that service 
reap his just and handsome 
dividends. 


The new trend in lighting re- 
quirements has been _ brought 
about largely through the national 
advertising campaign of the 
Illuminating Engineering Society 
and the local lighting companies. 
Lighting equipment manufactur- 
ers tied in with this program by 
developing commercial and indus- 
trial lighting units built to LES. 
specifications. Their engineering 
departments, however, went one 
step further and developed scien- 
tifically correct desk lamps of dif- 
ferent styles and designs, always 
keeping foremost in their minds 
the particular problems affecting 
the sale of lamps in general offices 

making them functional as well 
as decorative. The educational 
and promotional work which cer- 
tain organizations have been do- 
ing in residental lighting in mak- 
ing people light conscious has 
carried over into the general 
office lighting field. Now auxiliary 
office lighting equipment also 
must come up to certain standards 
of scientific light output. 


Big Market for Office Lamps 


One of the most fertile fields 
for the sale of supplementary 
lighting equipment has always 
been the office. Here your pros- 
pect spends eight or more hours 
each day. Here where nerves are 
tense, where mind and body must 
co-ordinate, where noise and con- 
fusion are rampant, where close 
attention to visual tasks is essen- 
tial, good light is needed more 
than anywhere else. You, the sup- 
pliers, therefore have the oppor- 
tunity of rendering a service in 
lighting. The service will be wel- 
come to the customer and profit- 
able to you, if properly and in- 
telligently offered. 

A thorough knowledge of the 
products available to satisfy this 
market is necessary. Proper edu- 
cation work and sales training are 
essential. Co-ordination of these 
factors will be productive and lead 
to profitable sales for you. 


¢ — + 


In your store—does each sales 
person have an effective sales talk 
on all lines in his department? 








Service Records and Collection System 
Devised by Typewriter Pealer 


P snioriw stock taking into a Reorganization of the Repair 
firm’s business methods can often 


be turned to very good account. Shop, Collection System, and 
The service, for instance, might ; : 
be found slow and haphazard, Expansion of Lines Steps Up 


without proper check on dollar 
earned for dollar spent. Collec- 
tions might be bad, but they can writer Company, Wichita, Kas. 
be made better. Also perhaps 
some revision of merchandising 


Business for Central Type- 


policy will turn the trick that By DWIGHT ABBOTT 
means better sales. 
By investigating these things e 


and adopting changes, the Cen- 
tral Typewriter Company of 


Witchita, Kas., dealers in a variety Improvement in selling service, 
of office equipment, built a W. H. Grant, shop foreman, ex- 
smoother running organization, plained, came with the division 
improved sales, and insured a of shop work into three major 
better future for itself. categories: class one, for people 

One of the most significant who merely want typewriters and 
changes during the improvement other machines cleaned; class two, 
period, according to Wilbur E. for those who want overhaul 
Walker, owner and operator, came work; class three, for those want- 
in the organization of the service ing machines rebuilt. 
department. Provision was made Though each job, under such an 
for complete, but simple, records arrangement, is subject to individ- 
on work done on every machine ual estimate, the store has gained 
taken into the shop. Results here a great deal by way of clarity, in 
were not only to give more prompt making clear to the customer 
service to customers, and to clarify what work is done on a machine 
the various types of work done under each of these three classi- 
on machines in the service de- fications, said Mr. Grant. 


partment, but to provide the firm 


Shop System of Records 
with a day-to-day check on costs Ps; 








and selling price of every job, by As a general policy, shop work 
each mechanic. has also been improved by giving 
Machine Mode t 
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THIS WORK CARD STAYS WITH MACHINE UNTIL THE JOB IS COMPLETED.— 

Reproduction of the 5x8-inch service record card devised by the Central Typewriter 

Company for its repair department. Space provides for identification, instructions 
and cost. Job number goes in upper corner. 


the foreman complete charge of 

and responsibility for—work in 
his shop, Mr. Walker explained. 
Greatly assisting the policy is the 
system of records worked out, as 
outlined below. 

1. As the machine is brought in, 
it is entered in the repair shop 
record book, in a listing giving 
job number, serial number, model 
number, date received, name of 
customer, etc. When the machine 
is delivered, the shop man mak- 
ing the delivery signs his name 
opposite this entry in the book. If 
the customer or customer’s repre- 
sentative calls for the machine, he 
signs the book — indicating that 
the job is closed, and the machine 
delivered. 

2. From information in the rec- 
ord book, the job number, name 
of customer and other data are 
entered on a five by eight-inch 
file card, which Mr. Walker ex- 
plained, is one of the most com- 
plete work or service records he 
has ever observed. (See illustra- 
tion.) Besides pertinent identify- 
ing information (the job number 
is entered on the card in upper 
left corner), the card is filled out 
with “yes” or “no” or with check 
mark after these listings: guar- 
antee, complete overhaul, blow out 
and oil, clean, will call for, we 
deliver, have loan, promised by 
(date), (estimate) OK’d, and re- 
ceived by. 

It also contains an estimate list 
of typewriter parts; such as 
Platen, Front Feed Rolls, Rear 
Feed Rolls, etc., to which are 
added special parts and labor. The 
cost is written after these items 
by the service man making the 
estimate. At the bottom is space 
for the total cost. Special parts 
and complaints can be listed on 
the reverse side of the card, which 
is ruled. 

This is the work card for the 
typewriter, and it stays with the 
machine until the job is com- 
pleted. The service man filling 
it out has his estimate oked, with 
signature, before the work is done. 
When the job is completed, the 
man who did the work signs the 
card. The card then goes into a 
permanent file. This comprehen- 
sive record, in the opinion of Mr. 
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DAILY WORK REPORT FORM WHICH ENABLES THE CENTRAL TYPEWRITER COMPANY TO KNOW HOW MUCH SERVICE 


BUSINESS WAS DONE EACH DAY AND WHAT IT COST. 


Walker, has saved ‘a lot of trou- 
ble on misunderstood features of 
the guarantee.” The shop can 
check back to the service man 
himself, if a complaint is received. 

3. Another record in the system 
employed by the Central Type- 
writer Company is its stock record 
book. In this the office clerk lists 
all parts and supplies received by 
the service shop. 

4. The company keeps track of 
all its own machines in an Jn and 
Out book. This has nothing to do 
with repairs, but rather to ma- 
chines sent out of the store; such 
as trials, loans, rentals, etc. 


5. The daily work report forms 
complete the record _ system. 
Orange sheets are used for records 
of each week day, and yellow 
sheets for Saturdays. The form 
is the same for both colored 
Sheets. (See illustration.) This 
form includes column space for 
the following: customer names, 
addresses, names of machines, 
serial numbers, repair ticket num- 
bers; work done in shop—labor 
cost and parts (retail and cost 
figures); and the initials of the 
service man who does the work 

The day’s total and total for 
the week are carried at the bottom 
of each sheet. 

In commenting upon the value 
of the daily work report form, Mr. 
Walker declared, “With this form 
we can put our finger on any 

(Turn to page 25, please) 
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SERIES OF THREE COLLECTION DUE CARDS.—tThe first two are printed in black 

on buff stock, while the third and final notice is printed in red on white. They are 

mailed in window envelopes. The cards are followed by telephone calls, asking 

the customer to set a definite date for payment. The system has greatly improved 
collections for Central Typewriter Company. 











aid Rentals or Pree Trials? 


to part with it. 


a MACHINES have al- 
ways been sold by keeping a large 
number of machines out on trial. 
Perhaps it may always be so. BUT 

how much more profitable to 
the dealer if an ever increasing 
percentage of these trials are on 
a rental basis. 

AND—believe it or not, direct 
mail advertising will bring in just 
about as good results on a low 
price rental offer as on a free trial 
offer (particularly during the win- 
ter months). 

SO—why not spend your promo- 
tion efforts and money soliciting 
that which brings the most tangi- 
ble type of response? 

January through April are the 
busiest months, so far as figuring 
work is concerned, in the average 
business. Large firms need extra 
machines and small businesses 
find their need for an adding ma- 
chine most acute at this time. In 
either instance there may be no 
intention whatsoever of buying, 
but there is every likelihood that 
an opportunity to rent a brand 
new, dependable machine at a 
very low price would be very 
acceptable. 

Rentals Produce Sales 

Obviously it is easier to close a 
deal for $5.00 than one for $100.00. 
Now, if experience shows that the 
man who takes the $5.00 deal sub- 
sequently becomes the very best 
type of prospect for the $100.00 
deal, does it not stand to reason 
that the surest approach to the 
big sale is through the smaller 
one? 

Look at it another way. You 
put on a salesman and tell him 
he MUST place a lot of trials. He 
goes out with those instructions 
and actually places machines. He 
knows and you know that many 
of those trials were “forced.” 
Good trials are the surest road 
to orders, but forced trials are 
problematical to say the least. 

On the other hand, the man 
who rents an adding machine does 
so because he has actual, immedi- 
ate need for it. Perhaps he never 
owned one and certainly has no 
intention of purchasing one. He 
needs one for a month or two and 
does not hesitate for a moment 
in paying a small amount a month 
for a machine which he needs to 
get out the work in hand. 


Suggestions for Increasing the 
Profit Figure in the Business of 
Selling Adding Machines. Earn 
a Return While Machines Are 


on Trial 


By GORDON LAURENCE 


Assistant to the President, Allen 
Calculators, Inc. 
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MR. LAURENCE 





After using the machine for a 
month or two, he gets to depend 
upon it. It is more or less taken 
as one of the permanent fixtures 
in the place and he is very loath 





COUNTER OR WINDOW CARD THAT 
STIMULATES RENTALS. —This dis- 
play piece, supplied to dealers han- 
dling the Allen Calculator line, is an 
example of how rental of a machine 
can be effectively suggested. 


This feeling is 
further strengthened when he 
realizes that he has an investment 
in it which he can be saved by 
purchasing. 

So—why not go after those peo- 
ple who really can use a machine 
but only solicit a $5.00 rental con- 
tract and let the sale take care of 
itself later? 


How to Get Rental Contracts 


There are three economical 
methods—all of which have been 
time tested for years. 

First—get a big rental display 
card in the window. Second—cir- 
cularize every business firm in the 
community with a double business 
reply post-card. Third—run small 
ads, either display or classified, in 
the newspaper. 

The business reply card is the 
rifle fire method. You can mail 
as few or aS many as you wish 
and each day you can send out 
as many as you have time to 
address. When the reply card 
comes back, you have something 
tangible to work on. If you only 
want to risk, say a five dollar bill, 
you can cover 500 prospects. If 
you are in a small town with only 
250 firms, you can cover every 
one of them with an outlay of 
only $2.50. Can any dealer afford 
NOT to do it? 

You pay rent for a store and a 
certain number of people pass 
your window every day. If the 
machine you are offering to rent 
(and it should be a new one) is 
prominently displayed in the front 
of the window with a rental dis- 
play card fitting right over the 
machine, it is very apt to bring 
in some customers. However, if 
you merely have one of the old 
stock signs saying, “We rent all 
makes of machines,” there is 
nothing fresh nor tangible about 
your offer. The card illustrated 
herewith is new and attractive. 
It makes a_ specific proposition 
and the card with the machine 
is a complete display in itself. 


Accustom Prospects to Adding 
Machine Use 


Remember—adding machines 
are still new to many small busi- 
nesses. They have to be SOLD— 
and the best way to attract these 
new users to the point of buying 
is by making it as easy as pos- 
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sible for them to get accustomed 
to using an adding machine. 
There is ample material avail- 
able to dealers from manufactur- 
ers for waging a concerted cam- 
paign on the renting of adding 
machines. It has been proven that 
this is the best way to make sales, 
but even when the actual sale fails 
to materialize at $5.00 a month, 
you have been well paid for your 
trouble AND you can GET $5.00 
a month for a figuring machine 
because the rental prices on add- 


ing machines have not been ham- 
mered down as they have on other 
types of machines. 


Every month more dealers are 
learning that they are getting 
more profits out of figuring ma- 
chines than any other type in 
their machine department. 

Perhaps you can increase your 
profits in similar manner, and if 
you so decide, you can put the 
foregoing suggestions into opera- 
tion with the feeling of assurance 


19 


that they are not theoretical, but 
have been and are being success- 
fully used by hundreds of aggres- 
Sive dealers from coast to coast. 

Finally, let not even the small 
dealer be concerned about his in- 
vestment. At first glance it may 
appear that a rental campaign 
means tying up a considerable 
amount of money in machines 
over a long period. As a matter 
of fact, better than half of the 
machines rented convert into sales 
after the second month. 


N.Y. Suns “Voice of Business” Number 


HE “Voice of Business” number of the New York 

Sun, a section dealing exclusively with conditions 
in business, industry and government, was presented 
January 7 as part of the newspaper's issue of that 
date. 

Timely and comprehensive articles by many of the 
nation’s foremost economists, financiers, business lead- 
ers and others formed the major part of the number. 
Presented with these were many illustrations and 
photographs germane to the subject with which each 
author dealt. 

The section opened with an article entitled “The 
Five Points of Prosperity,” by Fred I. Kent. It was 
a singularly clear explanation of Mr. Kent’s five points 
as the shortest and most logical road to complete 
national recovery. Briefly, the author advocated the 
following: 

Change Wagner Act 


Congress should so change the Wagner labor re- 
lations act that it will be fair to labor, fair to em- 
ployers and fair to the public and so that it will 
properly protect labor, employers and the public. It 
does none of these things as it stands today. 

The second point suggested that government should 
not enter competition with private industry which, 
the author declared, should serve to help the railroads 
and public utilities as well as industry as a whole. 

The third urged the repealing immediately of the 
undivided profits tax followed by the elimination of 
the capital gains tax. The writer then advocated a 
profound study of the existing system of taxation to 
enable its “correction, clarification and rebuilding.” 

The fourth declared that a great revival of industry 
would follow if laws that make for “government by 
bureaucracy” should be repealed and replaced by laws 
“entailing sound regulation of important national 
activities.” 

The fifth point prescribed government cooperation 
with industry towards accomplishing increase in pro- 
duction necessary to meet the needs of the people and 
enable their employment. 

“With such a start,” the author continues, “the ne- 
cessity for relief would grow less and less and would 
soon become state projects naturally. While the 
expenses of government were falling with decreasing 
needs for relief, the income of government would be 
growing because the profits of industry would be re- 
stored and the national income rebuilt and govern- 
ment deficits would disappear. Then the national debt 
could be worked down at the same time that taxes 
were being reduced year by year.” 


1939 Predictions 


“1939 Will Be Better But—”’ is the title of the next 
article by Virgil Jordan. In this the author asserts 


that the whole economic structure and the superficial 
appearance of activity which it presents, are “floating 
on artificial air.” He points out that this condition is 
due to the immense inflation of bank deposits result- 
ing from the “fantastic deficit financing of the past 
five years.” 

“This is Capitalism in America” by Gus W. Dyer is 
a more or less technical explanation of the workings 
of big business with its many ramifications. The au- 
thor presents a splendid understanding of capital as 
a factor in production and its relation to other phases 
in the productive process. 

John Raymond McCarl, former comptroller-general 
of the United States, is the author of “The Business 
Man and Congress” in which he points out, among 
other things, the utmost need for the people to give 
a Congress “full and unselfish support” in working 
out problems of self-government. In this connection 
he says: “Congress has all the power it needs. What 
it needs is help—citizen cooperation. He asks that Con- 
gress, aS a body, (1) lighten the tax burden by ending 
waste in government and eliminating politics from 
public assistance, (2) Adjust necessary tax load so as 
not to inflict undue hardships or retard employment, 
and (3) give individual enterprise a chance by taking 
government out of competition. 

In concrete form, Mr. McCar! tells us: 

Learn to give—and quit demanding. 

See problems unselfishly—see them as Congress must 
view them. 

Find out what Congress needs—then go get it. 

Anticipate the needs of Congress—be ready. 

Make our material and suggestions available to Con- 
gress in understandable and usable form. 

And he concludes with: 

“While the proximity of 1940 provides a temptation, 
the danger can be measurably lessened if our support 
be real and is free from partisan tinge.” 


“Yardsticks” 


“Yardsticks and Other Things” is an article by C. O. 
Ruggles, professor of public utility management, Har- 
vard University. It is a sensible discussion of the ef- 
fect of the government’s power program, the electrical 
utilities and public ownership. He stresses the belief 
that choice between private and public ownership and 
operation should always be open to the public without 
“burdensome technicalities” to overcome before a de- 
cision can be made on the merits of each case. The 
government, he says, should be impartial in any role 
it may play in enabling the public to make its own 
decision in this respect. 

Under a heading of “The Railroad Problem Is So 
Simple,” Thomas F. Woodlock points out that the only 
difficulty facing the railways is a case of “insufficient 
earnings and a rigid rate structure.” 

(Turn to page 127, please) 
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How These Dealers Handle 
Cudtomer Complaints 


€ venr office equipment and 
supply dealer faces the problem 
of what to do about keeping 
profits from slipping through his 
fingers by way of customer com- 
plaints and adjustments. 

Some of these may be petty, but 
others require the refunding of 
several dollars on merchandise 
that must be put on the shelves 
and sold for only about half its 
cost—if anything at all. 

Various dealers have told us 
that from five to ten per cent of 
their annual profit leaves their 
cash registers in this manner. But 
others have revealed their policies 
and methods of handling cus- 
tomer complaints which have cut 
the foregoing percentage to as 
low as one and two per cent! And 
none of these steps require any- 
thing more than a good applica- 
tion of common sense upon a 
knowledge of the right thing to 
say and do. 

Most important of all these sug- 
gestions is that of the manager of 
a large store in the East, who off- 
ers five suggestions from the prac- 
tices of his sales staff. These, in 
simple statements are: 

(1) Be courteous and pleasant. 
(2) Always thank the customer for 
returning the merchandise. (3) 
Always be glad to see the cus- 
tomer. (4) Understand the trou- 
bles the customer has had and 
show this customer that you un- 
derstand how it is. (5) Re-sell 
that selfsame merchandise to that 
same customer. 

Petty complaints are not the 
only ones office equipment dealers 
must contend with. Sometimes 
outrageous sums are demanded in 
payment of a claim or adjust- 
ment. Even when the merchant 
is willing to pay this in order to 
retain his customer, it would be 
far better for all concerned if the 
claim could be avoided in the first 
place. These damage claims can 
usually be placed in two classes: 
Those for which there is some jus- 
tification for blaming the store, 
and those for which the store is 
absolutely blameless. 

Easiest of all these customers to 
handle is the angry customer 
whose anger is a genuine thing. 


Policies and Practices Which 
Have Greatly Reduced Losses 
Due to Customer Complaints 


and Adjustments 


By ERNEST W. FAIR 


Any customer’s justified anger will 
readily cool under the right treat- 
ment. 

“Make such a customer feel 
ashamed of himself, and he will 
be easy to handle,” suggests one 
veteran dealer. “And,” he con- 
tinues, “if you’re going to do this 
right, you must keep your own 
temper cool and collected. All you 
need to do to this customer is to 
prove that there is no reason for 
anger and that a settlement of 
the misunderstanding can be se- 
cured much quicker and a lot 
easier by everyone’s keeping ‘cool’ 
about the whole matter. 

“Don’t try to argue or reason 
with an angry customer,” this 
supplier advises. “Try only to rid 
the atmosphere of that anger. 
Then, you can talk sensibly with 
this individual; otherwise, you 
cannot.” 

Nearly every dealer we have 
contacted on this question readily 
advises that, no matter how the 
customer may feel, the first thing 
to consider is that the customer 
must be shown that the dealer 
himself is eager and ready to ad- 
just any honest wrongdoing or 
misunderstanding. A customer put 
at his or her ease is always an 
easy customer to deal with. 


Handling the Bully, the Whiner 
and Chronic Complainer 


“There are two tough customers 
to handle,” another dealer volun- 
teers. “One is the person who is 
a bully, attempting to bulldoze the 
dealer into something he knows is 
unjust, and the other is the cus- 
tomer who attempts to whine his 
or her way into a decision. There’s 
only one thing to do with the 
bully and that is to make this per- 
son understand that you see 


through his front, and that you 
have a very definite line beyond 
which you cannot or will not pass 
in making an adjustment. This 
same thing holds true for the 
whining type of customer.” 

We all know the individual who 
frequently comes in with com- 
plaints, no matter how hard we 
try to please him or how well we 
do our job of selling. No matter 
what we do, it seems that he com- 
plains. 

“There's only one thing you can 
do about him,” said one dealer, 
answering our question as to how 
he handles the chronic com- 
plainer. “Make these individuals 
understand that the sale is final 
when their money goes into the 
cash register. Make sure to the 
point of a burden on yourself that 
this customer hasn’t a chance for 
a complaint. Then stick to that 
rule in dealing with this type of 
customer.”’ 


Avoid Misunderstanding When 
Sale Is Made 


Many stationers and _ office 
equipment dealers pointed out 
while we made this survey that a 
great deal of the complaint trou- 
ble results from sheer ignorance 
or misunderstanding, on the part 
of the customer, as to how the 
merchandise is to be used. Their 
suggestions can be summed up in 
the following pointers: 

(1) Take time to read over to 
the customer the suggestions or 
directions that come with the ar- 
ticle before you make the sale. 

(2) When you make the sale point 
to the directions. Say specifically 
that there, in type, is the “how.” 

(3) On products whose opera- 
tion may be or appear to be com- 
plicated, or possibly dangerous, 
make sure that the demonstration 
is understood and that the buyer 
or operator is prepared to use it 
properly. 

(4) Ask the customer if he or 
she fully understands the product 
and how to use it. 

The suggestions in this discus- 
sion embrace the more common 
types of customer complaints 
brought into the average office 
equipment and supply store. There 
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are numerous other rare and in- 
dividual instances, but most of 
these can be handled by “keeping 
one’s head” and seeing that the 
customer does the same thing. 
Far too many stationery and 
office equipment sales people, we 


have found, attempt to settle 
complaints and arguments with 
complaint and argument on their 
own behalf—a foolish course, as 
the experienced and_ successful 
dealer will readily testify. 

Minor details are of importance 
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in every individual type of case, 
but the most important rule to 
follow—the rule to be adhered to 
in every case of this nature—is a 
simple one: 

“Keep cool! And keep your cus- 
tomer cool!” 


Simple Collection Ideas That Clicked 


I sevsninnainn write long and 
tedious books about the influence 
of color on human beings; but it 
is not necessary to be a psycholo- 
gist or even a student of psychol- 
ogy to adopt a simple idea used by 
a Texas sStationer to speed up 
collections. 

He Knew that most statements 
were printed on white paper—at 
least insofar as those used by 
business firms in his town were 
concerned. He reasoned that if 
he printed his statement on a dis- 
tinctive colored stock, it soon 
would become a sort of trade- 
mark for him and it would stand 
out among all the white state- 
ments in a customer’s file of bills. 

This stationer therefore adopted 
a brilliant canary yellow stock for 
his statement. To capitalize upon 
its attention value and to culti- 
vate recognition, he never uses 
any other colored paper for this 
purpose. The results have been 
very favorable. He believes that 
because of this canary statement, 
he collects his bills more promptly 
than most merchants in his town. 

“It’s simple,” he declares. “Since 
the statement is different it gets 
unusual attention and is the easi- 
est to find of all the papers in a 
customer's file. Hence, it is taken 
care of more promptly, instead of 
payment being inadvertently de- 
layed. 

“Letter of Exasperation” 


A Georgia stationer “adapted’”’ 
a collection letter from a friendly 
jeweler that has meant much to 
him in collecting long past-due 
accounts. He calls it his “letter 
of exasperation.” 

He fills in the name of the de- 
linquent customer at the top of an 
ordinary letterhead, as though he 
were writing a regular letter. But 
where the body of the letter 
Should be there is nothing but 
blank paper. Then follows the 
firm’s name and the owner’s sig- 
nature. As an apparent after- 
thought, the merchant writes a 
three-line postscript. He tells the 


These Ideas 
Brought in the Money for 
Others and They're Yours for 


the Taking 


Inexpensive 


By RUEL McDANIEL 


offending customer that his in- 
tention was to write a collection 
letter; but he had written so 
many letters about the old ac- 
count, he could think of nothing 
else he could say to impress him 
with the seriousness of the delin- 
quency, of $ . In the blank was 
filled in the amount due. The final 
short sentence suggested that if 
there was anything the customer 
had to say as to why the account 
had not been paid, the writer 
would like to hear it. 

This letter brings in money 
when everything else has failed 
this stationer declares. 


A Collection Contest 


An Iowa stationer and printer 
doing an extensive commercial 
business checked up not long ago 
and was appalled at the amount 
of his outstanding, over-due ac- 
counts, because he had been too 
busy selling to watch collections 
as he should. He had no regular 
credit manager, the office girl 
handling that phase of the busi- 
ness along with a dozen other 
routine duties. 

In order to get in the money 
quickly, the stationer-printer 
staged a collection contest among 
employes. He divided all over-due 
accounts equally among all “front- 
office” employes, with instruc- 
tions to devote every moment of 
their spare time to the collection 
of those specific accounts. 

In order to make the drive 
something of a “game” and to 
make it financially interesting to 
them as well, he offered a series 


of prizes to those who made the 
best collection showings. Prizes 
were based on two features. One 
was the total amount of money 
collected from the accounts as- 
signed to the contestants; the 
other was the percentage of ac- 
counts satisfactorily collected. 

There was a grand prize of $10 
in cash to the employe who made 
the best all-round showing, in 
both amount collected and per- 
centage collected; a first prize to 
the one who made the greatest 
amount of collections, and one to 
the person showing the best per- 
centage of accounts collected from 
his group. There were minor sec- 
ond prizes in each division, also. 

The contest lasted from the first 
of the month to the 15th. It 
brought in over $7,000 worth of 
old accounts and placed the firm’s 
books in the best condition they 
had been in in years. 

Stationers whose credit volume 
is sufficient to justify employing 
a regular credit manager may find 
the plan employed by an Arkansas 
dealer practical for their use. 

This credit manager takes the 
attitude that his job is to sell mer- 
chandise as well as to collect for 
that which has been sold. Hence, 
he spends about a week out of 
every month making “good will” 
calls on credit customers whose 
accounts are paid up to date and 
which are entirely satisfactory. He 
tells the customer that he has 
come to express personally his ap- 
preciation for the customer’s busi- 
ness, and to thank him for the 
fine way the account has been 
handled in the past. The credit 
manager then expresses the hope 
that he may continue to handle 
his account for him. 

At the same time he also calls 
on credit customers whose ac- 
counts have been paid promptly 
but who have not bought for some 
time. He thanks them for past 
business and tactfully expresses 
his disappointment at not having 
been able to charge anything to 
the customer recently. 
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Junior Salesmen Revive One - Third 
Qnactive Accounts 


} UNIOR SALESMEN, taken from 
other departments and put in 
the field as outside salesmen, have 
revived for the Grimes-Stassforth 
Stationery Company, Los Angeles, 
Calif., thirty-three and one-third 
per cent of all inactive accounts 
turned over to them. These grati- 
fying results were accomplished in 
but two months, according to 
R. A. Thomas, sales manager for 
the concern. 

These young men, 22 and 28 
years of age, have been placed 
in the field for this specific pur- 
pose; of course, with the addi- 
tional thought of training them 
for full territory coverage in zones 
of their own later. Mr. Thomas 
hopes to have junior salesmen 
working on inactive accounts 
throughout the whole territory 
later, but this first effort is the 
try-out, and apparently after a 
few months’ trial it is eminently 
successful. 

With full consent of the regular 
salesmen covering five central 
territories in downtown Los 
Angeles, the two young men were 
Started out, each being given the 
inactives in two and one-half ter- 
ritories. The regular salesmen in 
these territories were given from 
thirty to ninety days to see if they 
could “pump life” back into the 
inactive accounts. Although they 
were encouraged in their efforts, 
the salesmen were told it was no 
reflection on them if they could 
not do so, as there were many rea- 
sons for accounts becoming in- 
active. 

After a thirty-day trial the reg- 
ular salesmen turned over a large 
number of inactive accounts, and 
asked further time on others. At 
the end of sixty days, more were 
turned over, and at the end of 
the ninety days the final batch 
were turned over. In a sense the 
seniors took the initiative. 

The young men had _ been 
worked up to this by acting as 
Substitute salesmen during the 
summer vacation periods. When 
putting them on this new job, Mr. 
Thomas explained to them that 
as relief salesmen they had been 


Sales Program in Which Juniors 
Put in Field as Outside Sales- 
men Revive One-Third Inactive 
Accounts Assigned Them by 
the Grimes-Stassforth Station- 
ery Company, Los Angeles, 
California 
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doing the easiest thing in the 
field, but now they were about to 
do the hardest thing. This did 
not daunt them in the least. 

It should be mentioned that be- 
fore the plan actually went into 
effect the senior salesmen were 
again consulted and asked if it 
was completely satisfactory, in 
order to reassure them that they 
were not being penalized, chas- 
tised, or criticized, but were being 
helped. The plan has worked out 
well in the matter of harmony. 

The junior salesmen are, of 
course, on straight salaries, so 
that their morale may not be im- 
paired, but in time it will be the 
plan to work them up to where 
they can go on a commission 
basis. 


Reasons for Success of Junior 
Salesmen 


There are many reasons, Mr. 
Thomas believes, why the young 
men have been able to accom- 
plish results where the regular 
men could not. 

Naturally the catching enthusi- 
asm of youth enters into it but 
that would not be a _ sustaining 
thing without other reasons. A 
phase of the plan that Mr. Thomas 
stresses is the fact that the new 
young man is under no necessity 
of mentioning the old, dead ac- 
count. He can inject himself into 
the picture on a fresh basis, while 
the regular man in most cases con- 
fronts whatever argument there 
is in the mind of the lost custo- 
mer. As a matter of fact, the new 
salesmen were told in no case to 
mention the inactive account un- 


less he was forced to do so by the 
prospect. Strange to say, in a large 
number—a majority—of cases, 
they were not confronted with it. 

A second reason for their suc- 
cess is the fact that they eagerly 
show everything, for none of the 
merchandise is old to them. It is 
all a fresh, new story. This is par- 
ticularly true of the lead items 
which the salesman must carry 
in his hands or pockets. He must 
always enter a room with a new 
item in his hand. 

A third reason is the fact that 
the young man has as yet devel- 
oped no bad faults—that is, bad 
faults in the eyes of the prospect. 
He is eager to improve and 
amenable to suggestion. He gives 
a full and fair trial to every sug- 
gestion made in sales meetings. 

A fourth reason is that the 
young men literally obey the rule 
to call regularly, even if it takes 
an endless time to get the first 
order. 

“You will not mind if I call on 
you regularly, even though you 
feel you are well taken care of by 
others—as I am sure you are— 
will you? New items are con- 
stantly coming in which I would 
at least like to show you.” 

Frequently the answer’ goes 
something like this, “Heck, no, 
there can be no possible objection 
to your calling, but be assured in 
advance that it won’t do you any 
good!”’ 

The young men keep breezing 
in, however, every week — every 
two weeks—and never lose heart. 
Constant dripping does wear 
away stones, and constant pres- 
entation of new stuff does eventu- 
ally get orders. 

Take this example, for instance: 
One purchasing agent said, “If you 
can save me money, naturally, 
I'll talk to you; but if you can’t, 
naturally, I won’t talk to you!” 
Scotch tape was a special item 
for that week with the young 
salesman. 

“T think,” he said, “I might save 
you money on Scotch tape.” 

“How much is it?” asked the 
buyer. 
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“In what quantities do you 
buy?” the salesman inquired. 

From the questions and answers 
it developed that the purchasing 
agent was buying in dozens, when 
he should be buying in half 
grosses. The young man got the 
order on the grounds of having 
been first to present the idea of 
saving by quantity buying, and 
with this order came _ several 
others. 

It is pertinent that this sale, 
and those who followed to this re- 
claimed customer, gave the junior 
salesman first place in the current 
sales contest,—-where points were 


offered for new customers as well 
as for sales of current seasonal 
items. The other junior ranked 
among the top few in the same 
contest. 


Slight Raise Helps 


In starting out the juniors on 
this mopping up campaign, Mr. 
Thomas saw to it that they started 
in high spirits and in high morale. 
Accordingly, they were given a 
Slight raise in salary to show them 
that this was an advance—a boost. 
Otherwise it might have seemed 
that the firm was putting a hard 
job over on them without any 
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extra encouragement. That small 
raise was a fine stimulant. 


“I cannot over-emphasize the 
fact,” says Mr. Thomas, “that in 
a program of this kind a basis of 
harmony must be carefully laid. 
The regular salesmen must be al- 
lowed to take full initiative in 
turning over inactive accounts. 
We have twenty regular salesmen 
in addition to the juniors, and 
every one of them has expressed 
in sales meetings his approval of 
the plan, frankly stating that he 
believes it to be the best thing 
to do. 


Six Imps With But a Single Thought 


A GREAT deal has been written 
about the IMPS that hound the 
salesman and tempt him into the 
byways that lead into poor busi- 
ness and failure. Of all the IMPS 
which beset the paths of the sales- 
man, there are six which stand 
out as most vicious and demoral- 
izing. 

The first of these IMPS is on the 
job bright and early, and he says 
to the salesman: “No use getting 
started before 9:30. The buyer is 
busy with his mail and won’t see 
you anyway.” 

If you listen to this first little 
IMP, he immediately upsets the 
fine resolutions which you made 
the day before when you promised 
yourself an early start and a big 
day’s business, and therefore you 
lose at least one precious hour, 
which is probably 1214 per cent of 
your working day and 12% per 
cent of the business YOU MIGHT 
HAVE HAD GOES “GLIMMER- 
ING.” 

The second little IMP is the one 
that catches you just before mid- 
day. About 11:30 he begins to tug 
and pull at your ear so that he 
can deliver his demoralizing mes- 
sage. About that time he begins 
to say: “It’s nearly lunch time 
now and anyone you call on will 
put you off just to get rid of you 
because the buyer is almost ready 
to go to lunch. Stop and have 
lunch yourself now and get an 
early start for the afternoon.” 


The Second Imp Returns 


If you obey him he will hop on 
your shoulder again just as you 
are finishing your after-lunch 
cigar, and he will say: “Don’t 
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start now because the buyers who 
are to lunch won’t be ready to see 
anyone until 2 o’clock. Some won’t 
even be back from lunch at 2 
o’clock,” and so a few more 
precious working hours are gone. 


You are just about coming out 
from under the spell of these at- 
tacks when the third little devil 
gets busy and about 3:30 or 4 
o’clock, he begins to urge on you 
that it is too late to see the buyers, 
and, if you listen to them, your 
working day is finished at 4 
o’clock, and at least another 
precious hour has been lost; so 
that instead of making from fif- 
teen to twenty-five calls, you per- 
haps have made only from eight 
to fifteen calls, and WE ALL 


KNOW THAT THE MEASURE OF 
ANY SALESMAN’S SUCCESS, IF 
OTHER THINGS ARE EQUAL, IS 
BASED UPON THE NUMBER OF 
CALLS HE CAN MAKE. 


Now, there is a fourth littie IMP, 
and his day is Saturday and he 
says: “Nobody will have time to 
listen to you today, this is a short 
day, a half-holiday, and they are 
interested only in getting through 
with their work and getting away 
from the office. You might as well 
start off home now because it is no 
use working on Saturday anyway.” 


Then, there is the fifth deadly 
little IMP who tempts you to drop 
into a picture show or go to a ball 
game and relax; and, you know, if 
you once get into a picture show 
or go to a ball game, it will mean 
a couple of hours, and more of 
your precious time is lost. 


The Rainy Day Imp 

Finally, there is the sixth little 
IMP that comes around only on 
rainy days, and says: “You will 
get your clothes all wet, or you 
will catch cold, and this is not the 
day to call on buyers.” As a mat- 
ter of fact, this is the best time to 
call on buyers, for, as a rule, they 
stay in their offices, as there is no 
golf or other sport to tempt them 
out, and women particularly will 
not go shopping on these days. 

In_ selling, EVERY MINUTE 
COUNTS, so make the best of your 
opportunities by getting an early 
start, taking only a moderate 
luncheon period and call on as 
many prospects as possible. Don’t 
let the six “LITTLE IMPS” of 
temptation steer you into the 
course of unhappiness and failure. 
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OR many firms the cost of sell- 
ing through salesmen is higher 
than it should be. In some cases, 
this cost is too high for the simple 
reason that the firm has a max- 
imum which it considers should 
apply to the earnings of a sales- 
man. 

I have had the experience of 
being forced to overcome a great 
deal of opposition to paying a 
given salesman all he has earned 
in a month. The head of the firm 
would insist that there must be 
something wrong, because the 
man had earned more than a 
salesman should. The fact that 
he actually had earned it—that 
he had done so by working harder 
than usual, and by applying bet- 
ter salesmanship than he may 
have applied in the past —was 
more or less ignored. What did 
stand out was that the man had 
earned more than it was expected 
any man could earn on the com- 
mission basis that was in force. 

When a firm takes this attitude, 
the salesman just naturally has to 
keep his sales down to the max- 
.imum that has been set. If he is 
able to sell more than _ this 
amount, he will have to sell it for 
somebody else in order to keep 
everybody happy. Therefore, any 
firm that hesitates—that does not 
enthuse over paying a salesman 
a larger pay check than it has 
been thought possible for any man 
to earn, just naturally increases 
its cost of selling. 

The best salesmen will not work 
for such a company. They can 
earn more than it wants to pay. 
If they do earn more, it is only 
a matter of time before the com- 
mission rate will be reduced. The 
only men who will stay on the 
job are those who could not earn 
any more if they tried. So, every- 
body is happy but the net profits 
are not as high as they should be. 


Commissions on Gross Margin 
Instead of Per Cent Selling 
Price 


In any kind of selling where 
there is a price competition — 
and in office outfitting there is 
likely to be plenty of this — it has 
been found, by experience, that 


Putting the "Reverse English" 
on Salesmanship Discussions, 
Here We Have Suggestions 
for Cost Reduction and In- 
creasing Sales by First Improv- 
ing the Methods of the Pro- 
prietors and Sales Managers 
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basing the commission on the sell- 
ing price is not as satisfactory as 
basing it on the gross. A sales- 
man who is paid a share of the 
gross margin, rather than a per- 
centage of the selling price, just 
naturally wants to get the stand- 
ard price for what he sells. His 
commissions go down too fast 
when prices are cut, and the gross 
margin on the sale is thus reduced 
at a greater rate than the selling 
price. Therefore, he develops his 
sales ability rather than his abil- 
ity to persuade his employer to 
meet the cut of some competitor. 

One of the great advantages of 
the gross margin basis is that one 
then knows there is still some 
net, regardless of how much the 
salesman earns. If, however, com- 
peting prices are met and be- 
cause of this the salesman has a 
large volume but he is paid a per- 
centage of the selling price, he 
has not actually earned all he is 
paid. Under such conditions, the 
employer has good grounds for 
questioning any large commission 
earnings of any salesmen. A de- 
tailed study of the work a man 
has done may reveal that he is 
being paid a great deal more than 
he is worth. If the commission 
basis is such that some net is 
assured on any sale, or if there 
is no net the salesman must make 
up the loss out of future or past 
sales, the salesman is not going 
to be paid more than he is worth. 


The method of paying the sales- 
man must always be one which 


Lowering Selling Costs Through 
Sales Management 


makes it certain that the employer 
is making a profit on the work 
the salesmen are doing. If he is 
fully confident that he is, then 
no reasonable employer will have 
any objections to paying a sales- 
man all he can possibly earn. As 
a matter of fact, under such con- 
ditions, the more the salesman 
earns, the happier is the em- 
ployer. It has been my experi- 
ence that the objection to pay- 
ing more than a certain maximum 
to any salesman has been due to 
lack of confidence in the commis- 
sion system that has been adopted. 
However, just why such employ- 
ers can figure that they are not 
losing when they divide a certain 
amount of money between several 
men rather than paying it all to 
one, is difficult to understand. 
Any commission basis that is 
adopted should be one which the 
employer knows protects him, 
which assures him a net profit on 
the sales each salesman makes. 

Establishing a sound basis on 
which the salesmen are paid, 
therefore, is the first constructive 
step in the direction of lowering 
the cost of selling. If that is not 
right, if there is any lack of con- 
fidence in it, if there is the slight- 
est suspicion that a clever sales- 
man can draw more money than 
he actually earns, there is little 
use in taking any further steps to 
cut sales costs. The very fact that 
there is a lack of the fullest con- 
fidence and good will between the 
salesmen and the employer will 
defeat all other steps. 


Salesmen Need to Be Sold 
Their Jobs 


Once the first step has been 
taken correctly, the next is selling 
to the salesmen. They have to 
be sold their jobs. That is, they 
have to be sold the idea that they 
are working for the best firm in 
the field—that it would be a mis- 
take for them to change to any 
other concern. This idea has to 
be sold to them continuously. 

Too often, the employer of sales- 
men loses sight of the fact that 
the average person who sells is a 
lot like a storage battery. All day 
he is discharging. There is a con- 
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stant drain upon his enthusiasm 
as he calls on customers and pros- 
pective customers and tries to 
close sales. If there is no recharg- 
ing, the time comes when the 
salesman has no enthusiasm left. 
He is completely run down. There 
are some salesmen, of course, who 
are self starting. They are able to 
maintain their enthusiasm with- 
out any outside assistance. Such 
men, however, are the exception 
rather than the rule. 

“You have to keep selling your 
product to your salesmen,” one 
very successful sales manager told 
me, “or you cannot expect your 
salesmen to keep on making sales. 
They are out talking to customers 
and to prospects all the time. 
They are meeting opposition. 
They are hearing all the reasons 
why the customer or prospect 
should not buy. You have to keep 
digging up new arguments, new 
reasons why prospects and cus- 
tomers should buy, and you have 
to keep feeding these to the sales- 
men.” 

This man, who employs seven 
salesmen, stated that he had no 
turnover among his salesmen. He 
said that when he hired a man 
this man stayed with him. He 
only hired men he was certain 
would be able to make a good liv- 
ing, and then he saw to it that 
they did make a living. You have 
to watch how they work, you have 
to direct them, you have to help 
them was his idea of getting the 
most out of salesmen. 


I have found these ideas to be 
common to all firms which are 
getting the most from their sales- 
men—who are keeping selling 
costs down to the minimum. The 
head of the concern goes over the 
prospects with his salesmen. He 
suggests how to close the sale, in 
the case of those with which the 
salesman is having difficulties. 
He goes out of his way to help his 
salesmen make more money, and 
especially to make more money 
than they could working for any- 
body else. 

This policy results in a loyalty 
on the part of the salesman which 
cannot be gained in any other 
manner. There is nothing that 
touches the heart more than more 
money in the pay envelope, and 
money which would not be there 
if the boss had not shown one 
just how to earn it. 

Where the sales force is not 
too large, I find that the employ- 
ers of salesmen who are getting 
the best results—who may have 
been able to increase sales volume 
right through the depression— 
make it a practice to talk over 
with their salesmen the results 
of the calls on each and every 
customer or prospect of any im- 
portance. If the customer has not 
bought something which it seems 
to the employer he should have 
bought, this is taken up with the 
salesman. The reason is learned. 
In a good many cases a way is 
found to have those items in- 
cluded in the next sales. 
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Of course, there is another way 
in which an employer can go over 
calls with salesmen. It is the fault 
finding way. The employer is able 
to find something wrong in every 
case. But this system does not 
get very good results. Instead of 
the salesman doing better work, 
he is likely to do poorer work. 
The employer is helping to dis- 
charge him, to lower his enthu- 
siasm rather than to increase it. 


The lowest selling costs result 
when the employer goes over the 
calls with his salesmen in a help- 
ful manner, when he shows the 
salesman how to increase the size 
of each sale, digs up new sales 
arguments for him, suggests some 
new form of approach, or perhaps 
puts in a good word for the sales- 
man where it will do the most 
good. 


There are lots of ways an em- 
ployer can help his salesmen in- 
crease their sales. They all start 
from the desire to help the sales- 
man sell more, toward the end 
that he will earn enough money 
so he will be satisfied with his 
job; toward the end that the 
sales volume of the firm will reach 
the maximum; toward the end 
that each salesman can be made 
so productive that the total cost 
of selling comes down. 


If you keep the salesman fully 
charged all the time, the results 
are just as satisfactory as an auto- 
mobile battery which you keep 
fully charged all the time. 





SERVICE RECORDS AND COL- 
LECTION SYSTEM DEVISED 
BY TYPEWRITER DEALER 


(Continued from page 17) 


given day and know how much 
business was done by the shop, 
and what it cost.” 

Another general policy which 
has done much to improve con- 
ditions for the Central Typewriter 
Company is the revision of its 
collection system. It helps to “pin 
the customer down” on when he 
is to pay, Mr. Walker explained. 

The firm uses a series of three 
due cards, measuring 31x64 
inches, which are mailed in win- 
dow envelopes. (See illustrations.) 
The first card, with the heading, 
“Please Remit to Central Type- 
writer Company,” merely states 
the amount of payment and date 
due. The second is identical to 
the first, with the exception that 
“Second Notice” is printed in large 
letters in the upper left corner, 


and the listing reads, “Past Due 
Payment,” instead of “Amount of 
Payment Due.” The first two 
cards are printed in black on buff 
stock. The third card is marked 
in the upper left corner, “Final 
Notice,” and is printed in red on 
white. 

It reads: “Unless we receive the 
past due payment of ——————_—_ 
by ————————- we shall presume 
that you do not wish to fulfill 
your contract. Please expect im- 
mediate action for repossession. 
After action is begun, a service 
charge of $1.00 will be made to 
reinstate the account, provided 
reinstatement is made within 10 
days from above date of action.” 
It is sent by registered mail. 

But it is the way these cards 
are supported with telephoned 
collection messages that makes 
them effective, Mr. Walker re- 
ported. When telephone calls are 


made, the customer is asked to set 
a definite date for payment; this 
is insisted upon. Then if he fails 
to pay, the second call is made; 
he is reminded that he didn’t 
come in, and is again asked to set 
a date for payment. 

The first call is made shortly 
after the first notice is mailed. 
All calls are timed to come shortly 
after the notices, so that the store 
has a double chance of ren.inding 
the customer of his obligation. 

Finally, Mr. Walker points to 
the sales change which has proved 
very beneficial to his store during 
the past twelve months. This 
came when Central Typewriter 
added other lines of office equip- 
ment and supplies to the typewrit- 
ers and business machines it was 
selling. Filing supplies and steel 
cabinets, owing partly to the fact 
that the store has developed a 
good drop in trade, have dove- 
tailed nicely with other sales. 
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Furniture Volume Steps Up as 
Market Becomes More Receptive 


F URNITURE prospects are be- 
coming furniture buyers! The re- 
straint involuntarily laid upon the 
consumer by recessive business 
conditions has begun to ease up. 
The “getting along with what we 
have” period has slipped into the 
background and office furniture is 
again receiving the attention of 
the business public, with resultant 
profit to the office equipment 
dealer. 

Alert distributors, responsive to 
the market impulse, are pushing 
their furntiure lines aggressively. 
The methods used to capitalize on 
the reecptivity of buyers vary 
widely. Some dealers merely in- 
crease the number of sales calls. 
Others have created mailing 
pieces, ranging from simple an- 
nouncements of office furniture 
lines handled to elaborate booklets 
picturing installations already 
made. 

Model offices are proving the 
impresison value of ensemble pre- 
sentation. A variation adopted by 
one dealer is a guest room, well 
appointed and furnished, where 
a customer may be at his ease 
while considering purchases other 
than office furniture. The subtle 
influence of his surroundings de- 
velop the urge to buy through 
mute suggestion. 

Completely equipping their own 
business offices with furniture 


from the lines handled has proved 


Increasing Buyer Interest Ob- 
served by Dealers in Various 
Parts of the Country. Better 


Grades Purchased. 
ments in Designing for Ap- 


Improve- 


pearance and Utility Capture 
Consumer Attention and 
Awaken Desire to Own 


a profitable venture for some 
dealers. They find that no sales 
argument is more convincing than 
the simple statement, “We use this 
type of furniture ourselves.” 

To these sales approaches there 
has been a good response, auger- 
ing well for future furniture busi- 
ness. The loosened purse strings 
of private business organizations 
and governmental agencies point 
to opportunities for dealers to re- 
place obsolete and inefficient fur- 
niture with today’s adequate offer- 
ings. 

The potentiality of the market 
is practically unlimited. A large 
proportion of the furniture now 
in service is outmoded and lacks 
the refinements of modern equip- 
ment. It is ready to be trade-out. 
And its owners, for the most part, 
are in the mood to buy. 


In the favorable circumstances 
of buyer receptivity resides a gen- 
uine opportunity to sell up. Users 
are evincing interest in the better 
grades. Inquiries are not just for 
a desk, or chair, or filing cabinet; 
requests are specific, including ref- 
erence to fine quality and im- 
proved design. And for every ex- 
pressed inquiry there are many 
potentially interested prospects 
silently, and perhaps even uncon- 
sciously awaiting the approach of 
the informed and _ enthusiastic 
furniture salesman. Skillful pre- 
sentation of the finer pieces, with 
an appeal to the pride of posses- 
sion which springs from ownership 
of the better grade, often will lead 
to sale of the higher priced equip- 
ment. 

An influential factor in the sell- 
ing up process is the design of 
today’s furniture lines. The artis- 
try expressed in the modern desk 
is particularly appealing. The 
“center of the pedestal” support, 
for example, gives to desks in both 
wood and steel, a symmetric and 
balanced appearance. Consumer 
interest in this one feature is 
widespread. 

Similarly other lines, such as 
chairs, tables and files have been 
touched by the artist-designer’s 
genius and are presented in ar- 
resting patterns. Streamlined to 
fit the decorative trend of the 
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times, office furniture has become 
a more saleable commodity, par- 
ticularly in the better grades. 
Perhaps no _ better evidence 
could be presented concerning the 
upswing in the retail office furni- 
ture business than the recent in- 
stallations pictured below and on 
the four following pages. Geo- 
graphically, several different parts 
of the country are represented. 
From the standpoint of types of 
furniture, both stock lines and 


custom built equipment are in- 
cluded. Steel and wood lines share 
in the market’s impulse. 

The dealers involved did not 
secure the orders by waiting for 
the business to come to them. By 
being everlastingly on the job; by 
working hard at the task of train- 
ing themselves and their sales- 
men; by searching out and ana- 
lysing the furniture needs of 
prospects; by exhibiting a genuine 
interest in the prospect’s equip- 
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ment problems and the solution 
of them to the advantage of the 
prospect; by these means, plus 
intensive cultivation through vari- 
ous forms of advertising, the busi- 
ness was obtained. 

Furniture needs exist wherever 
business is conducted. Transform- 
ing the needs into installations 
requires the release of directed 
sales energy, sincere striving for 
transactions equally satisfactory 
to customer and dealer. 


“The Smell of Sawdust” 


NOTE.—The accompanying com- 
ment was taken from a leaflet dis- 
tributed by The Sikes Company. 
Its text is a reprint of an editorial 
originally presented in the New 
York Times. Readers will find it 
interesting and informative. 


, 

OT so many years ago it 
began to look as though wood were 
going out of style, except as used 
in trees. Some one even suggested 
that artificial trees might do bet- 
ter in Central Park than the real 
ones. This was before Robert 
Moses became Park Commissioner. 
Architects designed metal and 
concrete houses, with composition 
walls. One or two of them made 
steel interiors, which reflected the 
light and were quite pretty. They 
bent glass around corners and 
whooped with pleasure. The popu- 
lace stared and said that this was 
indeed progress. They were right, 





of course. Steel, concrete, stucco 
and various kinds of plastics have 
come to stay, and their manufac- 
turers need not be concerned 
about the future. 

“But many of us, liking the smell 
of sawdust, the touch of woody 
surfaces, and the whang of car- 
penters’ hammers, hoped wood 
might not become wholly obsolete. 
We are now reassured. Science has 
tackled the timber business. Here- 
tofore there has been inadequate 
knowledge of the strength of wood. 
L. J. Markwardt, senior engineer 
of the Forest Products Laboratory 
at Madison, Wis., reported the 
other day that engineers and 
builders have often erred as much 
as 50 per cent in calculating the 
strains and stresses wooden struc- 
tures would stand—that is, to be 
safe they had used twice as much 
material as safety required. Mr. 
Markwardt has worked out equa- 
tions for more accurate calcula- 


tions, and at the same time lumber 
itself is being more accurately 
graded. 

“The result may be, as a report 
of Mr. Markwardt’s address at a 
conference held at Cambridge, 
Mass., states, that lumber will have 
‘a new lease of life in its com- 
petition with concrete, steel and 
other building materials.’ This is 
the kind of competition that really 
is the life of trade. No one wants 
a use of lumber so widespread that 
it will demolish our remaining 
timber reserves. But wood is en- 
deared to man by age-old habit. It 
is an old friend that we wouldn’t 
like to see turned into a museum 
relic. May the pleasant texture 
and patterns of oak and knotty 
pine, of maple and walnut, of red- 
wood and cedar, long please the 
hands and eyes and the sensitive 
noses of those who love them. Let 
Mr. Markwardt’s equations do 
their stuff.” 





AUTOMATIC MACHINE POSTING LEDGER TRAYS IN SERVICE.—Over 300 short depth trays are 
pictured here in the offices of the Western Auto Supply Company. Kansas City. Mo. The installa- 
tion was made by the Wenze! Office Equipment Company, local representatives of the Automatic 
File & Index Company. All of the trays are in active daily use and constitute what is probably 
one of the largest single commercial installations of a single size equipment of this kind in the 


country. The savings of housing space in having the expanding and 


compressing mechanism 


concealed in the base of the unit with the resultant lighter weight and increased portability were 
prime factors in the selection and subsequent standardization of these units. 
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J. ANDREW SMITH MAKES BIG 
FURNITURE INSTALLATION 


What has been considered one 
of the most elaborate and modern 
installations of business equip- 
ment made in the South within 
recent years was recently com- 
pleted by J. Andrew Smith Com- 
pany of San Antonio, Texas, in 
equipping the new home of the 
San Antonio Building and Loan 
Association of that city. 

The desks are Shelbyville No. 38 
series, flush panel modern type of 
genuine walnut with linoleum tops 
and marbleized rubber pontoon 
bases. 

These desks are regular stock 
items fitting the requirements and 
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harmonizing in appearance so well 
that it was unnecessary to pro- 
vide specifications and build to 
order. 

Chairs are by W. H. Gunlock 
Chair Company and are solid wal- 
nut, genuine walnut and patented 
curved posture backs. All chairs 
are equipped with special leather 
rolls at back to protect walnut 
Flexwood paneling. 

There are three specially de- 
signed setees for the lobby, al- 
though only one shows in the 
photo of the public relations de- 
partment. Browne-Morse ‘“Mod- 
ern America” two-drawer filing 
cabinets of walnut grained finish 
with linoleum tops are to be found 
throughout the offices. 


ALL-STEEL-EQUIPPED.—The Chicago Teach- 
ers College is proud of its business office 
which has just been newly equipped, refur- 
nished and redecorated. The illustration shows 
the newly designed counter-high cabinets 
which are of the deluxe style with panel 
backs, fluted moldings, designed and made 
by the All-Steel-Equip Company of Aurora. 
Ill. One problem that is difficult to handle 
in school offices is the quick distribution of 
teachers’ mail. Here you will notice in the 
counter. one of two distributing racks (the 
other is at the right end of the counter, a 
spot missed by the photographer) in which 
all correspondence, instructions, and letters 
can be sorted and racked. On the opposite 
side, or the customers’ side of the counter, 
are separate drawers, each with an individual 
lock for each teacher in the school. This 
problem was solved by L. G. Taylor, Chicago 


* district manager of the All-Steel-Equip Com- 


any. The special counter sections were 
ocated at definite places. such as knee 
spaces, double-door storage cabinets, letter 
files, students’ grade card files. etc. The 
All-Steel-Equip line of counter equipment is 
available in various combinations to meet 
practically any office requirement. 


Nagel-Chase “Ash-away” mod- 
ernized smokers are generously 
placed in convenient locations. 

The building is considered the 
most modern of its kind in the 
South. Special features include 
genuine walnut Flexwood panel- 
ling throughout, marbleized floors, 
glass brick to permit penetration 
of natural daylight and aluminum 
Venetian blinds. All metal trim 
is solid brushed aluminum, while 
the rail tops and baseboards are 
of black Cafolite. The building 
is completely air conditioned 
throughout. It is located on the 
banks of the San Antonio which 
winds through the heart of the 
business district of the city —BCR 


SHELBYVILLE DESKS INSTALLED BY J]. ANDREW SMITH COMPANY. SAN ANTONIO, TEX. 


The furniture is shown in place in the offices of the San Antonio 
Building and Loan Association. Top left: Real Estate department. Top 
Top right: Accounting department. 


center: Public Relations department. 


Bottom left: Private office of vice-president L. R. Carey. Bottom right: 
Private office of president W. W. McAllister. Observe the appearance 
harmony between the furniture and the wall and ceiling treatment. 





Custom Built Lquipment Newly Placed 





JASPER OFFICE FURNITURE, B. L. MARBLE CHAIRS AND GLOBE-WERNICKE FILES IN 


The Globe Furniture & Stationery Company, Chicago, handled this 
extensive installation. Thirty desks and tables were involved, all 
built of solid Cuban mahogany. The tops on all the tables are of 
fiddle back figured mahogany. Lacquer coverings were rubbed to a 
piano case finish. Quality was the essence of the equipment. All 
the furniture was made to architects’ specifications, and shipped set 
up. At the top left is the record room containing carded information of 
all the current and historical records in the Archives building. The files 
contain 1596 drawers 3 x 5 and are finished in blonde maple herringbone 
matched. They were produced to order by The Globe-Wernicke Co. 
The lights are Leone Lumiline. At the top right 

is a conference room equipped with Jasper 
tables and a lectern, and B. L. Marble chairs. At 
the bottom left is the first floor public reference 
room. Each of the tables is specially built of 
genuine mahogany and measure 12 feet 6 
inches long by 4 feet 6 inches wide. The tops 


BANKING QUARTERS DRESSED UP BY 
GLOBE-WERNICKE.—This interesting installa- 
tion of special banking equipment was built 
and installed by The Globe-Wernicke Co. at 
The Oakley Building & Loan Company, Cin- 
cinnati, Ohio. The public side of the counter 
is comprised of steel panels, low rail . and 
gates in grained walnut finish. The counter 
screen of plate glass with polished edges has 
brushed bronze wickets and trim. The work- 
ing side is provided with cash drawers and 
other devices for the convenience of the 
attendants. Entire installation is constructed 
on the unit principle and can be taken down 
and reassembled in another location if desired. 














ARCHIVES BUILDING, SPRINGFIELD. ILL. 


slope four ways for convenient use of reference material. B. L. Marble 
chairs complete the equipment. At the bottom right is the private office 
of Miss Margaret C. Norton, superintendent of the Archives Division. 
It is a good example of Chippendale furniture in an attractive setting. 
In the reception room of the Archives building (not illustrated) is desk 
built especially by the Jasper Office Furniture Company for the custo- 
dian’s use. Instead of the usual drawers in the pedestais, one side is 
equipped with an umbrella rack and the other pay a package com- 
partment. The settee in the room was ize with the 
general decorative motif and was made by The B° A “Marble Chair Co. 















































Right.—A section of the officers quar- 
ters of the Hillcrest State bank of Dallas, 
Texas, wherein a selection of Sikes fur- 
niture created a smart, modern interior 
in keeping with the balance of the in- 
stitution. Translucent glass bricks in 
place of ordinary windows added an- 
other touch of attractiveness. The in- 
stallation was made by Emile Louis and 
Howard Hayden of the Dorsey Company. 











GENERAL FIREPROOFING EQUIPMENT THROUGHOUT A 
SCHOOL.—Shown here are three views of the interior of 
the Raymond Riordon school, located at Highland, Ulster 
County, New York. The youngsters attending this educa- 
tional center make full use of their General Fireproofing 
Company steel equipment as shown in the photographs. 
(Top left) Upper school room. (Upper right) The reading 
clinic. (Lower left) Upper school room. It will be noticed 
that GF steel desks and chairs are standard equipment 
throughout. 


POSTURE FOR THE PHONE GIRLS.— 
Recognition of the vital factor of correct 
posture for those whose work keeps 
them sitting continuously had led The 
Sikes Company to develop a special 
posture chair for the use of telephone 
operators in the Rochester Telephone 
Company, Rochester, N. Y. The chairs, 
350 of which were installed by the Zim- 
merli Business Furniture Corporation, 
Rochester, have all the necessary ad- 
justments to fit them properly to the 
individual user. 
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Installations Exemplifying the Modern Trend 





RECENT INSTALLATION OF LEOPOLD FURNI- 
TURE IN THE UNIVERSITY OF MINNESOTA.— 
This handsome equipment was installed in the 
University’s New Forestry building, State Farm 
school at St. Paul, Minn., by the Miller-Davis 
Company, Minneapolis. (Top left) Walnut stream- 
lined desks and tables of the Leopold Company 
flanked by specially-designed walnut bookcases. 
(Top right) A fine streamlined table of walnut 
with chairs to match in another part of the 
school. (Lower right) Another streamlined wal- 
nut table installed in the directors room of the 
Farm Credit Administration, Omaha, Nebr., by 
Orchard & Wilhelm Company, Omaha representa- 
tives of the Leopold Company. 


AT RIGHT.—The customers side of the 
Kanawha (W. Va.) county offices which 
were recently fully equipped with prod- 
ucts of the Shaw-Walker Company. De 
luxe walnut panelling and bronze wickets 
are the special features of the office. 














AT LEFT.—The business side of the 
same office. Nine Fire Cross files 
and two counter safes house records 
valued at $2,500,000. Shaw-Walker 
cupboards and ordinary files com- 
plete the installation which was made 
by B. Stanley Gill, Charleston, W. Va. 
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George Washington and Abra- 
ham Lincoln —to whom our 
thoughts turn naturally in Feb- 
ruary, their birth month—ex- 


emplify the authentic pattern 


of American life ..... 








. . May con- 
templation of the precepts 
they so effectively practiced 
stimulate our own zeal to safe- 
guard the values inherent in 


the American system. 


Drawing by Mr. Ray Dreher 


EDITORIAL 


What Makes a "Profitable Line’ 


@¢ REFERENCE is frequently made in the 
trade to the effect that successful dealers are 
getting behind the “profitable lines.” 

What is it, we may ask, that makes a line 
profitable? Is it the manufacturer’s generous 
discount? Is it a franchise for exclusive distri- 
bution in the territory? Is it due to the prefer- 
ence caused by extensive national advertising? 
Is it the demand created by good quality, econ- 
omy, and satisfactory performance of the prod- 
uct? Is it “dealer helps,” and all these things 
over which the manufacturer exercises direct 
control? 

Of course, they are important factors,—posi- 
tive ones. But if the conditions of resale—over 
which the dealer has control—are operating as 
a negative influence, many lines may not be 
given a fair chance and therefore be considered 
unprofitable. 

For instance, there are lines handled by some 
merchants merely as “accommodation items,” 
because in competing for business they have cut 
the prices ‘“‘to the bone.” There are others which 
are profitless because they are used as “door 
openers,” or “foot balls” to attract trade. Then, 
there are the large volume orders which bring 
little or no profit because of the close bidding 
among competitors eager for the business at 
almost any price. 

Besides unfavorable conditions of sale, the 
dealer’s selling costs may be too high. Pertinent 
suggestions on this factor are given elsewhere 
in this number, in the article entitled, “Lowering 
Selling Costs Through Sales Management.” 

Upon considering all factors, it would seem 
that “profitable” merchandise is that which is 
offered at a discount sufficient to give a reason- 


able margin to the sound merchant, and on 
which there is an opportunity for intelligent 
selling. 
i ib dlapahcnimitiaate 
The Coming District Meetings 

& NEXT month the National Stationers As- 
sociation starts its annual series of District 
Meetings. These spirited get-togethers have be- 
come notable for their value. The discussions 
are always helpful toward solving problems. 
The meetings offer inspiration and enthusiasm. 
Every member should plan to attend his District 
Meeting. Dates are listed on page 115. 


—>->————. 


Jobs for Men Over Forty 
© THE “Forty Plus” movement continues to 
grow and receive attention in the Press. 

It has an interesting development in the clubs 
organized in different cities. A group recently 
formed in Chicago is composed of men who have 
earned from $4,000 to $14,000 a year. All are 
capable of holding down another good post. 

The Men Over 40 Club also has associate mem- 
bers who are executives now in responsible posi- 
tions, but willing to devote an hour a week to 
looking for employment for others of 40 and 
over. The full members are spending two days 
a week trying to find openings for each other. 
It’s easier for a man to sell an idea or another 
man than himself. 

Numerous employers, too, have interested 
themselves in the employment problem of those 
over 40. In Printers’ Ink for December 1, Frank 
Marti, president of F. Marti & Co., Inc., tells of 
his firm’s policy favoring older men. “The cry 
for younger men leaves us the pick of the ex- 
perience market,” he said. f 

It is not only in our country that the problem 
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is receiving consideration. In the December Of- 
fice Equipment Industry, of London, Mr. F. 
Addington Symonds, general editor The Gregg 
Publishing Company, Ltd., London, ably dis- 
cussed it from the employer’s angle. Said Mr. 
Symonds, “The years from 40 to 55 or even 60 


HERE AND THERE 


C. L. MANN ON YEAR'S 
FURLOUGH 

Clinton L. Mann, for more than 
twenty-six years with the A. B. Dick 
Company, will set out toward the 
middle of the month for lower Cali- 
fornia. 

Last August, Mr. Mann went to 
the Passavant hospital, Chicago, for 
treatment for failing vision which 
necessitated several operations on 
the eyes and kept him a patient 
there until the end of December. 
Gradual improvements during the 
past three months encourage hope 
for restoration of full vision, now 
considerably limited. Mr. Mann an- 
ticipates the benefits to accrue from 
his year's furlough with gratefulaess. 
Choice of location will be deter- 
mined after arrival on the coast. 

Mr. Mann started with the A. B. 
Dick Company in 1912, as special 
sales representative in Minneapolis. 
When the direct factory branch was 
opened there in 1927, he was made 
manager. In 1930, he was promoted 
to manager of the company's branch 
in Cleveland. In 1936, he was 
brought to Chicago as manager of 
the Chicago city branch, a post he 
still holds. 

Mr. Mann's friends throughout the 
country will rejoice with him over 
his improved condition and join him 
in the hope that his full vision will 
soon be restored. 


HARRY BUSE IS 65 YEARS YOUNG 

Harry W. Buse, whom old timers 
will remember as once prominent in 
the typewriter field in Philadelphia 
which he left to enter the insurance 
business, is sixty-five years old this 
month. And is getting younger every 
day. 

Harry, former mayor of Ridley 
Park, and at present the town's tax 
collector, now graces the Penn Mu 
tual Life Insurance Company with 
his presence, but keeps touch with 
the progress of the office equipment 
industry through perusal of O. A. 

On January 21 he spoke before 
the clerical school of the United 
States Marine Corps at League 
Island Navy Yard, Philadelphia, and 
told them some of the experiences 
of yesteryears, a lecture he has 





broadcasted over |50 times, making 
his net total 382. On February 23 he 
will speak from Harrisburg on ‘What 
Fools We Mortals Be", a safety traf- 
fic talk, as a member of the gov- 
ernor's highway safety council. 

And so old friends will know that 
Harry reaches within a few years 
of the allotted three-score-and-ten, 
active as ever, ambitious as ever 
and with a kindly eye on the well 
being of his fellow men on the na 
tion's highway. 





GARVIN IN CARICATURE 
We knew it was going to happen 
some day, and now it has! Our old 
and esteemed friend, Charlie Gar- 
vin, of NSA fame, has appeared in 
caricature. 
Charlie, a ‘'natural" for the clever 
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CHARLIE GARVIN?—You're right! It's 

Charlie seen through the eyes of Car- 

toonist Ralph Patterson of the Wash- 
ington Herald. 


pen and cartooning spirit of Ralph 
Patterson of the Washington Herald, 
took his bow before Washington 
public in ‘Who's Who in Washing- 
ton" in the January |3 (Friday) issue 
of that newspaper. And Washington 
citizenry learned things about him 
we've known all along. That he plays 
the violin as well as the piano. That 
his office is a "near-museum". That 
he nurses a big potted plant and 
writes poetry in his spare moments. 

And more, Herald readers were 
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are producing nowadays a new class of man, the 
man who retains the youthful gift of the open 
mind while adding to it the mature riches of a 
life spent in the acquisition and testing of 
knowledge. Life being longer, he ‘stays young’ 
longer, and his value is increased accordingly.” 


told that his home-to-office stroll is 
a familiar sight in Washington. That 
he softened his Boston accent by a 
long stay in Texas where he married 
a Lone Star state girl. That he 
prefers to call himself the Angel 
Gabriel of Industry and says: "Give 
me the tough kids—I speak their 
language." 


FORTY PLUS IN OPERATION 

Henry Simler, president of the 
American Writing Machine Com- 
pany and staunch advocate of the 
Forty Plus movement, writes, ‘We 
believe in practicing Forty Plus,” 
and offers as evidence the em- 
ployees’ service record of his com- 
pany. That revealing document, 
dated December 31, 1938, lists the 
names of American Writing Ma- 
chine Company employees in the 
order of length of service. One em- 
ployee is in the forty-five to fifty 
years bracket; one in the thirty-five 
to forty years group; three, thirty 
to thirty-five years; three, twenty- 
five to thirty; three, twenty to 
tweny-five; eleven, fifteen to twenty; 
thirty-three, ten to fifteen, and 
forty-four, five to ten years. 

A precept put into practice is a 
convincing argument. Mr. Simler 
and the American Writing Machine 
Company are to be complimented 
upon adherence to a policy which 
recognizes the value of the contribu- 
tions made by the employee in the 
Forty Plus class. 








BOSS CELEBRATES 25TH YEAR SO 
EMPLOYES GET $100 EACH 
When the 120 employes of the 

National Office Supply Company, 

Waukegan, Ill., got to work one day 

last month they found 120 envel- 

opes waiting for them with a $100 
bill in each. 

An hour or so later George W. 
Morris, president of the company, 
which is at 650 Genesee street in 
the Jack Benny town, dropped in and 
told his staff that he had selected 
that method of celebrating his twen- 
ty-fifth anniversary with the firm. 
He said he couldn't "think of a better 
way. 

"Gosh," goshed the employes, 


neither can we!" 
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M. J. Murphy Will Celebrate 
88th Birthday February 22 


Fete Will Mark His 67th Year as President of the 
Murphy Chair Company—Selections from His 
Poetic Writing Published by Grandsons 


(Portrait on Frontispiece) 


to country over flags will fly when M. J. Murphy, 
president of the Murphy Chair Company, Owens- 
boro, Ky., celebrates his next birthday. He shares his 
natal day with George Washington. On February 22, 
he will have reached the age of eighty-eight years. 

As a young man of twenty-one, Mr. Murphy founded 
a little chair manufacturing company in Detroit, 
Mich. He gave the firm his name and assumed the 
presidency. For sixty-seven years he has held that 
office and is still actively engaged in directing the 
affairs of his company. Probably no executive in the 
industry has held any office for an equal length of 
time. The record appears to be unique. 

When Mr. Murphy first opened the plant in De- 
troit, he selected a site in a wooded section at a point 
described in those days as far out from the business 
center of the city. Today the district is one of the 
most centrally located manufacturing sections in De- 
troit, just one mile from the Ford plant at Highland 
Park. 

The Murphy business grew rapidly. The Detroit 
plant was enlarged periodically until just prior to 
1919, when the manufacturing activities were trans- 
ferred to Owensboro, it was considered one of the 
largest exclusive chair factories in operation then. 

In Owensboro better labor conditions were encoun- 
tered, raw materials were close at hand, and coal to 
feed the factory’s fires was abundantly available in 
the local area. For twenty years the plant has been 
operated successfully in its “Kentucky home.” 


In odd moments during his long career, when busi- 
ness affairs were not too pressing, Mr. Murphy found 
time to indulge in a pleasant avocation. Out of his 
kindly nature and gentle philosophy of life he drew 
bits of verse. With characteristic modesty he resisted 
the urgings of friends and members of his family to 
publish his poems. 

But his grandsons, Gleeson Murphy, Jr., and Stephen 
J. Murphy, were not to be denied. Secretly they 
assembled their grandfather’s writings and had pri- 
vately printed a slender, leather covered volume en- 
titled “A Book of Poems.” Under a portrait of Mr. 
Murphy on page 2 are Carlyle’s apt words, “He that 
works and DOES some poem ... is worthy of the 
name poet.” 

For the most part the poems refer to incidents in 
Mr. Murphy’s life. One, recalling a birthday party in 
1928, contains the following inspirational quatrain: 

“To have happiness, and friends, and health 

When years are added one by one; 
No joy comprised of only worldly wealth 
Compares with good work done and approba- 
tion won.” 

Perhaps no poem in the group more adequately 
expresses Mr. Murphy’s philosophy than one entitled, 
“My Prayer.” It reads: 

“Lord, give me strength to stand alone. 

Sustained; at length let me atone. 

Place all on me the burden’s grave 

And from their weight all others save. 

Give balm to those whom I have stressed, 
Bring calm to hearts I would see blessed. 
Howe’er it pain, teach me to see 

Somewhere there’s gain, give strength to me.” 

Our birthday toast is, “To M. J. Murphy, gentleman. 
May his kindly spirit carry on forever.” 


OFFICE APPLIANCES 


The Guest Book 


R. L. Smith, manufacturer’s representative with 
headquarters in San Francisco, gave us the pleasure 
of a call on January 6 and inscribed his name in the 
Guest Book. Mr. Smith had spent a week in Chicago 
and was yearning to return to the Pacific Coast and 
get on the job again. He covers the states of Wash- 
ington, Oregon, California, Nevada and Arizona for 
the G. J. Aigner company, George B. Graff company 
and Hotchkiss Sales company and the Sun Rubber 
company. While in Chicago, he conferred with Elmer 
Krumwiede, sales manager of the G. J. Aigner com- 
pany, and spent an educational period with L. U. 
Jerman, manager of the Hotchkiss Sales company 
who came to Chicago especially for the conference. 
Business prospects for the coming year are bright in 
the opinion of Mr. Smith. He said that the recession 
last summer was followed by a decided pickup in the 
Fall and an exceptionally good Christmas volume. A 
widespread optimistic attitude augurs well for the 
future. 


J. B. Stites, known throughout the Southern ter- 
ritory as “Cigar Jim,” dropped in for a little chat on 
January 10. He signed the Guest Book-for Mrs. Stites 
as well as himself, although we did not have the com- 
pliment of her presence, some shopping in the Loop 
stores engaging her at the time of Mr. Stites call. 
The Stites’ are always on the road. They travel to- 
gether and have no headquarters, unless it would be 
Chicago, where most of the manufacturers “Cigar Jim” 
represents are located. Inquiry revealed that even 
the week-ends are used by the couple for traveling 
purposes. Mr. Stites calls on dealers in the interests 
of The J. L. Hanson Company, Geo. E. Fox & Com- 
pany, Frank Mashek & Company, Automatic Pencil 
Sharpener Company, Hanson Scale Company and 
Seneca Falls Rule & Block Company. 


Gene Stoltz of St. Louis signed the Guest Book 
January 11. He covers Southern Illinois, Missouri and 
some adjacent territory for Indiana Desk Company 
and New Indiana Chair Company. The January Furni- 
ture Market brought him to Chicago. He indicated 
a livelier demand for office furniture, which he ex- 
pected to continue. Mr. Stoltz is unusually well in- 
formed on wood furniture, having been a manufac- 
turer before devoting all his time to sales work. 


Fred M. Deane, J. B. Graff and M. C. Vaught, presi- 
dent, general manager and sales manager respectively 
of Gunn Furniture Company, Grand Rapids, signed 
the Guest Book January 12. Although the three were 
in Chicago during part of furniture market week, they 
crowded a heavy business program into a day and a 
half and did not have much time for attention to 
market affairs. Plans were being developed for addi- 
tional Gunn activities during 1939. A reference to Mr. 
Deane and Mr. Graff appears elsewhere in this issue. 


M. F. Donovan, president, The Buckeye Ribbon & 
Carbon Company, Cleveland, Ohio, gave the pleasure 
of a call on January 13, making a perfect close of a 
perfect day. We had waited for quite a while for 
such an opportunity to draw from our old friend 
something for a story about his more than fifty years 
in the typewriter and supply business. Conversation 
naturally opened with comment upon the flourishing 
conditions of the Buckeye Company, of which we 
were aware. And was followed by some questions about 
Mr. Donovan’s start in the business back in New York 
state, when it was disclosed that in his youth he had 
been a typesetter on both country and city newspapers. 
Once the odor of printer’s ink which permeated the 
old time country newspaper office got in one’s nostrils, 
it there remains. And whenever two or three who 
have experienced it are gathered together, it impels 
reminiscence of the good old days of newspaperdom. 


(Turn to page 35, please) 








Boston Beckons Commercial Stationers 


to 34th N. S. A. Conclave 


Convention Slogan to Be, ''The Stationer as a Public Servant." 


Exposition Space Rapidly Being Reserved by Manufacturers 


By CHARLES P. GARVIN 


General Manager 


National Stationers Association 


ae are going forward rapidly for the Thirty- 
fourth Annual N.S.A. Convention and the Fourth Five 
Centuries of Progress Exposition and Stationery Fair. 
The Statler hotel at Boston with its 1,300 rooms and 
ample meeting rooms provides a fine setting for a 
real old fashioned get-together of “Ye Ancient Craft 
of Stacyoneres,” September 18, 19, 20 and 21. 
Already numerous requests have come from manu- 
facturers for space and it is indicated that the show 
will be more colorful than ever. There will be a wide 
variety of products shown, including many new items 
and the exhibition space will be packed with a real 
treasure of interesting, informative, educational and 


sales promotional merchandise which will intrigue 
every visitor. 
The slogan of this year’s convention will be: “THE 


STATIONER AS A PUBLIC SERVANT.” 

And a goodly part of the program will treat with the 
opportunities in the stationery business, the service 
performed by the stationer in the public interest and 
the future of the business. We are already beginning 
to sign up feature addresses treating with change 
and opportunity and this will be a program for the 
history books. 

The Boston Stationers Association is on its toes, 
as are the Connecticut Valley Stationers, the New 
England Travelers, the Pine Tree Association, the 
Rhode Island Association and all the local groups 
throughout New England. 

Invitations will go forward shortly from the Boston 
group inviting the stationers of the country to come 
to Boston and to meet again in the city where the 
first local association was founded over fifty years 
ago. 

Boston provides many things of great interest to the 
visiting stationer. Many of the nationally known 
manufacturing plants are in Boston or within a short 
distance. Boston is a veritable treasure house of his- 
toric places, many of which can be reached by a few 
minutes’ walk. September in Boston is a_ beautiful 
month, and for those who will want to get a look at 
the ocean it will be possible to journey to the near-by 
beaches. The city itself is quaint and different—it 
has atmosphere and allure. 

Following the slogan of “The Stationer as a Public 


Servant,” naturally the tone of this convention will 
be the patriotic one and it is hoped to make the great 
Thirty-fourth Annual Banquet an outstanding affair 
which will tingle the blood of every true American and 
make this high point of our convention a real blaze 
of Old Glory. 


New England Stationers Anticipate “Biggest” and 
“Finest” Convention 


The stationers of New England are looking forward 
with great anticipation to this convention. It is a 
personal matter with them. They insist that this is 
not to be just another convention, but the greatest 
and biggest and finest of all time. And almost next 
door, with special railroad rates, will be the great 
$150,000,000 New York Fair, where visitors to the con- 
vention may stop off on their regular tickets to see 
the colossal exposition of American enterprise and 
genius. 

Following the trends which have been developing in 
the last conventions, ample time will be given for 
dealers’ and manufacturers’ executive meetings. A 
careful program will be submitted for the considera- 
tion of the intimate problems of the business. 

The products display will open on Monday morning, 
keeping open until noon when the joint session starts, 
and will re-open for Monday evening, giving more 
time for the delegates to visit the great merchandise 
exhibit which is the only commercial stationery ex- 
position held in the country. It has already become a 
nationally known and nationally recognized focal point 
for the eyes, ears and attention of every forward- 
looking stationery and office equipment man. This 
will be a Convention of Stationers for Stationers and 
by Stationers. 

With the program already under way it means more 
time used in preparation than ever before. Here is a 
combination of a visit to a great historic city, to a 
great historic convention with the opportunity thrown 
in of also visiting the historic exposition, and as we 
go “Along the Way with N.S.A.,” every indication is 
that a new monument along the road of progress will 
be erected by the Boston convention next September. 
And we don’t think it is too early to make your res- 
ervations now. You can’t afford to miss this one. 





THE GUEST BOOK— (Continued from page 34) 


For our conversational passing show, Mr. Donovan 
conjured up a group of great editors from Horace 
Greeley to “Marse” Henry Watterson and a company 
of contributors, including Mark Twain and “Brick” 
Pomeroy. Good company in which to spend our hour 
and a half. But sometime we expect to get from Mr. 
Donovan the story of his early experience in the 
industry with which he has been so long connected. 


H. E. Russell of Des Moines, Iowa, looked in upon us 
on January 25. In Chicago a few days for business 


appointments but with a couple of days extra for 
visits with old friends, one of them being Franklin 
Hobbs (“Himself”) under whom he started his busi- 
ness career in the office equipment field a good many 
years ago. Old Time apparently takes no toll from 
Harry Russell. While there has been some change in 
the nature of his business, he has continued to be the 
same intensive cultivator through the years, under the 
same sound philosophy and technique by which his 
enterprise has thrived from the beginning. From 
him we always get some stimulant to our determina- 
tion to push ahead. 
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NEW MACHINES AND DEVICES | 





NEW REMINGTON NO. 17 TYPEWRITER 
ANNOUNCED 


Embodying several advanced and exclusive features, 
a new typewriter, listed as the No. 17, has recently 
been introduced to the trade by Remington Rand, Inc., 
Buffalo, N. Y. 

The frame, instead of being a single unit, consists 
of four separate parts. The chassis is mounted within 
this frame, instead of being bolted to it. This elimi- 
nates much of the vibration commonly transmitted 
through the frame and makes service surprisingly 
easy, as by the removal of several screws, the whole 
chassis may be lifted out. The action is of the basket 
or segment type but with an advantage in the new 
toggle shift, which makes shifting for upper case 
characters uniform and positive regardless of finger 
pressure. 

The carriage is light and has two point mounting. 
The carriage as well as the platen is interchangeable 
’ so that a single No. 17 can do the work of two or 





THE NO. 17 REMINGTON 


more wide carriage machines. This is another exclusive 
feature of economy and convenience. 

Touch regulation is accomplished by an entirely new 
method which makes this machine a personalized 
writing instrument. The acceleration of the typebars 
is accomplished by a new method and the result is 
ease in writing as well as in the production of carbon 
copies and stencils. 

Writers occasionally “jam” the typebars and have 
to stop and release them with the fingers. On the new 
No. 17, this is unnecessary as a mere touch of a 
lever, conveniently placed above the keyboards, sends 
the bars back into position. There is no interruption 
in the writing; no soiled hands or broken finger nails. 

The comfort keyboard is of black composition, con- 
cave key tops with white characters. The back is en- 
closed for protection against dust and tampering. The 
overall finish is in the rich modern wrinkle, that not 
only eliminates glare and eye strain but harmonizes 
well with any office surroundings. 

ae eee 
YAWMAN AND ERBE ANNOUNCES NEW DESK 
SUITE 

In keeping with the times is the new No. 4900 Styled- 
Executive desk suite which has been announced by 
the Yawman and Erbe Manufacturing Company of 
Rochester, N. Y. The complete suite, designed in the 
modern manner, consists of a 66-inch desk, a table of 
the same dimensions, and a telephone stand to match. 
Finished in the rich “Yan E” No. 640 gray, with deep 
green linoleum tops and trimmed with brushed chrome, 
these three items have been designed for the executive 
who desires fine and modern office furniture. 


The desk with a 275g inch knee space and recessed 
bases gives tremendous comfort and body freedom 
without sacrificing filing drawer capacity. All corners 





“Y AND E” 4900 DESK SUITE 


and edges of the desk, table and stand are grace- 
fully rounded eliminating the possibility of injury from 
sharp edges. Each pedestal contains a utility box 
drawer, a card or storage drawer, and a cap width 
drawer measuring 15% inches inside—which permits 
the side filing of two rows of letter size indexes. The 
card and cap size drawers are mounted on combination 
ball and pin bearing cradle type steel progressive sus- 
pensions which allow the drawers to coast out to their 
full length of 257%, inches. 
—_- 
ART STEEL’S PERSONAL FILE 

A new type of personal file, embracing many mod- 
ern features and ready for immediate delivery, has 
been announced by the Art Steel Company, Inc., New 
York, N. Y. Among the improvements of the new file 
are the following: fully shielded sides, full expansion 





ART STEEL PERSONAL FILE 


drop front—piano hinged—recessed card holder and 
others. The file is listed as the No. 120 and is packed 
individually in corrugated cartons. 
oe 
SHEAFFER DESIGNS NEW PACKAGING 
FOR SKRIP 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has recently announced an entirely new and 
modernistic packaging for its line of pint and quart 
bottles of Skrip, the Sheaffer ‘“Successor-to-Ink.” 
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Attractively designed by the Owens-Illinois Glass 
Company, Toledo, Ohio, the new containers are 
equipped with neat band labels. The bottles have a 
sure-grip design through a flat shoulder on which 





SHEAFFER'S NEW PINT AND QUART CONTAINERS FOR 
SKRIP 


the fourth finger may rest to facilitate steadiness in 

pouring, while the Sheaffer pouring spout is another 

special feature of cleanliness and convenience. 
P< eaee 


HEYER ANNOUNCES NEW LETTERGRAPH CABINET 

The Heyer Corporation, 901-911 West Jackson boule- 
vard, Chicago, has just announced a new cabinet de- 
signed primarily as a stand for use with any duplica- 
tor, but which, because of its smart, modern design 





THE HEYER LETTERGRAPH CABINET 


can also be used as a storage cabinet in even the 
smartest offices. 

The Lettergraph cabinet, as it is called, features all- 
metal, welded construction with an especially strong 
16-gauge top. Two pull-out shelves, one on either end 
of the cabinet, are designed to accommodate an open 
ream of paper and the duplicator receiving tray. These 
shelves add considerable utility to the cabinet when 
used for other purposes. Rounded corners and top 
form a free-flowing line treatment that is both mod- 
ern and strong. 

“Kickplate” construction (recessed base) is used in 
place of legs in order to give maximum storage space 
as well as streamline design. Beautiful bronze finished 
handles on door and pull-out shelves blend with the 
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metallic brown crackle paint with which the cabinet 
is finished. The lettergraph cabinet is desk height 
(30% inches), 16% inches wide and 29 long. The list 
price of the cabinet is $18.75 (slightly higher west of 
the Rockies). The machine shown on the cabinet is 
the Model C Lettergraph which sells for $29.85 com- 
plete with supplies. 
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NEW FLAT-TOP DESK BY JASPER 


A new flat-top, four-leg desk which is one of the 
firm’s 700 line, has recently been placed on the market 
by the Jasper Desk Company, Jasper, Ind. The desk 
is listed as the No. 717. 

Available in full quartered white oak as well as 
mahogany and walnut, it is made 48-54-60-66-72 inches 
in length. The width for the first two numbers given 
is 32 and 34, and for the last three is 36 inches. Height 
is 30% inches. 

Legs are tapered and equipped with brass sockets 
and sliding shoes. Other features include drawers 





THE JASPER NO. 717 DESK OF THE JASPER DESK COM- 
PANY’S NO. 700 LINE 


dovetailed front and back with three-ply drawer bot- 
tom framed in, hardwood drawer sides, pin tray in 
knee drawer, stationery rack in typewriter desk and 
drawer interiors finished with two coats of lacquer. 
Drawers are locked by one drawer, panels are of five- 
ply built up and 5g inch thick. Wood pulls are stand- 
ard, but statuary bronze knobs or brass pulls avail- 
able at slight additional cost. 
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“MODERNFOLD” DOORS FOR THE OFFICE 


Dealers who engage in complete office furnishings 
will be interested in the ‘“Modernfold” doors here illus- 





TWO VIEWS OF MODERNFOLD DOORS INSTALLED IN CHI- 
CAGO AND NEW YORK BUILDINGS 


trated and produced by New Castle Products, New 
Castle, Ind. The “Modernfold” door is unique in dec- 
orative possibilities and space saving qualities. Im- 
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pressive results have been secured wherever it has been 
installed. 

The door is a precision-made metal frame which 
forms a foundation to which fabrics are attached. The 
fabrics, available in a wide variety of colors and styles 
to harmonize with the color scheme of the room, in- 
cluding washable and easily cleanable velour and 
leatherette, are applied at the factory. 

Installation of the door requires no changing or 
remodeling of the opening. After the fabric is applied 
with invisible fasteners, the “Modernfold” is supported 
from top of the opening by trolleys equipped with 
steel ball-bearing wheels operated on an 11l-gauge 
rolled channel track. If required the doors are sound- 
deadened by use of a hair felt material, entirely con- 
cealed. 

The principal feature of the ‘“Modernfold” is its sys- 
tem of operation by which the door closed in an 
accordion fold, folding upon itself. The doors fold 
each way from center of opening or from jam to jam 
and, when stacked, require (for opening twelve feet 
high or less) a space approximately 2 inches in depth 
for each running foot of door, and 81% inches in width. 
For opening over 12 feet, these specifications are 
Slightly higher. 

The New Castle Products also manufactures a variety 
of wood partitions under the trade name of the Circle A 
line. These can be supplied in all specifications and 
sizes and are fully described and pictured in literature 
available to the dealer on request. 
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ROYAL METAL ADDS NEW DESK TO LINE 
The Royal Metal Manufacturing Company, 1138-40 
South Michigan avenue, Chicago, has recently an- 
nounced to the market a new type of reception room 














ROYAL METAL 771 DESK 


desk distinguished by the company’s adaptation of a 
European design. It is listed as the No. 771. 

As shown in the illustration, one end of the hand- 
some top is rounded, and supported by a single, sub- 
stantial leg. The cabinet is all-steel, mounted upon 
a Royalchrome tubular frame. It is attractively fin- 
ished in a black, ivory or brown crinkle, or in lacquer 
of any color. 

The top comes in either aluminum-banded linoleum, 
which is priced at $59.50, or in Royaloid (a type of 
laminated bakelite) which is priced at $66.50. The 
size of the top is 22x42 inches. 

The prices quoted above are f.o.b. Michigan City, 
Ind. 

Se ee 
SHERMAN-MANSON’S TYPEWRITER STAND 

The Sherman-Manson Manufacturing Company, 623 
South Kolmar avenue, Chicago, announces a new Ideal 
all-metal stand for typewriters and business ma- 
chines. It is listed as the No. 40 and is an addition 
to the firm’s Ideal line of tubular steel stands with 
wood tops made to sell at a moderate price. 





OFFICE APPLIANCES 


Model No. 40 is an exceptionally rigid stand. It is 
built up of angle section members correctly braced to 
provide a stand that not only gives a firm support for 
a typewriter or other business machine, but will be 
permanently stable. The firm, non-tipping support 
of the stand gives maximum usefulness of business 
machines, ready portability and safety. 

The stand is available without shelf, or with one 
or two shelves. The shelf is convertible, and may be 

















IDEAL TYPEWRITER STAND 


installed flush with the top, or raised three inches, 
depending on the convenience of the user. Shelves 
are interchangeable right or left, and fold down when 
not in use. This feature allows of furnishing any de- 
sired shelf arrangement flush or raised, right, left, or 
both sides, with the one standard shelf design. 

Dimensions are: top 18x16 inches, shelves 12x16 
inches, height 26 inches. Finish is baked-on enamel 
with choice of green or brown. The stand is available 
in three types as follows: Model 40 with 4 rubber feet; 
Model 41 with 2 casters and 2 rubber feet; Model 
42 with 4 casters. 
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NEW SIZE IN KANT-TARE WABASH LABEL 

The Wabash Cabinet Company, Wabash, Ind., has 
announced a new size in its line of Kant-Tare folder 
labels which the company has been manufacturing 
for a number of years. The new size is the No. 23 and 
is 314 inches wide by 214 high. 

The labels come in sheets of fifty packed in a box 
and are available in four colors, manila, blue, green 
and pink. They are slashed, lined and scored to fold 
over the top of tabs after writing in a typewriter. 





INDICATING METHOD OF APPLICATION OF THE KANT-TARE 
FOLDER LABEL 


A deep reinforcement front and back makes a triple 
thickness of stock where strength is required. The 
sheets may be fed directly into the typewriter and the 
names typed upon them thus saving time, and the 
labels may be cut to fit any width tab on lines 
plainly marked for third cut, two-fifths cut, etc. 
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SHIPMAN-WARD OFFERS HANDSOME TYPEWRITER 
RIBBON DISPENSER AND STORAGE CABINET 


Among the new items in the Shipman-Ward line is 
a metal cabinet holding a stock of 144 S-W DeLuxe 
typewrite ribbons. The cabinet is supplied to dealers 
without cost on purchase of the gross of ribbons. 

Gracefully designed and beautifully finished, the 
cabinet measures twenty-four inches in width, four- 
teen and a half inches in height, and twelve inches 
in depth. Its interior is ingeniously arranged so that 
the ribbon boxes are stacked one above the other in 
separate compartments. As a ribbon is removed from 
the bottom of a stack, the other ribbons drop into posi- 
tion for servicing again from the bottom. 

On the slanting surface of the cabinet front the 
design of DeLuxe ribbon boxes is effectively repro- 





FRONT VIEW OF THE NEW SHIPMAN-WARD 
RIBBON CABINET. 


duced. The attractiveness of the cabinet invites cus- 
tomer attention and silently suggests purchase. Tints 
used in the patterning are blue and silver, carrying 
out the color scheme of the ribbon boxes, on a back- 
ground of mahogany. 

Further details concerning the cabinet and how it 





THE CABINET FROM THE REAR, SHOWING 
THE STACKING SCHEME.—As a box is taken 
from the bottom of a compartment, the others 
drop into position for further servicing. Printed 
identifications, missing from this advance photo 
of the cabinet, will appear at the bottom of 
each bin or section, indicating the type of rib- 
bon and the name of the machine. 


functions as a sales stimulator may be had direct from 
Shipman-Ward Manufacturing Company, 325 North 
Wells street, Chicago, Il. 
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PEERLESS’ NEW SKID TYPE DESK 


The Peerless Steel Equipment Company, Unruh and 
Hasbrook streets, Philadelphia, last month announced 
a new series of skid type steel desks which has been 
added to its production lines. One of the new models 
is illustrated here. 

According to present plans of the manufacturer 
every type of desk will be included in the series, in- 
cluding the various sizes of flat top, drop head and 
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pedestal typewriter tables. Included also will be vari- 
ous special items such as the fixed bed typewriter desk 
in both the single and double pedestal type, the comp- 





PEERLESS SKID-TYPE DESK 


tometer desk and several small items such as type- 
writer stands, etc. 

The new desks will be furnished in any desired fin- 
ish with standard being olive green, grained mahogany 
and walnut. Special finishes such as gun metal will 
be furnished on request. 

The line is made with a modern design embracing 
dignity and eye-appeal, with various interior arrange- 
ments such as follower blocks, card index, pin trays, 
etc., permitting adaptability of the desks to almost any 


circumstance. 
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MARKWELL ADDS “STAPLE-CHIEF” TO LINE 
The Markwell Manufacturing Company, 200 Hudson 


street, New York, N. Y., has recently added a new 
stapler to its line which is listed as the Staple-Chief. 
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MARKWELL’S STAPLE CHIEF 


The Staple-Chief can be used for pinning or perma- 
nent stapling and embodies the mechanical construc- 
tion of the company’s Staple-Master. The base can be 
removed from the machine instantly when it is de- 
Sired to use it for tacking purposes. 

The machine is capable of holding a clip of 100 of 
the Markwell “RF” (14-inch leg), “RFD” (5/16-inch 
leg) or “RFL” (3¢-inch leg) staples so that it can be 
used for light, medium or heavy work. The Staple- 
Chief retails for $4.00, including 400 assorted staples. 
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STURGIS’ NEW “CONVENTIONAL” CHAIR LINE 


Consisting of twelve new steel models covering every 
seating need for an office, a new line of chairs, listed 
as the Conventional, has been introduced to the indus- 
try by the Sturgis Posture Chair Company, Sturgis, 
Mich. 

In the dozen models there are three swivel chairs, 
two arm swivel chairs, two arm side chairs, four side 
chairs and one bent tube chair. All have steel con- 
struction with joints neatly welded and are available 
in brown, green, maroon or black enamel. Seat widths 
vary from 1414 to 1934 inches, and depth from 14% 
to 1734 inches. 

The upholstered models have genuine or imitation 
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leather and frieze fabric, the leather being available 
in brown, green, maroon, blue or black, and fabrics 
in brown, green and maroon. Swivel and arm swivel 
numbers are equipped with 15-inch ball-bearing 
casters of soft rubber, and the other models with 
rubber cushioned, noiseless, hardened steel glides. 

A predominating feature of the entire twelve num- 
bers is the modern and attractive design which Sturgis 
engineers have incorporated into their patterns. Each 
chair has been modeled to fill a particular want in 
office furnishing and to create a harmonious ensemble 
with practically every type of office layout. 

Illustrated literature on the Conventional line as 
well as the Sturgis series of posture chairs is available 
to dealers on request. 
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DUPLICOPY ANNOUNCES NEW CLEANSING CREAM 

A new cleansing cream, capable of completely re- 
moving hectograph and all aniline ink stains from the 
hands or skin, has recently been announced to the 
industry by the Duplicopy Company, 537 South Dear- 
born street, Chicago. 

According to the manufacturers the new cream does 
not chap or injure the skin in any manner, gives off 
a pleasant odor and is in the low price scale. It is 
packed in a one-pound can and is so compounded as to 





DUPLICOPY’S CLEANSING 
CREAM 


last for a long period without spoilage due to drying. 
A free sample and complete prices will be sent to 


dealers on request. 
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CARTER’S DISPENSER TOP ASSEMBLY 
As an added convenience for consumers who use 
pints and quarts of its line of paper cement, the Car- 
ter’s Ink Company, Cambridge, Mass., has developed 
a new dispenser top assembly. It is built by precision 
machinery and converts the amber glass quart and 





NEW PAPER CEMENT CONTAINER TOP 


pint jars into dispenser units by replacing the regular 
cap. 

The new device eliminates the need for special dis- 
penser containers. It possesses several interesting fea- 
tures including an adjustable, non-binding handle, a 
specially-designed long spiral thread channeling to 


OFFICE APPLIANCES 


reduce evaporation, and a special fast-travelling 
thread permitting rapid brush adjustment. 

With the exception of the large and small tube, the 
Carter line of paper cement is packed in amber glass, 
4 and 8-ounce jars with brush attached to the cap, 
and pints and quarts. 

discern lillian isinasiuiania 
PIPER ADDS NEW MODEL WASTEBASKET 

The Piper Manufacturing Company, 1722 West 
Adams street, Chicago, has recently added a new type 
wastebasket to its many lines of similar articles. 

Made of heavy four-ply jute, convolutely wound, the 





NEW PIPER WASTEBASKET 


wastebasket has a smooth interior and exterior finish 
in olive green, walnut or mahogany. A steel bottom 
is spun to the base with a double locked seam while 
a 26-gauge steel band is spun around the mouth of 
the basket, adding strength and rigidity. Its size is 
141% inches deep, 10 inches at the bottom and 13 inches 
at the mouth. 
ig sdetails 
NEW BURNS AUTO-LINER COPYHOLDER 

A new copyholder, listed as the Burns No. ZA-13 

Auto-Liner, has recently been placed on the market by 





THE AUTO-LINER COPYHOLDER 


the American Automatic Electric Sales Company, 1033 
West Van Buren Street, Chicago. 

The outstanding feature of the new copyholder is a 
special line guide control. The Auto-Liner is placed 
back of the typewriter with the guide control lever 
extending to the right of the machine’s keys. A slight 
pressure on the lever adjusts the guide line down the 
copy without disturbing typing rhythm. The lever is 
equipped with a mechanical stop and may be adjusted 
for single, double or triple spacing. The Auto-Liner 
has an attractive black crackle finish. 
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Interested dealers may obtain illustrative literature 
on this and other Burns office specialties by communi- 
cating with the American Automatic Electric Sales 
Company at the address given above. 
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SLOANE ANNOUNCES 10 NEW OFFICE SUITES 

The wholesale office furniture division of W. & J. 
Sloane, 575 Fifth avenue, New York, N. Y., has recently 
announced the completion of ten new office furniture 
suites which are now ready for the market. They are 
the Jacobean, Queen Anne, Chippendale, William and 
Mary, Modern (two suites) Adams, Sheraton, Georgian, 
Colonial. 

The individual pieces are of attractive design with 
high-grade hardware and trim. Structural features 
include dust panels between desk drawers, center 
guides on all wide drawers, first-class finishes and 
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TWO NEW SLOANE DESKS.—(Top) The Adam model and 
(lower) The Modern. 


Permo-Weld panel work throughout, the latter being 
an exclusive process which is water, weather and age- 
proof, eliminating warping, splitting and checking. 

The suites are composed of 45, 54, 60, 66 and 72 inch 
desks, 48, 60, 66 and 72-inch tables, swivel, arm, side 
and typewriter chairs, waste baskets, costumers, tele- 
phone cabinets, filing chests and bookcases. There are 
also secretarial and typewriter desks. Chairs are 
equipped with the Bassick Flotilt and two-inch cast- 
ers, with horsehair and cotton felt upholstery. 
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EFFICIENCY’S NEW TRANSFER CASE 

The Efficiency Equipment Company, 230 West Supe- 
rior street, Chicago, has announced a new all-steel 
transfer case in the popular-price class. The item 
is available in letter and legal size, has a depth of 
25 inches and can be stacked to a considerable height. 
It comes in green only and can be had with a sanitary 
base if desired equipped with casters or posts. Com- 





EFFICIENCY’S TRANSFER CASE 


plete details and prices are available to dealers on 
request. 
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NEW BOOKCASE LINE BY GUNN 
The Gunn Furniture Company, 525 Ann street, N. W., 
Grand Rapids, Mich., has recently produced and intro- 
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GUNN’S NEW BOOKCASE 


duced to the market a new line of modern bookcases 
one of which is illustrated here. 

The bookcases are available in four styles and two 
sizes. Equipped with one stationary and three adjust- 
able three-ply shelves, they are finished in imitation 
mahogany, imitation walnut or in maple at popular 


prices. 
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THE IDEAL “WHIZ” CLEANER 

Suitable for cleaning all types of office machines and 
capable of being put to a number of uses in the home, 
a new cleansing device, listed as the Ideal “Whiz” 
cleaner, has been announced by the Ideal Commutator 
Dresser Company, 5050 Park avenue, Sycamore, IIl. 

The machine’s uses in the office is demonstrated by 
the fact that it can blow, vacuum and spray, making 
it a simple matter to remove accumulated dust from 
machines and vacuum shavings out of dictating ma- 
chines. 

For use in the home the Ideal “Whiz” cleaner has an 
attachment designed specially for properly cleaning 
venetiarm blinds. This tool is an attachment to the 
cleaner. Brushes within the tool sweep dust and dirt 
from both sides of the blind’s slat simultaneously and 
the cleaner vacuums it away. 

Full particulars and prices are available to the dealer 
on request. 
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PLEASANTAIRE’S NEW ROOM COOLER 

The Pleasantaire Corporation, Washington, D. C., has 

recently announced its Model C room cooler in which 





PLEASANTAIRE MODEL “C” ROOM COOLER 


are incorporated many new refinements and features. 
The new model is a self-contained one-third horse- 
power, electric refrigeration room cooler designed to 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrews street, London EC4. Mr. Jackson’s 

contacts with the trade and its organizations afford him information valuable to 
those desiring to cultivate the British market. 


2nd January, 1939 


Another year commences. We have just had a good, 
old-fashioned snowy Christmas, even London getting 
over six inches of snow. This may seem laughable to 
some of your readers who gauge the depth of their 
snow-falls in feet! But we have not had so much snow 
for several years and it is not often that we have it 
around Christmas time. 

* a * 

There is little to report on the associations. The new 
chairman and committee were only selected just be- 
fore the holidays, and although they have met in 
committee, they have hardly had time for any active 
public work. In fact, I shall be libeling nobody by 
stating that they have been having a good time during 
the festive season! 

This year’s chairman and committee have to handle 
the big London Business Efficiency Exhibition in Sep- 
tember and, as well as the constant labours of Mr. A. 
C. McLellan, the exhibition director, the executive and 
the sub-committee will have plenty to do. 

* * 7” 

His friends will be sorry to hear that Mr. J. A. Cum- 
mings (D. Gestner Ltd), recently elected to the execu- 
tive committee, is in hospital for an operation which 
has just been successfully performed. I hear good 
news of his progress at the time of mailing this letter. 
« * + 

I also continue to get good news of the progress of 
Mr. J. Halsby, who, at the time of writing, is enjoying 
the sunshine in Arizona. Already he writes of his de- 
sire to get back to England, to see his friends and take 
up his business activities again; but if I were he I 
would stay in Arizona until the spring comes to Eng- 
land. The weather can be so delightful then. 


* * * 


You are all naturally anxious about the political 
situation in Europe. It would be a bold man who would 
prophecy many months ahead. But there are signs 


that, in the near future at least, there will be no seri- 
ous crisis such as we experienced last September. Our 
own prime minister is visiting Italy, France is settling 
down to work, has increased her export trade and 
cheapened “money.” Germany seems to be confining 
her activities to domestic affairs. 


* ” * 


I find no sign of distress or serious complaint 
amongst members of the trade. One or two have told 
me that they have been able to record slight increases 
in their business for the year ending 3lst December, 
1938. As a matter of fact the speeding-up of the gov- 
ernment rearmament plan has necessitated investiga- 
tion into quicker and more accurate ways of getting 
facts and figures so that the office appliance industry 
should benefit. 

+ + * 

Let us all face up to 1939 with a determination to 
spare no efforts for peaceful trading, amicable dealings 
with our neighbors. 

— 
GJESSING BUSINESS IN NEW QUARTERS 

Just before the close of 1938, G. A. Gjessing & Co. 
A/S., Oslo, Norway, moved to a new location in a promi- 
nent office building at Klingenberggt, 4, in the center 
of the Oslo business district. The firm occupies two- 
thirds of the third floor of the building. 

During the past several months, the Gjessing organ- 
ization has made considerable gains in the sale of 
United States lines handled. A particularly pleasant 
incident in the development of the business, writes Mr. 
Gjessing, was a long and helpful visit with Clinton B. 
Willey, general export manager of the Carters Ink 
Company, “who gave me many good ideas about man- 
agement and selling, the carrying out of which have 
proved profitable in every way.” 

A new company has been incorporated by Mr. Gjess- 
ing under the name Jessko-Reklame A/S (Inc.). Mr. 
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TWO GENERAL FIREPROOFING DIS- 
PLAYS ABROAD.—(Top) Residents and 
business men of Johannesburg, South 
Africa, were given a capital opportunity 
to see and inspect products of The Gen- 
eral Fireproofing Company when Hor- 
tors, Ltd., made this front window display 
of GF files and storage cabinets and a 
large safe. Phe other exhibition of Gen- 
eral Fireproofing products (lower) was 
shown at the Honolulu Business Show in 
a fine display booth maintained by the 
Patten Company, Ltd., of Honolulu, GF 
distributors. 


Gjessing is president and principal owner of the new 
organization, which specializes in the manufacture of 
advertising specialties and lettering for office building 
bulletin boards, signs, etc. 

In addition to his activities in a commercial way, Mr. 
Gjessing finds time to engage in the hobby of raising 
parakeets and Zebra finches. In the garden of his 
home, he erected a large aviary where he personally 
cares for about 200 birds. He admits that his avocation 
keeps him so busy that the cares of the day cannot 
creep into the evening hours. 

Sears Oe 
THE SWISS NATIONAL EXHIBITION OF 1939 

Under the title, “Switzerland in Miniature,” R. A. 
Langford, interestingly describes in the December, 
1938, issue of Worldservice, the coming Swiss National 
Exhibition to be held in Zurich this year. Mr. Lang- 
ford points out that despite its justly earned title 
of the “Playground of Europe,” Switzerland is well 
equipped with architects, designers, engineers, and or- 
ganizing experts who have recently completed plans 
“for the greatest display of Swiss life, work and 
thought that the country has ever staged.” 

Mr. Langford asserts that the primary object of the 
Swiss National Exhibition is not to sell, but to display. 
With this objective in mind, the planners of the event 
have so arranged the displays that the visitor can 
tour “Switzerland in Miniature” and get an accurate 
cross section of the various cultural, commercial and 
industrial aspects of the country. 

- —- 


DUTIES EASED ON SUDETEN GERMANY 
Burghagen’s Zwirschrift fur Burobedarf states that 
duties have been relaxed on shipments from former 
Austria to Germany. 
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ISTANBUL FIRM IN NEW HOME 

J. Ojalvo ve V. McChoulam, Istanbul, Turkey, office 
supply and equipment house and local agency for the 
Acme Card System Company, Chicago, last month 
moved into newer and larger quarters at Tahta-Kale 
Prevuayans Han, 9/11-18, Istanbul, Turkey. The com- 
pany now has much additional space for stock and 
display as well as expansion. 

—_—__0—=>-0—_ 
FRENCH STENOGRAPHIC ALMANAC 

The thirty-eighth stenographic almanac published 
by A. Navarre (Paris) has been issued. This is an im- 
portant publication which is awaited with interest by 
the French students, as well as by the stenographers 


in business. 
0 te © 


BRAZILIAN RESTRICTIONS ON INSTALLMENT 
SALES 
From Commerce Reports we learn that a Brazilian 
decree may affect the sales of merchandise on the 
installment plan. This new legislation is described as 
a “Definition of crimes against social economy.” Type- 
writers are included in this new legislation. 
CPE ANS 
VENEZUELA CUTS DUTY ON TABULATING CARDS 
Commerce Reports states that Venezuela has reduced 
the import duty applying to cards for use on tabulating 
machines. This action was taken to encourage the use 
of these cards, and thereby to improve national sta- 
tistical data. 
nicipilaliinbitetleeliads 
AMERICAN FACTORY PICTURED IN METHODES 
Methodes, a Paris business paper, pictured the fac- 
tory of the Friden Calculator Company at San Leandro, 
California. 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN EVERY 


DIVISION OF THE INDUSTRY 








a 


MISCELLANY 





EBERHARD FABER ANNOUNCES SELLING POLICY 

In an attractively printed folder dated January, 1939, 
the Eberhard Faber Pencil Company enunciates its 
selling policy. The essence of the statement is ex- 
pressed in the following sentences quoted from the 
folder: 

“Our published price list and fixed trade discounts 
for.quantity purchases represents the only prices at 
which we will sell any of our products to any of our 
customers. and is subject to change without notice. 

#Any change in such a price list will not only be 
immediate but it will be nation-wide and apply to all 
Eberhard Faber accounts, which means that there will 
be no-local or special dip in prices to meet competitive 
situations.” 

The statement of policy specifically refers the com- 
pany’s reservation of the right to “price freedom” in 
its offerings of merchandise to governmental agencies. 
A similar right of choice is indicated for competitive 
price situations, the company either meeting the con- 
ditions with an “immediate and universal’ price 
change or withdrawing from the field, as it sees fit. 

actpininiesnigiliiiniey 

BRAINARD TO HEAD FEDERAL BANK BOARD 

George C. Brainard, president of the General Fire- 
proofing Company, Youngstown, Ohio, last month was 
appointed chairman of the board of directors and fed- 
eral reserve agent of the Cleveland Federal Reserve 


bank for 1939. 
The banking crisis of 1931 saw the beginning of Mr. 





GEORGE C. BRAINARD 


Brainard’s interest in banking activities when, in 
recognition of his impressive record as a business man 
of unusual ability, he was appointed a member of 
the Ohio Advisory Banking Committee and the Com- 


os 


mittee for Industrial Loans of the Federal Reserve. 
After a year on the Federal Reserve Board he was 
reappointed in 1938 for a three-year term, serving as 
deputy chairman during that year. 

Mr. Brainard’s entire business career has been spent 
in the fabrication of steel and aluminum. During the 
World War his ability in that field led to his appoint- 
ment as a staff expert in the United States army 
ordnance department. In that period he won fresh 
laurels by developing important new processes in shell 
forging for artillery ammunition. 

For a number of years Mr. Brainard served as vice- 
president of the General Fireproofing Company before 
being elected to the presidency in 1929. His ability, 
foresight and knowledge of business trends have aided 
him in developing and broadening the market for 
metal office furniture during the past sixteen years 
with General Fireproofing. 

2 
DEANE HEADS GUNN FURNITURE COMPANY 

Fred M. Deane, for five years secretary of the Gunn 
Furniture Company and its major stockholder, has 
been elected president of the company to succeed Mr. 
Homiller who has retired after many years of faithful 
service. Mr. Deane’s activities in the business have 
had to do with sales, finance, cost accounting and 
other important business problems. 

For general manager the company selected J. B. 
Graff, an industrial engineer who has spent much of 
his time working with furniture stores and factories 
and is well grounded in furniture styling, manufactur- 
ing and distribution. His experience has taken him 
into all parts of the United States. His plan is to 
create designs and improved distributing methods to 
meet the dealers’ requirements just as fully as possible. 
He has helped to work out some well defined mer- 
chandising ideas which already are being put into 
effect under the direction of M. C. Vaught, whose ap- 
pointment as general sales manager was announced 
in the January number of this publication. 

PES PE SE 2 aT 
FAVOR APPOINTED KOH-I-NOOR SALES MANAGER 

G. M. Favor, for a considerable time a traveler in 
the northeastern states territory for the Koh-I-Noor 
Pencil Company, Inc., last month was appointed sales 
manager of the firm. 

At the same time it was announced that Sam S. 
Clayton, formerly with the firm of Crossman & Clay- 
ton, New York City, has taken over the territory left 
open by reason of Mr. Favor’s promotion. 

Both men are well-known in the field and take to 
their new positions the well-wishes of their hundreds 


of friends. 
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No one 
has ever counted 
all ils uses __ 


Even we who make 

The Mimeograph learn about 
new applications every day. . . 
Here are just a few basic uses 


by a few basic industries . . . 


What can The Mimeograph 


do for YOUR business? 








IN COMMUNICATIONS 
Mimeograph 













IN TRANSPORTATION 
Mimeograph 


—tells the nation what 
the weather is and will be 

ee gives the blow-by- 
blow story of a prize fight 

+ » » puts words in actors’ 
and announcers’ moutha via 
radio scripts ...aids telegraph 
in calling men back to work. 





—tells shippers where 
freight cars pass and when 

... cuts the cost of keeping 

railroad storekeepers’ rec- 
ords ... posts pilots on 
latest airline regulations and 
flight schedules . . . simpli- 
fies inter-railroad accounting 


































IN GOVERNMENT 
Mimeograph 





IN THE AUTO INDUSTRY 






IN THE FOOD INDUSTRY 
Mimeograph 


Mimeograph 






—makes possible produc- 
tion of money-saving bid 
forms .. . lists registered 
voters in states, counties, 
wards and precincts... gives 
daily orders to the Army and 
Navy ... helps examine and 
grade civil service applicants. 






—speeds production on 
parts catalogs . .. puts 
out parts price lists’. 

issues job tickets to cut 
error, delay, and production 


cost... makes surveys of pub- 
. knits sales 











—gets out packers’ price 
lists ... issues daily up- 
to-the-minute market re- 
ports ... simplifies store 
ordering via **Want-Order”’ 
systems ... bulletins over- 
night new findings and helps 
to the country’s food producers. 
































lic preferences . . 
force to factory through bulletins. 


























IN FINANCE 
Mimeograph 













IN MANUFACTURING 
Mimeograph 






Name us an industry and we'll 
name some use it makes of Mimeo- 
graph... Maybe a dozen, maybe 
hundreds of uses, for this quick, 
easy-to-use method of stencil dupli- 
cation is In Business for Business— 
and for institutions, too...The 
Mimeograph is versatile... It’s eco- 
nomical... It’s legible. ..This ad ap- 
pears in current national magazines. It gives 
you a lot of new ideas to help sell your pros- 
pects...A. B. Dick Company, Chicago 










—compiles daily resume 
of market transactions... 
sends out credit informa- 
tion . . . publishes regular 
market letters .. . in banks, 
quickly spreads vital infor- 
mation from teller’s cage 
on up to the president’s office. 






—keeps factory in touch 
with its distributors and 
- maintains em- 
- Saves 

safety 




















dealers. . 
A 
ployees’ records . 
life and limb with 
bulletins . . . checks invento- 
ries, keeps stock, tabulates 
orders materials. 









































records, 




















Mimeograph Machines—Dozen different models at dozen different prices 


Mimeograph Stencil Sheets— Make typing a stencil as easy as typing a letter 
Mimeograph Inks— Black as a black cat at midnight—and a lot more permanent 
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MEETINGS—CONVENTIONS— DINNERS 


NEW YORK 0. A. M. A. FETES 1938 CONTEST 
WINNERS 


With sixteen “guest of honor” salesmen whose high 
sales records for their companies in 1938 entitled them 
to participation in the annual event, the “winners” 
dinner of the New York Office Appliance Managers 
Association was held January 12 at the Waldorf- 
Astoria. 

Heading those who came to pay honor to the star 
salesmen were the newly-elected officers of the associa- 
tion for 1939. They are president, Walter P. Lindsay, 
Remington Rand, Inc.; vice-president, R. W. David- 
son, International Business Machines Corporation, and 
secretary-treasurer, H. O. Wipple, National Cash Reg- 
ister Company. 

The guests of honor and their organizations were as 
follows: Henry M. Pierce and E. C. Whiteside, Address- 
ograph-Multigraph Corporation; A. F. Brodbeck, Amer- 
ican Sales Book Company, Inc.; Charles W. Bulger, 
A. B. Dick Company; M. V. McVay, Dictaphone Sales 
Corporation; William S. Dunn, International Business 
Machines Corporation; Thomas C. Mulheron, Interna- 
tional Business Machines Corporation; J. E. Judge, 
Kee Lox Manufacturing Company; A. G. McMaster, 
Monroe Calculating Machine Company; R. L. Thomp- 
kins, National Cash Register Company; Irving B. 
Weiss, Postage Meter Company; A. H. Queripel, Rem- 
ington Rand, Inc.; George C. Conklin, Select-O-Phone 
Company; Frank Adorno, Todd Sales Company; B. B. 
Horwitz, Underwood Elliott Fisher Company, and Wil- 
liam G. Sheldon, Jr., Yawman and Erbe Manufactur- 
ing Company. 

The speaker of the evening was S. C. McLeod, sec- 
retary and business manager of the National Asso- 
ciation of Cost Accountants. The title of his subject 
was “Wide Open,” a topic upon the mental attitude of 
accountants toward salesmen representing businesses 
in the industry and their viewpoint on mechanization 
of office routine work. 

The speaker said accountants generally desire re- 
sults without being arbitrary as to the means used to 
secure them. Accountants also, the speaker declared, 
advocate educational departments in large companies 





SIXTH ANNUAL MEETING OF THE KANSAS 
CITY AND MINNEAPOLIS BRANCHES OF THE 
COLUMBIA RIBBON AND CARBON MANU- 
FACTURING COMPANY, INC., WAS HELD 
DECEMBER 29 AT THE MUEHLEBACH HOTEL 
IN KANSAS CITY.—Front row: (L to R) Martha 
E. Hanson, Pauline Lisser, E. F. Perkins, R. C. 
Moore, branch manager; O. W. Kuntz, Mrs. 
S. A. Sweet, Mrs. E. R. Spengler. Second row: 
V. A. Palmer, Isabel Spencer, Chet Smith, 
Charles Wallace. W. B. Seaver, Sylvia Bablove, 
M. E. Norman, Helen McKiernan. Third row: 
Mercedes Bell, Earl Matthews, Glen Evans. 
Francis Essig, Hugh Gibbens, Leslie Hutson. 
W. J. Fitzgerald. Rear row: Jack Boran, Ray- 
mond Fagen, C. W. Payne, W. W. Epps, Frank 
Ruland, Bill Caregari. 


as a means of portraying problems met with in se- 
curing correct accounting results. He suggested such 
things as movies and graphs as good tools with which 
to accomplish this end. 

C. F. Price, vice-president and general manager, 
Remington Rand, Inc., and Walter Strain, a special 
representative of the Addressograph-Multigraph Cor- 
poration, were guests at the dinner. 

Of the guests of honor Mr. Mulheron is a second 
time winner; Mr. Queripel, second time winner; Mr. 
Judge, fourth time winner, and Mr. Horwitz, fifth time 
winner. 

ae Pees 


SHEAFFER PEN CO. CONVENTION HELD 


Featured by enthusiastic discussion of plans for 1939 
and the first appearance of Craig R. Sheaffer since 
his election to the presidency, the annual salesmen’s 
convention was held January 3 to 5 by the W. A. 
Sheaffer Pen Company at Fort Madison, Iowa. 

The conclave opened with a statement by President 
Sheaffer in which he reported the company’s sales in 
November and December being the largest in nine 
years. The entire financial report, as given by Mr. 
Sheaffer, appears elsewhere in this issue. 

An enjoyable and interesting diversion was the ini- 
tiation of a large group of salesmen into a newly- 
formed “Million Dollar Club,” an organization com- 
posed of men whose cumulative sales total on Sheaffer 
products amounted to a million dollars or more. Gra- 
ham Orr, manager of the Chicago branch, brought a 
laugh when, in this connection, he said: 

“Before I joined Sheaffers’, I couldn’t even imagine 
a million dollars’ worth of pens, let alone my efforts 
toward selling that many.” 

Sheaffer’s new Fineline pencil, to which has been 
tacked the slogan “Fineline, the Leader in ’39” re- 
ceived considerable convention attention and new 
drives and promotions on its behalf were thoroughly 
discussed. This was followed by an important an- 
nouncement that the company has completed plans 
for a preferred position full-page, four-color magazine 


ANNUAL DINNER OF THE NEW YORK 
OFFICE APPLIANCE MANAGERS AS- 
SOCIATION FOR SALESMEN CONTEST 
WINNERS. WALDORF-ASTORIA, NEW 
YORK, ON JANUARY 12. 
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Corona Dealers: - 


Remember what we told you at the Corona 
Dealers’ Luncheon last summer? WELL. . . 
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more Coronas were sold in December 


1938 than in any previous month in our 
history. . . 


more Coronas were sold in the year 1938 
than in any previous year in our history... 


we believe you “ain’t seen nothing yet”. 


L C SMITH & CORONA TYPEWRITERS INC 


SYRACUSE, NEW YORK 
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and newspaper magazine campaign, plus extensive 
black and white newspaper as well as radio advertising 
on a year around basis. 

At the same time comprehensive plans for the 
Sheaffer subsidiary, the Wasp Pen Company, Inc., 
were given in detail to the assembled salesmen and 
branch managers. 

> 


MEMBERS OF THE STATIONERS 12:30 

CLUB OF NEW YORK CITY GATHERED 

AT THE ALDINE CLUB FOR THEIR 

ANNUAL CHRISTMAS PARTY AND 
DINNER. 


CHICAGO ADDRESSOGRAPH COMPANY HOLDS 
“VICTORY” DINNER 

A “Victory” dinner at which the entire sales and 
service organization of the Chicago Addressograph 
Sales Agency celebrated the end of a six-week sales 
contest was held January 4 at a Chicago night club. 

The party was given by Sales Agent J. B. Ward, who 
presided at the affair after watching for a month and 





a half his sales force, divided into a North and South 
team, vie for honors along sales quota lines and end 
the contest by making December the best sales month 
for the entire year. 

The race was close all the way and only in the last 
remaining days did the North team, captained by 
D. W. Detray, manage to nose out its competitor and 
take first place. As a result the losing team was to 
give a dinner for the winners in addition to the party 
given by Mr. Ward. 

Long speeches at the party were 
barred. Mr. Ward gave a short in- 
spirational talk to those present 
and telegrams of congratulation 
were read from President J. E. 
Rogers and Vice-president W. K. 
Page, followed by short talks from 
Mr. Detray and O. M. Caleson, 
captains of the North and South 
teams, respectively. 


NINTH ANNUAL POW-WOW OF THE 

CHI-CO CLUB, HELD JANUARY 3 IN THE 

CELTIC ROOM OF THE MEDINAH CLUB, 
CHICAGO 
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STATIONERS 12:30 CLUB’S XMAS PARTY 

Wednesday night, December 28, was the appointed 
time for a hundred or more members and guests of 
the Stationers 12:30 Club of New York City to gather 
for the organization’s annual Christmas party and 
dinner. The event was held in the Aldine Club, 
New York. 

Following an excellent dinner the party settled 





down to a fine and interesting show which was a 
credit to the abilities of Louis Caracci, chairman of 
the entertainment committee. 

Although the official program ended reasonably 
early, the majority of those present stayed on for a 
considerable time to gather together in groups for 
card games or just old-time talk-fests. 

eee Ta 


THE CHICAGO ADDRESSOGRAPH AGENCY 
“VICTORY DINNER.—Seated at head table 
(right back-ground) from left to right: John 
Hofmann, chief of service; E. L. Hayes, office 
manager; D. W. Detray. No. 1 salesman for 
the year and captain of ‘‘North’’ team: J. B. 
.Ward, manager of agency: O. M. Caleson, 
captain of ‘‘South’’ team; J. W. Hogue. agency 
instructor and G. Dalkowski. assistant office 
manager. 


CHI-CO INDIANS HOLD NINTH ANNUAL POW WOW 

Leaving their native regalia in moth balls, the Chi- 
Co Indians submitted to an Irish influence and held 
their ninth annual gathering in the Celtic Room of 
the Medinah Club, Chicago, on Monday evening Janu- 
ary 9. In addition to members of the Chi-Co Club, 
composed of stationers in the Chicago district outside 
of the downtown area, manufacturers representatives 
and other retailers in the Chicago division of the sta- 
tionery industry were present. The crowd totaled 137, 








FEBRUARY, 1939 49 


You KNOW YOU HAV 


Mihalis 


“Here is office equipment that is “Duty- 
Matched’ to the needs of Modern Business 


<x 


























Progressive modernization 
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accepts equipment that supports 
today’s tempo, that conforms to 
present design and that adds to 
the efficiency and working com- 


fort of modern office procedure. 


What you sell must completely 





* satisfy these requirements. The 


Today’s desk that will 


the che dni ak canes upward trend of business will 


row. GF Metal equip- increase the profits of the GF 
ment is the logical 


source of continued dealer. 


“K 


iid ae Bele Zc GENERAL FIREPROOFING G: 


durable and fitted to ~“Duty-Matched” to the comfort 28S 


and health of any executive, 
Youngstown, Ohio 


standardization of 


office equipment. 





























modern business needs. the GF “Comfort Master” rep- 


resents one of many items 


ance. 
© 1939, The General Fireproofing Co, “DA Promote dealer acceptance, ggugumamameeeeereererees 








50 


UTILITY EMPLOYES CELEBRATE 
CHRISTMAS. — Officers, directors and 
employes of the Utility Supply Company, 
Chicago, gathered at the Allerton hotel 
on December 22 for their annual Christ- 
mas party. Nearly 100 men and women 
were present with M. E. Brod, president 
of the Employes Association, acting as 
host. With him at the speakers’ table 
were M. E. Wolf, president of the com- 
pany; H. MHecktman, vice-president; 
I. Kriloff, treasurer, and William B. Elson, 
general manager. 


a few more than last year, in conformity with the gen- 
eral increase in business and activity in the field. 

On arrival, the sedate “Indians” deposited their 
tickets of admission in the hands of Ernie Lund, the 
fair haired boy from Englewood Blue. Immediately 
thereafter, the arrivals lost some of their restraint 
at the dispensery of liquid refreshments. 

During the dinner, three young ladies entertained 
with music on the violin, guitar and concertina. As- 
sisting them intermittently, was Carl Kaufman, manu- 
facturers representative, who used spoons, glassware 
and crockery to produce rhythmic effects. Jim Brad- 
ley of Charles M. Higgins & Company and Sam Sapoci, 
Reliable Stationery Company, substituted on the violin 
with considerable skill. 

When the more or less serious business of eating 
was concluded, the assembly broke up into smaller 
groups, each engaged in an interesting activity such 
as card playing, swapping stories and attempts at 
vocal music. With Roy Melind of Louis Melind Com- 
pany at the piano and the three feminine musicians, 
there gathered a crowd of untrained but enthusiastic 
singers. They ran the gamut from the latest popular 
song to Sweet Adeline. 

The pronouncement of success was laid upon the 
event by all those present. 
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the meeting with J. R. Risbey, assistant sales manager, 
Roytype Division. The following participated in the 


discussions and absorbed helpful information con- 
cerning the ways and means of increasing sales of 
Roytype ribbons and carbons during 1939: 

T. E. Baker, Kansas City, Mo. 

Thelma Landis, Miss, Cincinnati, Ohio. 

Lynn Frost, St. Louis, Mo. 

J. N. Mudd, Buffalo, N. Y. 

R. A. Langlois, Detroit, Mich. 

H. W. Carstensen, Minneapolis, Minn. 

C. Courtwright, Pittsburgh, Pa. 

K. E. Ambern, Indianapolis, Ind. 

Keith Gilmore, St. Paul, Minn. 

Milton Bresler, St. Louis, Mo. 

W. C. Kulp, Columbus, Ohio. 

Earl Wilkening, Chicago, IIl. 

F. R. Rothe, Milwaukee, Wisc. 

Mr. Vreeland reported that 1938 was the biggest 
year in the history of the Roytype Division. He antici- 
pates continuation of the steady business climb this 
year. 

Similar conference of Roytype Division salesmen 
was’held in the Eastern territory last Fall and plans 
are being made tentatively to conduct a meeting in 
the Far West within the next few months. 





SALES REPRESENTATIVES OF THE ROYAL TYPEWRITER COMPANY'S ROYTYPE DIVISION MEETING WITH 
DIVISIONAL SALES MANAGER JAMES F. VREELAND AT THE PALMER HOUSE, CHICAGO 


ROYTYPE MEN ATTEND SALES CONFERENCE IN 
CHICAGO 


Thirteen sales representatives of the Roytype Divi- 
sion, Roytypewriter company met in conference Janu- 
ary 10 and 11 in the Palmer House, Chicago. James 
F. Vreeland, sales manager, Roytype Division, directed 


SNAPPED AT ANNUAL DINNER OF THE 
BURRAS ORGANIZATION.—Seated, 1. to 
r.: Mrs. Arthur H. Olsen, Mrs. Cless O. 
Burras, Cless Burras; Harriet Alice Soule, 
bookkeeper; Arthur H. Olsen, salesman. 
Standing: Joseph J. Charleston, sales- 
man; Chester A. Morse, office manager; 
Mrs. Charleston; Kenneth W. Conner, 
salesman; Mrs. Morse; Richard Norman, 
order clerk; Mrs. Kenneth Conner; H. J. 
Burras, director; Mrs. H. J. Burras; Robert 
Heartt, in charge of deliveries; Mrs. 
Harold Conner; Harold E. Conner, sales- 
man. 


CLESS O. BURRAS HOST AT EMPLOYEES DINNER 


Governor Cless O. Burras of the Sixth District, Na- 
tional Stationers Association, and proprietor of the 
Cless O. Burras Stationery Company, Inc., Oak Park, 
Ill., was host to the employees of his store, their wives 
and guests, at an annual dinner held Wednesday eve- 
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GIVE FREE IN YOUR WINDOW THIS 
$16.95 STEWART-WARNER RADIO 


We believe that no other deal ever matched this. The beautifully toned 
5-tube superheterodyne Stewart-Warner—no aerial, no ground, just plug 


in—surely will move SKRIP in quantity for you. Get two of these assort- 





SELL 
SHEAFFER'S 








ments, offer one radio in your window under any plan legal in your State, 
offer the other inside your store or use it as an incentive prize for sales- 
IN VOLUME! Etre people, and watch SKRIP MOVE FAST! Remember, SKRIP is a reminder 
item—and HOW this plan reminds people! 





Note how generous this offer is. The radio is yours for a window 
prize with one $12.75 Sheaffer set at retail list with a freight 
allowed shipment of Skrip at full discount. But—ACT NOW, 
for dealers by hundreds are cashing in on this grand deal! 





W. A. SHEAFFER PEN CO.... FORT MADISON, IOWA 


The Pen Capital of America 








You can't miss on this store-tested promotion. You get a $16.95 
radio window prize plus regular profit on the SKRIP you sell. 
Boost volume in first-of-the-year months with this assortment! 
Everybody wants another radio, especially this one, for it's 
AC-DC, plugs in anywhere, needs no aerial, no ground, and is 





easily carried around. 
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JUST AS 


a friendly coastline has its lights and landmarks, 
“The Line That Can’t Be Matched” has its identi- 





fying WATERMARKS. The WATERMARK on 


| the sale of any specialty, as well as the Bates products. 


every sheet guards your whole "'cost-line’ from 
wrecked records. |t gives you immunity to sub- 
stitution. 


FOR COPIES THAT 
id ss 
WM d| 


: 4 Sq, 


* 





* -* ; ENDURE 


MERIDIAN 


“Super” Carbon Paper 
MANIFOLD SUPPLIES COMPANY 


Manufacturers of 
PANAMA and BEAVER 


188 THIRD AVENUE * BROOKLYN, N. Y. 


OFFICE APPLIANCES 


ning, January 18, at the Blue Parrot Patio in this 


| Chicago suburb. The affair also happened to mark 
_ Mr. Burras’ sixty-ninth birthday, so the occasion not 





only served as a pleasant get-together for the Burras 
organization, but afforded fitting opportunity for ex- 
pressions of tribute to the genial head of this thriving 
concern—which he founded twenty years ago. 

In the charming surroundings of a candle-lit dining 
room the party of twenty enjoyed a delectable repast. 
“Pop” Burras, with Mrs. Burras gracing his right, 


| presided over the happy family. The last course was 


served to the tune of “Happy Birthday”, when a gor- 
geous birthday cake with all the trimmings was placed 
before the surprised and elated company president. 
Guests participating in the party, from outside the 
Burras Company family circle, were Mr. Hugh Burras, 
son of the Burrases, and his wife, Mr. Parle Cooley, 
midwest representative of the Bates Manufacturing 
Company, John A. Gilbert and Nevin I. Gage of 
OFFICE APPLIANCES. Alice Burras Soule, who is active 
in the business with her father, joined her parents in 
conveying a spirit of hospitality to the festivities. 


See Bates Movie 


After the dinner, Mr. Burras introduced Mr. Cooley, 
who showed the new Bates talking movie, “It’s The 


| Little Things That Count.” Mr. Cooley prefaced his 
| presentation with remarks to the effect that the Bates 


| Manufacturing Company had produced the film as:an 


educational project to help the stationery salesman 
improve his selling technique. He emphasized that the 
points brought out in the picture can be applied to 


| The movie was warmly received. 


Following the picture and expression of appreciation 


| from Mr. Burras, Mr. Cooley answered questions re- 


garding the promotion of his company’s lines. 

Mr. Gilbert was then called upon for a short talk 
to the sales force. Choosing the subject of “Selling 
Office Specialties’, Mr. Gilbert related a number of 
examples of profitable business which had been ob- 
tained by dealers who had given specialty treatment 
to various products. The speaker encouraged the sales- 
men to regard specialty selling as a big opportunity 
for building sales. 

The party concluded with informal remarks, led off 
by Mr. Burras. With the manner of a forceful leader 
and kindly employer, he reflected briefly upon the rise 
of the Burras concern and expressed his satisfaction 
in the loyalty and enterprise of his staff of workers. 
He complimented the sales force on its increase in 
volume in 1938 over 1937. 

As the happy gathering dispersed, Mr. Burras an- 
nounced a contest for the next two months, in which 
a prize would be awarded to the salesman producing, 
in results, the best illustration of the sales points 
brought out in the Bates movie. 

This year the Cless O. Burras Stationery Company, 
Inc., is celebrating its twentieth anniversary. In 1919 
“Pop” Burras gave up his job as advertising manager 
of the village newspaper to go into the stationery 
business. Using a bicycle as his means of transporta- 
tion, he took orders in the morning, picked up the 
items from downtown and delivered them the next 
morning before soliciting again. Through his pleasing 
personality, service policy, and values offered, his busi- 
ness grew. Three times outgrowing its quarters, the 
firm, with ten people on its payroll, is now located at 
1024 North boulevard, Oak Park. 

Last year his fellow stationers in the Sixth District 
accorded Mr. Burras the honor of nomination for gov- 
ernor, to which office he was elected at the last N.S. A. 


convention. 
——-e #8 —- 


CHICAGO MANAGERS ENTERTAIN TOP SALESMEN 


The January meeting of the Office Appliance Man- 
agers Association of Chicago took the form of a din- 
ner to the top salesmen for the last three months of 
1938. The winners for the various members who par- 











Yat 

si 
first 
Art ] 
sion’ 
tents 
bran 
sales 
way, 
the c 
—cre 


any fF 
Plent 














And Art Metal answers it with the new 


SPEED -FILE and WA WOES 


T’S an entirely new principle! It's the biggest 

single forward step in office filing since the 
first vertical file! And it's available only in the 
Art Metal Speed-File. *« ‘‘Auto-Tilt Compres- 
sion’’ (automatic release and lay-back of file con- 
tents) speeds filing, finding and reference to a 
brand new tempo that will step up Art Metal file 
sales to a swifter, more profitable pace. * Its two- 
way, self-starting action automatically releases 
the compressor as the drawer is opened 
— creating a traveling ‘‘filing zone’ at 
any point where filing isto be done .. . 
Plenty of working space, both top and 


Art Natal stEEx OFFICE EQUIPMENT 





Art Natal 


ey 
Jamestown. New York 
U.S.A 


bottom . . . No need of touching the compres- 
sor . . . Bottom drawer handles as easily as any 
other — without stooping or squatting! .. . And 
when the drawer is closed its entire contents 
are returned to upright position, under correct 
compression pressure. * New speed, new accu- 
racy, new simplicity and new visibility are 
automatic with the fast-selling Art Metal 
Speed-File. Is your territory still open? 
Write today to Agency Division, Art 
Metal Construction Company, 
Jamestown, New York. 

Copyright 1939, Art Metal Construction Company 
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ENCORE! 


Miss Hutton receives great ovations, 

The crowd acclaims her presentations. 

OLD TOWN gets applause 

From typists because 

Their ribbons don't clog—they're 
sensations ! 


ENCORE! 


When crowds call for “Encore!” 

Jt means this: “We want more! 

And OLD TOWN is ‘tops’ in 
demand. 

For girls of the keyboard 

Acclaim without discord 

“This carbon's the best in the land!” 


OLD TOWN Carbon assures bright, clear 
copies with permanence of impression. 
There's a weight and finish for all purposes 
—but all OLD TOWN carbons have the 
same rigidly controlled standard of perfection. 


O40 Vow 


Ribbon & Carbon Co.,9ne. 


MANUFACTURERS 


Johnson & Prince Sts., Brooklyn, N.Y 


INA RAY HUTTON, sensational “Girl” Band Lead- 
er, is famous for her “encores” OLD TOWN, 
too, gets encores in thousands of offices daily 
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ticipated were given beautiful sets of silverware. The 
average total percentage of the winners was 218. Only 
one was below quota. The highest—561%—was earned 
by Homer Reid, of International Business Machines 


Corporation, who in addition to winning a prize him- | 
self also accounted for one for his employer, E. H. | 
Corey, president of the Chicago association and man- | 
ager of the I.B.M. tabulating division. Mr. Corey re- | 
ceived an electric razor donated by Frank Lehman of | 
Dictagraph Sales Corporation to the club to be given | 
as a prize for the manager whose salesman sold the | 
highest percentage of quota during the period of the 


contest. 
Among the winners of the silverware besides Mr. 


Reid, listed in order of quota points, were: H. W. | 


Bornhoft, L. C. Smith & Corona Typewriters, Inc.; 


R. W. Page, Ditto, Inc.; E. H. Saul, Typewriter Division, | 
IB.M.; W. J. Jallass, Felt & Tarrant Manufacturing 


Company; Mike Brown, Time Recorder Division, I.B.M.; 


E. A. Graham, Dictaphone Sales Corporation; F. B. | 


Day, Stromberg Electric Company; John Eismann, 


Nelson-Eismann Company, and C. N. Francis, Mar- | 


chant Calculating Machine Company. Brief talks were 
made by James T. Stewart, W. S. Gilkey Printing Com- 
pany, who presented the razor on behalf of the club; 
A. H. Foxcroft of L. C. Smith & Corona Typewriters, 


Inc.; C. L. Hayes of I.B.M.; John A. Gilbert of OFFICE | 


APPLIANCES; William Ireland of the Todd Company; 


William Eismann of Nelson-Eismann Company, and | 


President Ed Corey. Mr. Foxcroft and Mr. Hayes are 


former presidents of the club. During the interval | 


between dinner and the announcement of the awards 
Gordon Buck, superintendent of the I.B.M. service 


department, entertained the group of approximately | 
forty-five men with numbers on the piano and piano 


accordion. 
It was announced that E. L. Capehart of I.B.M., for- 
mer president of the Chicago Office Appliance Man- 


agers and now stationed in Akron, Ohio, was in the 
Akron City hospital seriously ill from a combination of | 


appendicitis, peritonitis and pneumonia. A letter of 
sympathy was sent to Mrs. Capehart and flowers to her 
husband. 
a oe os 
HAMILTON PRESIDES AT ADVERTISERS CLUB 
PARTY 

Clarence W. Hamilton, sales promotion manager, The 

Globe-Wernicke Co., was chairman of a spectacular 


Christmas party staged by The Advertisers’ Club of | 
Cincinnati in the ballroom of the Hotel Gibson, Wed- | 


nesday noon, December 21. 


More than 200 business and advertising executives | 
were present to enjoy an all-star program provided | 
by the Crosley Corporation and broadcast through | 
radio station WSAI over the entire Mutual network | 


from coast to coast. 


The Board of Governors of the Advertisers’ Club and | 
a group of guests were at the speakers table, including | 


U. S. Senator-elect Robert A. Taft, Democratic national 
committeeman from Ohio; Charles Sawyer; Alexander 
Thomson, president Ohio Chamber of Commerce; 


Mayor James G. Stewart; City Manager C. O. Sherrill 


and Judge Clarence Sproul. 


In addition to the splendid music and entertainment, | 


Christmas greetings were broadcast to the nation by 


Mayor Stewart, Harry E. Blaney, president, the Adver- | 


tisers’ Club, and Chairman C. W. Hamilton. 
—— So 


STATIONERS’ BOARD OF TRADE LUNCHEON HELD 

Under the sponsorship of the Stationers’ & Pub- 
lishers’ Board of Trade, the second luncheon held for 
the purpose of promoting a better acquaintance and 
relationship between sales departments and credit 
departments was held Tuesday, January 24, at the 
Aldine Club, 200 Fifth avenue, New York City. Nearly 
fifty well known representatives of the industry 
gathered to exchange viewpoints and promote under- 
standing of common problems. 

Louis Tavernier, of the Fulton Specialty Company, 





Mr. Dealer, The Ames Supply Company only 
comes in contact with your customers through 


YOU. 
All of our eggs are in your basket. 
You are our friend and our business associate. 


To you, therefore, we have always extended our 
wholehearted co-operation. Success to you 
throughout 1939. 


1938 figures have revealed to us a number of Sup- 
plies which sold quickly and easily. We pass them 
along to you. 


Best Selling Supplies 
of 1938 


1—Kil-Klatter Typewriter Pads 
2—True Mark Type Cleaner 
3—Twirler Cushions 

4—True Mark Typewriter Ribbons 
5—Mercury Silk Ribbons 


6—Ames Long-Wearing Platens 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


HOME 564 West Randolph Street 
OFFICES Chicago, Illinois, U.S.A. 
Telephone Franklin 1946 


LONDON 
DEPOT 


London, England.—Longs, Ltd.,.—80 Queen Street 


BRANCHES New York City——37 Murray Street—Bareclay 7-2191 
San Francisco—583 Market Street—Garfield 1264 
Dallas——206 Lane Street——2-8894 
Atlanta—11 Pryor Street—Walnut 2443 


Boston—136 Federal Street 
Cincinnati—808 Main Street 
Cleveland—1006 Superior Ave., N.E. 
Denver——926 Seventeenth Street 


OFFICES 


Les Angeles——524 Spring Street 
Mexico City—Mexico—Jesus Carranza No. 28 

,, New Orleans—514 St. Charles Street 
Philadelphia—130 South llth Street 
Pittsburgh——129 Fifth Avenue 
Seattle——91 Spring Street 
Washington, D. C.—718 Fourteenth Street, N.W. 

















See the Jasper Chair Co. 
Exhibit of Correct Posture 
School Chairs ... atthe 
National School Supplies 
and Equipment Association 
Convention, February 19-23, 
inclusive, Palmer House, 
Chicago. 


Mr. Koerner, Mr. Litchfield, and Mr. Brown 


in charge. 


The exhibit includes 


seating equipment for 














schools, libraries, col- 
leges and universities, in 
which good design, cor- 
rect posture and the 
strongest construction 
known today are pre- 
eminent features. Many 
designs are available— 


send for our catalog. 


JASPER 
CHAIR 
COMPANY 


JASPER 
INDIANA 
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acted as master of ceremonies, ably assisted by Howard 
Sanders, executive secretary of the board of trade. 

In opening the meet, Mr. Tavernier welcomed the 
directors of the board of trade present, and introduced 
Harry Lynn of the Esterbrook Steel Pen Manufactur- 
ing Company who spoke on the subject of “Protecting 
Salesman’s Interest.” 

Mr. Lynn expressed the belief that we might well 
acknowledge the lack of codperation at times between 
sales departments and credit departments. He em- 
phasized the fact that the sole purpose of the sales- 
man was not alone to get orders. He pointed out 
that there was the opportunity and duty to gather 
certain information of value to the credit man through 
the personal contact of the salesman, and that a com- 
plete sale included not only the delivery of the goods 
but also the collection of payment for them. 

He also declared that too frequently the purchaser 
viewed the credit man in the wrong light. He recom- 
mended that buyers work with the credit men and 
make good accounts for the credit department as well 
as for the sales department. He illustrated his point 
by giving instances of the value of codperation between 
these two departments in sales work. 

The speaker urged that the salesmen use more 
care in opening new accounts. He pointed out that 
there was the duty to study conditions surrounding 
the opening of new accounts, and that salesmen can 
do much in codperation with the credit department 
toward making satisfactory accounts. He urged that 
salesmen watch the changing complexion of accounts, 
and report such matters to the credit department so 
that the credit department may act intelligently. 

For the credit man he recommended the visiting of 
accounts so as to get a personal acquaintance with 
the customers. At sales conferences, he said the credit 
department address the sales force and point out the 
opportunities to serve the company represented with 
profit. 

Discuss Subject 

Following Mr. Lynn’s talk, there was a general dis- 
cussion in which a number of those present took part, 
pointing out the value of exchanging information 
which was real information and eliminating gossip. 

Mr. Sanders then addressed the meeting expressing 
the desire of the board of trade to serve the industry 
and made a suggestion that a committee be appointed 
to promote the holding of regular luncheons and dis- 
cussions of the type which has been now held twice. 
He pointed out that the existing conditions in New 
York justified the effort, and that certainly it was the 
desire of the industry to keep men in business and 
that salesmen as well as credit departments had a 
responsibility to perpetuate accounts. 

He dwelt on the value of codperation between the 
sales and credit departments, explaining that bills 
must be paid if business is to continue. 

Mr. Sanders then appointed a committee to act as 
a group in charge of the continuation of the luncheons 
regularly on the third Tuesday of each month. 

The committee is composed of Mr. Lynn, Louis 
Wachtel of the American Pencil Company, Harry 
Yager of David Kahn, Inc., P. F. Miller of the Oxford 
Filing Supply Company, J. P. Templeton of the Joseph 
Dixon Crucible Company and Robert Miller of the 
Miller Art Company. This gave sales departments a 
representation on the committee of three, and the 
credit departments a representation of three. 

The meeting then adjoined subject to call by the 
committee acting under the instructions that the 
luncheon was to be held on the third Tuesday of the 
month. 


_——___9-— 
PINE TREE STATIONERS ELECT OFFICERS 
At a recent meeting of the Pine Tree Stationers 
Association the following were elected to serve as 
officers for 1939: 
President, Leon Berry, W. W. Berry Company, Water- 
ville, Me.; vice-president, Arthur J. Stevens, Dilling- 























IT ALL ADDS 
UP TO THIS... 





No matter how you figure, it all adds up to the fact 
that the 





MONARCH PORTABLE 
adding-listing machine 


is the fastest moving, popular priced adder on the 
market. No other figure machine gives such complete 
customer satisfaction together with a nice cash profit 
for you. 

The Monarch provides adding machine features usu- 
ally found only in machines costing a great deal more. 
What other low cost adder can give aluminum case 
and base—ten key keyboard (the fastest and most 
practical ever devised)—Multiplication—Correction 
Key—Back Space Key—Automatic Ribbon Reverse— 
7 column capacity—a weight of only 11 pounds and 
built with the precision of a fine watch. 


ADD THE MONARCH TO YOUR LINE 
AND MULTIPLY YOUR PROFITS! 


AMERICAN WRITING MACHINE CO. 


115-117 Worth St. New York, N. Y. 
Established 1880 


ems’ UT THIS COUPON IN THE MAIL TODAY*<——- 


For use in United States only. 


AMERICAN WRITING MACHINE CO. 

117 Worth St., New York, N. Y. 

Send me complete information about the Monarch Listing-Adding 
Machine franchise. 

Name 

Address 


City State 
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ham’s, Bangor, Me., and secretary-treasurer, Horton 
R. Frisbee, Roberts Office Supply Company, Portland, 


Me. Fina gilt tn 
VICTOR DISTRICT MANAGERS HOLD SALES 
CONVENTION 


Journeying to the company’s plant at North Tona- 
wanda, N. Y-, from every section of the country, dis- 
trict sales managers of the Victor Safe & Equipment 
Company last month participated in an enthusiastic 
convention for the purpose of formulating sales plans 
for 1939. 

Almost the entire week was given over to discus- 
sions of ways and means of helping the dealer sell 
more Victor equipment and merchandise. The keynote 
of the series of meetings was the spirit of optimism 
over prospects for the new year expressed by everyone 
present. 

All of the delegates were housed comfortably in the 
same hotel in which the meetings were called to order 





THEY TOOK PART IN THE VICTOR SAFE & EQUIPMENT COM- 
PANY’S RECENT SALES CONVENTION.—Seated, (L to R) Homer 
F. Sheets, Midwest; Jim W. Cooper, Jr.. South; John Duncan, 
Midwest; Ray Scharrer, John Summers, J. A. McCormick, home 
office. Standing: Allan Murray. home office; R. C. Strafford III, 
Southwest; E. H. Knapp. New England; W. F. Block, president; 
R. J. Moulton, Eastern; Ben Okin, New York; Charles R. Barry. 
Pacific Coast. 


each morning. The conference room was appropriately 
decorated with pictures and samples of Victor prod- 
ucts, all of which helped to dramatize the surprises the 
men received at the convention when several new 
samples and sales helps were introduced. 


—>-—___ 
12:30 CLUB ELECTS OFFICERS 

Dwight N. Briggs, Sun Rubber Company, 305 Broad- 
way, New York, N. Y., was unanimously re-elected 
president of the Stationers 12:30 Club of New York 
City at that organization’s annual election of officers, 
held at Gassner’s restaurant, January 9. 

G. D. (Gerry) White, genial representative of Acco 
Products, Inc., was elected to the arduous job of 
secretary for which he is ideally fitted; E. F. Dooley, 
New York office manager for the Wilson-Jones Com- 
pany, was re-elected vice-president, and George C. 
Wheeler, of OFFICE APPLIANCES, was re-elected treas- 
urer. 

A vote by popular acclaim was extended Louis 
Caracci, Nor-Wood Company, for his capital work as 
chairman of the entertainment committee of the club. 


oasis 
ANDERSON ADDRESSES CREDIT MEN 

H. C. Anderson, general sales manager, The Globe- 
Wernicke Co., spoke before the Cincinnati Asso- 
ciation of Credit Men, Tuesday, January 10. His sub- 
ject was, “Codrdinating Credit and Sales Work,” and 
pointed out numerous ways which sales and credit de- 
partment could work together for their mutual bene- 
fit. The talk created much favorable comment from 
sales and credit executives who were present at the 
meeting. 








All folders are cylinder made from Rolled Stock, 
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THE FOLDER FAMILY 
Qustocrats 








NUBIAN FIBRE BOARD 





GENUINE PRESSBOARD 


Expansion Bottom of Cloth made to 
our own specifications to insure 
wearability—Ready-Punched 
for Acco style fasteners 





THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 
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KOCH BROS. HOLDS 50TH ANNIVERSARY DINNER 
By A. J. Nordstrom 

On Saturday evening, January 7th, Koch Brothers, 
Stationery, printing and office furniture company of 
Des Moines, Iowa, held their fiftieth anniversary din- 
ner. Present at the event was the entire sales force 
of the Koch organization, and several manufacturers 
representatives. 

Talks were given by William Koch, president of the 
company, and by Blaine Bristoll, vice-president; Edd 
B. Dawson, general sales manager and James L. Smith, 
assistant sales manager in charge of city sales. Mem- 
bers of Koch Brothers sales staff responded as did the 
various factory representatives. 

Among those present from out of town were John 
Kruger, R. C. Clarke, and Jack Ellis of the F. S. Web- 
ster Company; Fred Schaefer, Sanford Ink Company; 
August Krohne, American Pencil Company, and the 
writer, of the Smead Manufacturing Company. 

Sales meetings were held by the manufacturers rep- 
resentatives for two days preceding the dinner. Among 
those holding the meetings was H. Edward Cooper, 
of the Boorum & Pease Company, who was unable 
to be present at the dinner owing to a very bad cold, 
and Bob Valleau of the Sight Light Corporation. 

At the dinner, which was also held to celebrate Mr. 
Bristoll’s fifteenth year as vice-president and general 
manager, it was announced by President Koch that 
the company has just completed the largest year’s 
business in the history of the firm. During the evening 
Mr. Dawson pledged Mr. Koch and Mr. Bristoll that 
1939 sales would surpass those of the year just passed 
by at least twenty-five per cent. 

A leather bound book containing copies of orders 
turned in by the entire sales staff for future delivery 
was presented to Mr. Koch, who in turn gave it to Mr. 
Bristoll with the statement that the record showed 
nearly twice the business of the largest month ever 
recorded in Koch Brothers history. Following the din- 
ner cards were played and a general good time enjoyed 
by everyone present. 


en ee 


PENN-MAR-VA-ITES ENJOY YULE PARTY 

Members of the Penn-Mar-Va Travelers Club held 
their Christmas dinner and entertainment at the Poor 
Richard Club, Philadelphia, on December 21. A busi- 
ness meeting preceded the event and was disposed of 
with dispatch by President Stanley M. Woodruff. 

The holiday spirit prompted the gathering to enjoy 
the event to the fullest. Kip Edwards aroused enthus- 
siasm among the “Knights of the Grip” with his 
rendition of “On the Road to Mandalay” and a quar- 
tette composed of George Harscheid, John Dwyer, Peter 
Patterson and Stan Woodruff, took a bow on its 
famous dialect song “Vat is dis ting.” In addition, 
David Price, chairman of the entertainment committee 
uncovered many surprises among the talent presented. 

The assembled members were pleased to have with 
them Robert L. Thomas, governor of the third regional 
district, who took time off from his duties at Lucas 
Brothers to make a special trip from Baltimore and 
enjoy the party with the gang. 


OH —_———— 


POHL TO HEAD N. Y. DEALERS 


With a record crowd on hand and an optimistic 
spirit prevailing over the outlook for 1939, the annual 
meeting and election of officers of the New York Office 
Machine Dealers Association was held in the Hotel 
New Yorker on January 12. 

The new officers of the association are: 

Anton J. Pohl, Jr., Business Machines Service Com- 
pany, president; Irving Ritchie, Adding & Bookkeeping 
Machine Company, vice-president, and John C. Velt- 
man, secretary-treasurer. The 1939 board of directors 
is composed of John Loser, Sam Hutter, George 













































































When Leading Banks Buy. . . 


Front and back views—new Steelcase 
Bank installation—Banker’s Federal 
Savings and Loan Association, Neu 


York City. 
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STEELCASE IS CHOSEN 
FOR SOUND INVESTMENT 


When banks buy, they look for efficiency, long service, 
appearance and above all for a sound investment. The 
ability to fit well into the picture and to do the job a little 
better, has always been a Steelcase quality. The Steelcase 
line fills every important requirement in the execution of 
the perfect plan. It has acquired an acceptance value that 


works for the betterment of every Steelcase dealer. 


The modern Steelcase line of office equipment is backed by 
a most unique sales and profit record. The list of Steelcase 
installations among business organizations and institutions 
of every type reads like the Blue Book of America. Our 
new 1939 catalog is now available. Be sure to send for a 


copy at once. 
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KOCH BROS. HOLDS 50TH ANNIVERSARY DINNER 
By A. J. Nordstrom 

On Saturday evening, January 7th, Koch Brothers, 
Stationery, printing and office furniture company of 
Des Moines, Iowa, held their fiftieth anniversary din- 
ner. Present at the event was the entire sales force 
of the Koch organization, and several manufacturers 
representatives. 

Talks were given by William Koch, president of the 
company, and by Blaine Bristoll, vice-president; Edd 
B. Dawson, general sales manager and James L. Smith, 
assistant sales manager in charge of city sales. Mem- 
bers of Koch Brothers sales staff responded as did the 
various factory representatives. 

Among those present from out of town were John 
Kruger, R. C. Clarke, and Jack Ellis of the F. S. Web- 
ster Company; Fred Schaefer, Sanford Ink Company; 
August Krohne, American Pencil Company, and the 
writer, of the Smead Manufacturing Company. 

Sales meetings were held by the manufacturers rep- 
resentatives for two days preceding the dinner. Among 
those holding the meetings was H. Edward Cooper, 
of the Boorum & Pease Company, who was unable 
to be present at the dinner owing to a very bad cold, 
and Bob Valleau of the Sight Light Corporation. 

At the dinner, which was also held to celebrate Mr. 
Bristoll’s fifteenth year as vice-president and general 
manager, it was announced by President Koch that 
the company has just completed the largest year’s 
business in the history of the firm. During the evening 
Mr. Dawson pledged Mr. Koch and Mr. Bristoll that 
1939 sales would surpass those of the year just passed 
by at least twenty-five per cent. 

A leather bound book containing copies of orders 
turned in by the entire sales staff for future delivery 
was presented to Mr. Koch, who in turn gave it to Mr. 
Bristoll with the statement that the record showed 
nearly twice the business of the largest month ever 
recorded in Koch Brothers history. Following the din- 
ner cards were played and a general good time enjoyed 
by everyone present. 


————— > —_____ 


PENN-MAR-VA-ITES ENJOY YULE PARTY 

Members of the Penn-Mar-Va Travelers Club held 
their Christmas dinner and entertainment at the Poor 
Richard Club, Philadelphia, on December 21. A busi- 
ness meeting preceded the event and was disposed of 
with dispatch by President Stanley M. Woodruff. 

The holiday spirit prompted the gathering to enjoy 
the event to the fullest. Kip Edwards aroused enthus- 
siasm among the “Knights of the Grip” with his 
rendition of “On the Road to Mandalay” and a quar- 
tette composed of George Harscheid, John Dwyer, Peter 
Patterson and Stan Woodruff, took a bow on its 
famous dialect song “Vat is dis ting.” In addition, 
David Price, chairman of the entertainment committee 
uncovered many surprises among the talent presented. 

The assembled members were pleased to have with 
them Robert L. Thomas, governor of the third regional 
district, who took time off from his duties at Lucas 
Brothers to make a special trip from Baltimore and 
enjoy the party with the gang. 

a cee 


POHL TO HEAD N. Y. DEALERS 


With a record crowd on hand and an optimistic 
spirit prevailing over the outlook for 1939, the annual 
meeting and election of officers of the New York Office 
Machine Dealers Association was held in the Hotel 
New Yorker on January 12. 

The new officers of the association are: 


Anton J. Pohl, Jr., Business Machines Service Com- 
pany, president; Irving Ritchie, Adding & Bookkeeping 
Machine Company, vice-president, and John C. Velt- 
man, secretary-treasurer. The 1939 board of directors 
is composed of John Loser, Sam Hutter, George 


















































When Leading Banks Buy .. . 

















STEELCASE 1S CHOSEN 
mhgegmye FOR SOUND INVESTMENT 


York City. 


When banks buy, they look for efficiency, long service, 
appearance and above all for a sound investment. The 
ability to fit well into the picture and to do the job a little 
better, has always been a Steelcase quality. The Steelcase 
line fills every important requirement in the execution of 
the perfect plan. It has acquired an acceptance value that 


works for the betterment of every Steelcase dealer. 


The modern Steelcase line of office equipment is backed by 
a most unique sales and profit record. The list of Steelcase 
installations among business organizations and institutions 
of every type reads like the Blue Book of America. Our 
new 1939 catalog is now available. Be sure to send for a 


copy at once. 


[STEELCASE 
a . . . found where business succeeds 


Metal OrTrice. 


FURNITURE COMPANY 


GRAND RAPIDS. ¢3MICHIGAN 























OFFICE APPLIANCES 


GENUINE 


JASPER CHAIR CO. Leather 
Upholstered Office Chairs 


GENUINE because we apply ideas and suggestions of our own 
and of our dealers and their trade to the developing and im- 
provement of our line, rather than outside suggestions or 
methods. For results, we point with pride to the better values, 
greater comfort, inspiring design and our well known sturdy 
construction that assures lifetime service—always emphasiz- 
ing our slogan, “The Right Chair at the Right Price.” 
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GENUINE American walnut, Eagle Ottawa leathers of guar- 
anteed color, Collier-Keyworth Balanced Action Chair Irons, 
all quality products themselves, are brought together by Jasper 
Chair Co. craftsmen, in chairs of accentuated quality and 
greater sales power. Catalog No. 25 illustrates our full line 
of leather upholstered and all-wood office chairs. Just a few 
chairs in your display will develop much profitable business. 
Write us. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mer. James S. Fowls, (Southern) E. W. Thomas, (Southwest) 
R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd 3004 Mountain Ave., 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio Birmingham, Ala. 

S. H. MacDonald, (West) W. H. Brown, (Chicago-Midwest) 

Orpheum Bldg., 6708 Glenwood Ave., Chicago 


Seattle, Wash. (Phone ROGers Park 3644) 











FEBRUARY, 1939 


Neuschafer, B. A. Engel, John A. La Hiff, T. R. Patton | 


and John J. Duffie. 


Immediately following the election President-elect | 
Pohl named the following men to the various commit- | 
tees: Grievance, Messrs. Neuschafer, Hutter, Engel and | 

















ANTON J. POHL, JR. 


L. D. Elmer; membership, A. H. Wittekind; publicity, 
Messrs. Pohl and Veltman; auditing, Mr. Loser, Solo- 
mon Jacobs and Nicholas H. Fucci. 


ee ae 
CHICAGO TYPEWRITER MEN HOLD FIRST 


MEETING OF 1939 
On the evening of January 10 about twenty-five 


members of the Chicago Typewriter Dealers Associa- | 


tion, Inc., gathered for the regular monthly meeting 
in the Sherman hotel. Following the discharge of 
routine business the problem of meeting the compe- 
tition of the general merchandise wholesalers was dis- 
cussed at length. The interchange of ideas terminated 
in the appointment of Sam Fogel of the Mid-City 


Typewriter Exchange, as a committee of one to secure | 


an attorney’s opinion. 


At the conclusion of the business meeting two fine | 


prizes provided by C. A. Thompson of the Shipman- 
Ward Manufacturing company were awarded. John 
Grobark of the Young Office Equipment Company and 
Henry Schroeder of Remington Rand Inc., were the 


fortunate recipients of the prizes. The latter, attrac- | 


tively wrapped in silver paper augmented by blue 


cellophane ties, proved to be handsome fountain pen 


and pencil sets. 
0 — 2 
NORTHERN CALIF. DEALERS ELECT O’CONNOR 
PRESIDENT 


The annual banquet and installation of officers for 


the Carbon & Ribbon Dealers Association of Northern 
California was held Tuesday evening, December 6 at 
the Whitcomb hotel in San Francisco. Besides the 
installation, dinner, entertainment, and short talks 
made the evening enjoyable. J. Francis O’Connor of 
the Pacific Carbon and Ribbon Manufacturing Com- 


pany was installed as president for the coming year. | 
Art Schirmeyer, of the H. & M. C. Company, was | 


installed as vice-president. The new board of directors 
consists of L. H. Chapman, A. Carlisle & Company; 
Upham & Rutledge, Inc., H. M. Scarscallen, West 
Coast Carbon & Ribbon Company; T. J. (Ted) Gibson, 
Miller, Bryant & Pierce Company; Harry Peters, Kast- 
ner & Company; W. G. Huston, Mittag & Volger, Inc.; 
Al Hammergren, H. & M. C. Company; and William 
Taylor of Remington Rand, Inc.—SS 
eae = ee 
BUSSING TO HEAD DETROIT STATIONERS 

At a meeting of the Stationers Association of Detroit, 
held January 3, T. Walter Bussing, Bussing’s, was 
elected president, and H. C. Wilking, B. C. D. Office 
Equipment Company, was elected secretary. Details of 
the next meeting will be available for the March 
number. 
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An 

OUTSTANDING 

DEVELOPMENT 

in 

PACKAGING of 
“PAPERS... 


Improves 
SALABILITY 
USABILITY 















“STOCKABILITY"™ 






‘Spmoved is the profit-builder 
of retail business, and merchandise that builds 
demand and gets repeat orders increases turn- 
over ...and profits. 


BOX-WRAPT PRODUCTS build profits be- 
cause... once they use BOX-WRAPT PROD- 
UCTS ... customers demand the easy-opening, 
convenient, protective BOX-WRAPT package, 
and the quality it guarantees. 


EASY TO OPEN 
DP age i é 
4y/ 


PROTECTS 
CONTENTS 


we : 
BOX-WRAPT PRODUCTS 


STACKS LIKE Typing Papers Second Sheets 
Se Manifold Papers 
Mimeograph Papers 
Manila File Folders 


BUY BO X-WRAPT 


(Patent Pending) 


COMMERCIAL STATIONERY 
ROCKWELL-BARNES COMPANY 


1515 WEST 38th STREET CHICAGO 


* BOX-WRAPT (patent pending) 
is an exclusive Rockwell-Barnes 
dealer-service feature and is not 
available on any other dealer line 
of commercial stationery. 
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Because the 


UHL STEEL 


No. 9000 Chair 


is not heralded by us as being a distinct 
piece of office furniture, some office 
equipment dealers are making no effort 
to sell them. 

On account of its Posture Style seat, 
the No. 9000 chair is used extensively 
by stenographers, bookkeepers, secre- 
taries, etc. 

It surely is one of the most comfort- 
able chairs ever built. 














We can send you a list enu- 
merating the surprisingly large 
number of uses for which the 
No. 9000 chairs have been sold. 

We are satisfied that you can 
easily make sales by following 
up the leads on this list. 


for 


catalog 


No. 9000 with wood 
seat and back rest 





Made of our special cold-rolled 
steel which is tough and stiff and 
strong. Entire frame is welded into a 
single steel unit. Wood parts are 
water-resistant. Equipped with steel, 
dome-shaped tips. Excellent finish on 
wood and metal parts. Made in sev- 
eral different styles. 


The Toledo Metal 
1664 Hastings St. 


Furniture Co. 
Toledo, Ohio 











OFFICE APPLIANCES 


WALSH HEADS WIS-ILL CLUB 

Herbert J. Walsh, middle western representative for 
Southworth Paper Company and Richard Best Pencil 
Company, was elected president of the Wis-Ill Club 
for 1939. He succeeds Harry Balch who piloted the 
club through a highly successful year in 1938. 

Other officers chosen to serve during the new year 
are Charles P. Mueller of Joseph Dixon Crucible Com- 
pany, first vice-president; G. J. Aigner of G. J. Aigner 
Company, second vice-president; George Cormack, 
Wilson-Jones Company, third vice-president; Ray 





H. J. WALSH 


Eichenlaub, Service Steel Products Company, treasurer; 
Tom Gillice, Rockwell-Barnes Company, secretary. The 
last two were reelected because of their splendid serv- 
ices during the past several years. A vote of thanks 
was extended to the retiring officers for the excellent 
services during their period of office. 

Preceding the election a brief business session was 
held and President Balch urged that the members of 
the club back up the New Year’s Eve party. Mr. 
Eichenlaub presented the treasurer’s report, showing 
that the club had collected and spent more than 
$2,000 during the year and had a balance of more 
than $500 as the year closed. Mr. Balch appointed 
John Gilbert of Orrice APPLIANCES and Charlie Mueller 
a committee to audit the treasurer’s books. This was 
in response to a motion made at the treasurer’s 
request. 

as 
COLUMBIA DISTRICT MANAGERS MEET AT 
GLEN COVE 

District and branch managers of the Columbia Rib- 
bon & Carbon Manufacturing Company, Glen Cove, 
Long Island, gathered at the company offices and 
plant for a general sales meeting during the week-end 
of December 17-19. 

As specialists in the various phases of manufacturing 
and selling which enters into the ribbon and carbon 
business, each man present was well qualified to speak 
on at least one subject close to him. Accordingly each 
of the visitors read a paper on some phase of the com- 
pany’s business in which he is a recognized authority. 

After the final executive meeting on Monday, the 
group journeyed to New York as guests of the Colum- 
bia executives where they attended a dinner and wit- 
nessed a performance of a current Broadway hit, 
“Hellzapoppin.” 

encsinasighnlileitllad ty 
CONN. VALLEY STATIONERS TO MEET 

Scheduled to include the appearance of several 
prominent speakers, the annual convention of the 
Connecticut Valley Stationers Association will be held 
February 14 in New Haven. 

Members planning to attend the affair are scheduled 
to meet at noon at the New Haven Rotary Club for 
luncheon, following which they will adjourn to the 
Hotel Taft for the business meeting. 

During the afternoon the delegates will listen to 














A New a 









The SECURITY “3600” Series unques- 
tionably represents the outstanding filing 
cabinet value of the year. Here is a cabinet 
built to the standards of high priced cab- 
inets — incorporating all the outstanding 
features that the wide-awake buyer de- 









mands. 






Value lies not in price alone—not in 





quality alone—but when quality is built into 






a file at competitive prices—that is value. 






The “3600” series is offered to meet the 
ever-increasing demand for maximum fil- 







ing capacity in the moderate price bracket. 






The series includes all the most de- 






manded arrangements in regular—counter 
and desk heights, as well as the 5500 line 







five high. 
Four important SECURITY features are 
incorporated in the cabinet construction. 












1. Heavy gauge—re-inforced frame. 


2. Side locking positive type follower. 






3. Progressive cradle type suspension. 





1. Maximum filing capacity. 






* 










Write today for literature 
on this profit-making line. 


SECURITY STEEL EQUIPMENT CORPORATION -:- AVENEL, NEW JERSEY 
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AN ADVERTISEMENT OF THE WORLD'S LARGEST 
MANUFACTURER OF PENCIL SHARPENERS 


TURNOVERS 


PROVED FOR = eee & . 


PawVvYeD FOR MORE PROG 


Let the APSCO Line give you faster turnover and 
more profit, Cash in on this proved merchandis- 


and see how it will build busi- 





ing experience 
ness for you. 
Discover the vast, profitable interest you can 
create with regular displays of the APSCO Line. 
See how turnover speeds up . . . profits increase! 
And see how customers depend on APSCO per- 
formance. For APSCO Cutters cut — they never 
scrape. They offer the correct number of non- 
. and 


clogging, hollow-ground cutting edges . . 


knife-like sharpness, combined with great dura- 


bility. 





SET UP A PROMINENT DISPLAY OF THE 
APSCO LINE IN YOUR STORE TODAY 


Automatic Pencit Suarpener Division 


SPENGLER-LOOMIS MANUFACTURING COMPANY, CHICAGO, ILLINOIS 








OFFICE APPLIANCES 


several interesting addresses, chief of which will be 
delivered by Charles P. Garvin, general manager of 
The National Stationers Association, and by Professor 
Hubert Greaves of Yale University. 
At 6:30 o’clock the members will attend the annual 
dinner during which entertainment will be provided. 
It is expected that a full report of the meeting will 


| be available for the March issue. 


—~<=e 


MAHOGANY ASSOCIATION HOLDS ANNUAL 
MEETING 

The Mahogany Association, Inc., held its annual 
meeting at the Congress hotel in Chicago on Jan- 
uary 20. The officers elected for 1939 were the follow- 
ing: 
President, Harry A. Freiberg, president, The Frei- 
berg Mahogany Company, Cincinnati, Ohio; vice-presi- 
dent, Stewart Smythe, president, Stewart Smythe Ma- 
hogany Company, Philadelphia, Pa.; treasurer, Chas. 
A. Knapp, vice-president, Willard Hawes & Company, 
New York, N. Y.; secretary and manager, Geo. N. Lamb, 


| Chicago, Ill. 


Walter R. Jones, vice-president of the Mengel Com- 
pany, was the retiring president of the association, 
having served two terms. 

The secretary, Geo. N. Lamb, in his annual report, 
indicated that both the mahogany lumber and veneer 
business had shown substantial improvement in the 


| second half of 1938 over the low ebb reached during 


the first half of last year. The last three months 
especially showed marked improvement, with Decem- 
ber lumber shipments eight and one-half per cent 
greater than November. This was particularly encour- 
aging, as December is always a poor shipping month. 
At the directors’ meeting, which followed the an- 
nual meeting of the Mahogany Association, it was 
decided to continue the various activities of the trade 
promotion campaign and to expand this work as in- 
creased business made a larger revenue available for 


this purpose. 
—>--—_—___- 


SIXTH DISTRICT PLANS UNDER WAY 

The committee in charge of the sixth district meet- 
ing to be held at the Pere Marquette Hotel in Peoria 
May 2 and 3 will meet with Cless O. Burras of Oak 
Park, regional governor, February 18, for the purpose 
of working out a suitable program. This meeting is to 
be held in connection with the annual convention of 
the Illinois Booksellers & Stationers Association, of 


which Tony Markelz of Joliet is president. 
> 


SQUARE CLUB SETS DINNER-DANCE DATE 

The annual dinner-dance of the Stationers Square 
Club of Greater New York will be held February 11 at 
the Waldorf-Astoria for the third successive year. The 
hotel’s “Starlight Roof,’ one of the largest and most 
popular rooms in New York, has been reserved for the 
occasion, according to Club Secretary Albert McLane. 
o—t -« 

GLOBE-WERNICKE EMPLOYES HOLD XMAS PARTY 
Globe-Wernicke Co., office employes enjoyed a jolly 
Christmas party in the company dining room, Friday 
noon, December 23. Following a holiday greeting from 
president, J. S. Sprott, there was an interesting pro- 
gram of music and entertainment provided by em- 


ployes. 





o—e) 


KOCH TO AGAIN HEAD EMPLOYERS’ ASSN. 
Raymond J. Koch, president of the Felt & Tarrant 
Manufacturing Company, last month was unanimously 
reelected president of the Employers’ Association of 


Chicago, at a meeting held in the Chicago Club. 
pee 


NEW YORK O. M. D. A. TO HOLD DINNER-DANCE 

The fourth annual dinner-dance of the Office Ma- 
chine Dealers Association of New York will be held on 
March 4 at the Hotel New Yorker. Members present 
will be given an opportunity to meet John Loser, new 
president of the National Typewriter and Office Ma- 
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és ” bP Beet 
The DADDY of Them All (A Eee 
ast iA 
Who started all this Stapling Plier AY KA 
business, anyway? ww 
Attaches tags to rugs for stores, Seals packages of bulk goods; 
warehouses or cleane: Hark back to the early twenties and you who were packers, grocers, retail dealers. 
in the Office Supply business will probably remem- 
le se ber NEVA-CLOG’s introduction to the trade. Soon 
Nay) poet you all began to appreciate the many advantages 
h of a plier-type stapling machine and your sales 
ieee 4 grew, your staple business prospered, and NEVA- 
, ’ CLOG prospered with you. This NEVA-CLOG S-100 ' 
Seals } ie aie iis Daan machine (though it had no number at that time) Teas. gonde insu eeaaiee 
ement, vegetables, et: is the “Daddy” of all plier-type staplers, and still amples and labels to boxes. 
by far the finest performing machine of its type ever 
»~ = to be put on the market. 
a. To be sure, the 1939 model has many improvements 
MS Sy, and many refinements made constantly year 
—= after year, some visible, some hidden within the 
" mechanism. 
Fastens up t sheets of pape Attaches identification to cloth 
eee So, we can say truthfully and unblushingly that — eS ee 
OR for the greatest performance, satisfaction, and all- J 
around utility that this S-100 NEVA-CLOG Plier : Bi 3 
should head your “must-sell” list. ae Be 
Assured satisfaction is the most important 
element of any business transaction. 























manufactured goods, fab- 


e ainar Bal aeeees. “HE PROFITS MOST WHO SERVES BEST.” Eee 


' NEVASLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 


Fasten Things Together 
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INCREASE YOUR SALES WITH 
THESE EFFICIENT 
wm AND ECONOMICAL 
GLOBE-WERNICKE 
® 5700” LINE 
STEEL FILES 


Here is a revolutionary improvement in 
steel files with many advantages includ- 
ing important saving of valuable floor 







Drawers glide quickly and 
easily on ten self-adjust- 
bate MN-34-1-) Mme of SOC Uae bale MRA Ze) 
for-1-1 ed a¥- bare t- bal te ME 34-1-) MB ae) 
Uso e b a Wo a- Co OCW ago) o) ole 
gressive extension slide ... 
atte) el-sah ol bbaahel-sa-f-Jbeaabbat-ha-) 
pated t-1-5 


space ... greater filing capacity ... 
extraordinarily smooth, quiet, easy drawer 
operation . . . rugged construction... 


attractive finishes with modern stream- 
lined hardware and LOW COST. They 


ierowsll design makes it carry the ‘‘C’”’ grade label and are priced 


possible to reduce width accordingly. 

of a = etfect . Made in letter and legal sizes with each drawer having a clear filing 
ea? ——- OOF capacity of 2614”, or a total of 105 filing inches for standard four 
— drawer file. Standard inserts are available, including double and 


triple document file, double box drawer and card index inserts for 
3” x 5” and 4” x 6” cards. 





Write for descriptive circular, prices and additional information about 
the Globe-Wernicke proposition for dealers. 


Saves Over 1% Floor apace 


> a am 






eleleleletietielielt iji2ei@e a me ° ° o - ° ° so o 
eletie@eisieisice 


eilielelielieielieiece 


Pe eeeeeT eee |---|: 1:) leamIneTe.|- 
rate (MET Co) ob bate MED JE-Fale(-MEE-Tale! >}|-|- 
provided with half height 


PCr omceescom™ 15 "5700" LINE GLOBE-WERNICKE FILES CAN BE 
ppemmemememmmemrme §=PLACED IN THE EXACT SPACE REQUIRED FOR 
14 OTHER STEEL FILES 


rigidity. 
e 
OBe-Wernicke 
I, nick? . . . . 

pe We" Cincinnati, Ohio 

0 
Gl MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 

Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
mle lalelsl ta Mee id dete ltl ea Storage and Visible ie aeel ae Equipment and Steel Shelving 



























FEBRUARY, 1939 


chine Dealers Association, who will be a guest of honor. 
A special program of entertainment is being arranged 
by an entertainment committee appointed for the 
occasion. 

0 _ 
ELLIOTT APPOINTED OFFICIAL OF BOSTON E. A. 

At a recent meeting and election of officers of the 

Boston Executives’ Association, Inc., Roff P. Elliott, 
sales manager of the Elliott Addressing Machine Com- 
pany, was elected treasurer. John A. Hope, a Boston 
realtor, was elected president. 

ce Naguiballiiaat ie 
ROTARY CONVENTION AT CLEVELAND 


Revista Rotaria, the publication of Rotary Inter- 
national, states that the annual convention of the 


order will be held at Cleveland, Ohio, June 19-23. 


9 





NEW METHOD OF DISPLAYING MERCHANDISE.—The Peter- 
son Lithograph & Printing Company, Omaha, Neb., has recently 
created a new method of showing its office furniture. The 
entire display room has been stripped of stored merchandise 
customarily shown in most stores so that nothing detracts from 
the desks, chairs and other items being shown. In place of 
stock shelves there are handsome Cellutex walls and ceiling. 
Modern lights, glass brick windows and a floor of a variegated 
brown of the latest design complete the picture. 


ee? 


CANADIAN NEWS NOTES 

J. B. Hay, president of the Hay Stationery Company, 
wholesale and retail office stationers in London, Ont., 
was recently elected vice-president for 1939, of the 
London Chamber of Commerce. 

x * * 

J. Allan Johnston, dealer in office and typewriter 
supplies with office on Carling street, London, Ont., 
was elected mayor of London for 1939, a few days ago. 
He is a former member of the city council. 


« * * 


W. Dutton Copp, associated with the Copp Clark 


Company, stationery manufacturers of Toronto, Ont., | 


has gone into business for himself at 60 Front street 
W., Toronto. Mr. Copp, who has had extensive experi- 


ence in the wholesale stationery trade with the Copp 


Clark firm which he joined in 1910, will sell a com- 
plete line of office supplies and equipment. 

The Alberta Government is planning to license all 
wholesalers in the province, legislation having been 
passed a few days ago under the Trades and Busi- 
nesses Act.—SJL 
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New! wove 40 
ALL-METAL STAND 





Model 40 is an exceptionally rigid, per- 
manently stable stand. Designed to 
meet the demand for a moderately 
priced all-metal stand of sturdy con- 
struction. These features make Model 
40 a popular, fast-moving, profitable 
item for every dealer: 


Strong, angle-section construction, 
correctly designed and rigidly braced. 
Convertible shelf, interchangeable 
right or left, and can be used either 
flush or raised 3 in. Shelf folds down 
when not in use. Stand furnished 
without shelf, or with one, or two 
shelves. Top 18 x 16 in., shelves 12 x 16 
in. Choice of Green or Brown baked- 
on enamel finish. Model 40 with 4 
rubber feet ; Model 4] with 2 casters, 
2 rubber feet ; Model 42 with 4casters. 
Height 26 in. Write for literature and 
prices. We sell through dealers only. 


SHERMAN-MANSON MFG. COMPANY 


625 S. Kolmar Avenue, Chicago, IIl. 
e 
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BUSINESS MACHINE STANDS 
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OMFORTABLE 


AND COOL 





U. S. Patent 
No. 2,025,712 


Due to the Ventilating System in 


RESPIRATOR cusnions 


as shown in illustration the insulating properties of the 
sponge rubber are eliminated, and as the result of the flexing 
of cushion while in use ventilation is effected, which not only 
permits the escape of body heat but allows air to enter and 
circulate through cushion. 





mittrererer re | 


Be Se he 





A chair cushion should be considered a personal 
comfort item affecting the user to as great a degree as 
clothing and other wearing apparel, and in addition to 
the primary use as a pad for the body to rest on, heat re- 
taining and insulating properties of the pad should be 
considered for if this is not done the use of the cushion 
may cause discomfort instead of the advantages expected. 

The sponge rubber used in Respirator Cushions 
possesses sufficient resiliency to support the body without 
compressing into a solid mass thereby providing an equal 
distribution of the weight over the entire seat, protecting 
and reducing the pressure on the pelvic structure. 

Respirator Cushions have been adopted by many large 
organizations as standard equipment and have been 
approved by medical authorities where other types of 
sponge rubber cushions were condemned. 

The purchase of a Respirator Cushion is an investment 
returning dividends in comfort and increased efficiency. 

Respirator Cushions can be sold where no other type 
of cushion would even be considered for the reason that 
a Respirator Cushion is not just another seat cushion but 
can truthfully be called a scientific seating device—com- 
fortable and health promoting. 

Sales possibilities are unlimited and each sale results 
in a satisfactory profit and good will. 

Respirator Cushions can be a contributing factor to 
a successful 1939. 


L. M. BICKETT Company 


Watertown, Wisconsin. U. S. A. 
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J. M. TRINER 


Stricken with a heart attack while a patient in the 
Passavant hospital, James M. Triner, president of the 
Triner Scale & Manufacturing Company, Chicago, died 
Saturday, January 20. He was sixty-five years of age. 

Mr. Triner resided at the Lake Shore Athletic Club 
during the latter years of his life. His passing closes 
a noteworthy career as one of Chicago’s prominent 
business men. Born on November 11, 1873, at Pilsen 
of Old Bohemia, in the then empire of Austria-Hun- 
gary, he came to the United States in 1880 with his 








THE LATE J. M. TRINER 


parents who established a home on the West side of 
Chicago. 

Receiving his education in the Chicago public 
schools, Mr. Triner entered the field of mechanics and 
by practical experience developed his aptitude and 
talents into mechanical genius. By 1901 he had in- 
vented and designed a number of postal and other 
light scales and with limited capital, formed the com- 
pany of which he has been the head ever since. 

His most outstanding achievement was designing 
and producing a scale to meet postal department spe- 
cifications and regulations for parcel post mailing, 
when the parcel post division of the post office was 
established. This resulted in the Triner scale being 
chosen as standard equipment throughout the entire 
post office system. Mr. Triner took pride in the fact 
that 150,000 of the scales installed twenty years ago 
are still in use today. 

The hopes which impelled Mr. Triner to hazard his 
limited capital in a venture of his own were realized 
by the success of the business through the years. While 
building his business he was, by force of his character, 
personality and ability unconsciously impressing the 
community with which he was connected. To become 
prominent in the several divisions of Masonry—in the 
Bohemian club, which reflects some of the spirit of 
old Bohemia which furnished many stirring chapters 
of history and long influenced European culture; to 
be chosen candidate for the Board of County Com- 
missioner (the ticket being defeated by the opposing 
party) and to be elected president of the Kaspar 
American State Bank. Meanwhile serving other frater- 
nal organizations. 

Mr. Triner was also a member of the Chicago 
Athletic Association, Medinah Country Club, Medinah 
Athletic Club. In 1896 he married the late Bertha 


Liftner Triner to whom four daughters were born and 
survive him. They are Mrs. Bessie T. Mayer, Mrs. 
Lillian T. Lang, Mrs. Mildred T. Jansey and Mrs. Helen 
T. Jansey. 

Funeral services at a chapel at 6229 Cermak road, 
Berwyn, on January 


24 were followed by Masonic 
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service at the Bohemian National cemetery, place of 
interment. 
+ + 


G. A. J. MEYER 

Gustav A. J. Meyer, head of the well-known stamp 
and stencil firm, Meyer & Wenthe, Chicago, died Janu- 
ary 8 at the Belmont hospital in Chicago. He was 
sixty-four years of age, and was the third generation 
of his family to successfully conduct the business since 
its launching in 1854. 

The company was organized eighty-five years ago by 
Rudolph A. Meyer as a small steel die and hub en- 
graving shop. Despite severe setbacks occasioned by 
the floods of 1849 and the great fire of 1871 the firm 
continued to grow. Shortly after the Civil War Mr. 
Rudolph Meyer was joined by his son, the late Gustav 
A. F. Meyer. 

Gustav A. J. Meyer became the head of the com- 
pany in May, 1897, when his father, Gustav A. F., de- 
cided to retire. At that time the younger man formed 
a partnership with Herman H. Wenthe and the firm’s 
name was changed from R. A. Meyer & Son to Meyer 
& Wenthe as it stands today. 

On July 1, 1937, the late Mr. Meyer purchased the 
interests of Mr. Wenthe and became sole owner. A 








THE LATE GUSTAV A. J. 
MEYER 


short time later he resumed the traditional arrange- | 


ment and took his son, John Walter Meyer, into the 


business as a partner. Prior to taking the partnership | 
John Walter had worked for his father since 1922 and | 


had gained thorough experience in practically every 
phase of the business which will stand him in good 
stead in the years to come. 

Besides his son, Mr. Meyer is survived by his widow, 
Mrs. Alma Meyer with whom he lived at 5442 Glen- 
wood avenue. Funeral services were held on Wednes- 


day, January 11 followed by interment in Memorial | 


Park cemetery. 
Between three and four hundred persons, men in 








The UNCOATED EDGES of 


€EN-TR-KOTED 
CARBON PAPER 


PREVENT ‘Curling’! 


“NON-CURLING” is just one of many 
superior features of CEN-TR-KOTED Car- 
bon Paper! Another important one is the 



















exclusive formula used in creating the ink 
CEN-TR-KOTED—ink that assures 
extra-long wear and permanency of carbon 
copies! Ask about the perfected CEN-TR- 
KOTED Backing Sheet, too! 
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Send for our helpful booklet ‘‘Car- 
It will be sent 
to you free on request and will give 


bon Paper Facts.” 


you many informative facts on 


Carbon Paper. 











An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 


the majority, crowded the chapel where Masonic fu- | 


neral rites were held. Some were neighbors, some were 
fellow members of the several organizations with 
which he had been connected, and others were friendly 
rivals in the field in which the decedent had been so 
long engaged; all friends and by their presence at- 
testing the friendliness of him who had reached 
journey’s end. A man of good will. Genuine. Straight- 
forward in his dealings. Orrice APPLIANCES joins the 
many throughout the country who lament the passing 
of “Gus” Meyer. By all of these he will be held in 
pleasant memory. 
+ i + 


J. FRED TEMPLE 
J. Fred Temple, of the firm of Temple & Carroll, 
Galesburg, Ill., and a prominent business man of that 
city for fifty years, died last month following an illness 
of less than a month. He was sixty-nine years of age. 


Mr. Temple was born at Galesburg on April 19, 1869, | 


and was educated in the public schools there. At the 
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GRAND PRIZE 
‘CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 


1451 Harrison St., San Francisco 


Los Angeles Denver 
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DORABILT 
STEEL CABINETS 


FEATURES OF CONSTRUCTION 


1. More storage space inside than other cabi- 
nets of same size. 

2. Modernistic chrome plated handles. 

3. Heavy gauge steel doors, pan reinforced 
full length. 

4. Shelves adjustable up and down on one 
inch centers without use of tools. 

5. Sliding Shelf—Durabilt’s own development 
can be attached to any Durabilt cabinet 
(36 inches x 18 inches deep). 


DEALERS WANTED 


We would like to contact aggressive dealers in every 
locality who can sell cabinets. Durabilt features help 
reduce price resistance and will aid your sales. Write 
or wire for complete information on our sales plan. 


DURABILT STEEL LOCKER CO. 


459 Amold Ave. Aurora, Ill. 


Sales Offices in all Principal Cities 
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age of nineteen he entered the book business, later 
forming a partnership with Arthur Goldsmith and 
launched the firra of Goldsmith & Temple. Twenty-six 
years ago Mr. Golasmith sold his interest to John F. 
Carroll and the present company came into being. 

Deeply interested in civic affairs, Mr. Temple was 
identified with many organizations. For eight years 
he served in the city council as fourth ward alderman, 
was actively identified with the Chamber of Commerce, 
and, forty years ago, was named superintendent of 
concessions at the Illinois State Fair. He was a thirty- 
second degree Mason and held memberships in the 
Rotary Club and several fraternal organizations. 

Mr. Temple is survived by his widow, Mrs. Della M. 
Temple, a son, a brother, a granddaughter, a niece 
and a nephew. 

+ - § 


MRS. M. W. SIBERTSON 


The death on December 28 of Mrs. Mary Ward 
Sibertson cast a gloom over her many friends and 
relatives in Hollywood, Calif., and elsewhere. Mrs. 
Sibertson was the wife of W. E. Sibertson, president 
of the Ribbon and Carbon Association of Southern 
California. 

Mr. and Mrs. Sibertson came to Hollywood in 1900 
from Stamford, Conn., and established their first 
Hollywood residence on the outskirts of that town, 
now the intersection of Cherokee and Selma avenues. 

Mrs. Sibertson was noted as a musician, and was 
for a time accompanist for Enrico Caruso. She and 
her husband were active in founding Hollywood Bowl. 

Mrs. Sibertson was a charter member of the Woman’s 
Club of. Hollywood, and was well known as a philan- 
thropist. She died on her birthday after a year’s 
illness at her home, 1725 North Gardner street. Mr. 
Sibertson’s sister, Mrs. Florence Montague, wife of 
John Montague, New York writer and publicist, came 
on to attend the funeral, which was held on January 4 
at Read Brothers Chapel. Interment was at Forest 
Lawn. The funeral was noted for the large number 
of friends in attendance and for the extent and 
exquisite beauty of the floral offerings. 

Out of sympathy to Mr. Sibertson there was no 
meeting of the Ribbon and Carbon Association last 


month. 
+; - - 
G. E. BOWKER 


George E. Bowker, manager of the Underwood Elliott 
Fisher Company branch at Buffalo, N. Y., died Novem- 
ber 28 in the Millard Fillmore hospital of that city 
following an illness of three weeks duration. He was 
fifty-six years of age. 

Born in Cleveland, Ohio, and educated in the 
schools of that city, Mr. Bowker went to Buffalo 
thirty-five years ago. Through his ability as a sales- 
man and an unusual trend for office management he 
built up an exceptionally fine record with his com- 
pany. He also displayed a keen interest in fraternal 
and civic organizations and was a member of Ancient 
Landmark Lodge of Masons, 441, the Buffalo Historical 
Society, Rotary Club and the Automobile Club of 
Buffalo. 

Surviving are his widow, Mrs. Maude M. Bowker, of 
Buffalo; a son, Robert, of Honolulu; his.father, Frank- 
lin E. Bowker, Cleveland; two sisters, Mrs. Herbert 
Clabaux and Mrs. Inez Hollands, of Cleveland, and a 
brother, Earl Bowker, of West Falls, N. Y. 

+ - + 
L. J. RUGERS 

Stricken with a heart attack while walking on a 
downtown street in Akron, Ohio, Louis J. Rugers, 
head of the Portage Typewriter Service, 12 High street, 
died before medical aid could be summoned early last 
month. 

A native of St. Louis, Mo., Mr. Rugers went to Akron 
in 1919 where five years later he organized the type- 
writer firm with the late William Gintling, and later 
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THE TRUE BLUE CLIPPER 


HUTCH Roa 


NORWALh, CONN. 


os 


WE REPEAT 


WE, OF HOTCHKISS, HAVE A HERITAGE 
of years of successful manufacturing—a tradition of 


sound and profitable merchandising. 


FOR TWO GENERATIONS HOTCHKISS MA- 
chines have symbolized superiority in staplers. In 
many parts of the country No. 1 Hotchkiss machines 
are still serving the sons and grandsons of the original 
purchasers, still functioning proudly and efficiently, 
and continuing to be for the dealer a profitable con- 


sumer of staples. 


OUR TRADITION OF SOUNDNESS AND 
quality is still the prevailing force in the continuous 
development of new Hotchkiss models—designs 
which have continued to set the pace in the stapler in- 


dustry—designs which are always first in the field. 


THIS COMBINATION OF ADHERENCE TO 
established tradition and of modern pace-setting for 
new models definitely translates itself into steady and 


substantial profits for Hotchkiss dealers. 











A high grade line of steel cabinets made in 
sizes 3 x 5—4 x 6—5 x 8 in both 1 drawer 


and 2 drawer units. 





A steel executive file for keeping corres- 
spondence and other records under lock and 
key. Equipped with a strong expanding A 
to Z index, secret compartment in lid for 
valuable papers, two separate locks and keys. 





PATENTED LOCK 
KEEPS RECORDS SECURE 








The New PRONTO Perfect FILE 


A shelf type corrugated board storage file. 
Olive green. Made in 50 sizes. 


PRONTO 


349 BROADWAY 





NEW YORK CITY 
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| formed the Hooven Letter Service which he owned 


entirely since the death of Mr. Gintling in 1931. 

Mr. Rugers is survived by his widow, Mrs. Myrtle 
Rugers; a daughter, Irma Rugers, head of the music 
department of Broaddus Junior College, Phillipi, 
W. Va.; his mother, Mrs. Elizabeth Rugers, St. Louis, 
and two sisters, Miss Numa and Miss Julia Rugers 
of St. Louis. 

+ + 


J. P. GRAHAM 


James P. Graham, assistant credit manager of Rem- 
ington-Rand, Inc., at Buffalo, N. Y., died there sud- 


| denly January 11 of a heart attack. Born in New 


York, he lived there until he moved to East Orange, 
N. J., thirteen years ago. Although he held the Buf- 
falo position seven years, he maintained his residence 
in East Orange at the home of his sister, Mrs. William 
A. Brog. 

Mr. Graham was a member of Amsterdam Council, 
K. of C., of New York, and the Holy Name Society of 
the Paulist Fathers of New York. Besides the sister 
mentioned, he leaves another sister, Mrs. D. B. Asper 


| of South Gate, Cal., and a brother, John Graham of 


| New York.—NJNS 


+ + & 
F. W. LILLEY 
Frank W. Lilley, for forty-seven years connected with 


| the Eagle Pencil Company, New York, and for twenty 





years manager of that firm’s educational department, 


| died of pneumonia last month at his Summit, N. J., 


home. He was seventy-five years of age. Mr. Lilley, 
who was past president of the Holy Name Society of 
St. Teresa’s parish, is survived by his widow, two sons, 
Charles J., of Summit, and Frank W. Lilley, Jr., of 
Tientsin, China, and a daughter, Mrs. Rose McShane 
of Maplewood, N. J. 

+ - 


MRS. H. L. WATERMAN 


Mrs. Helen Louise Waterman, widow of the late 
Frank D. Waterman of the L. E. Waterman Company, 
died January 11. Funeral services were held on Sat- 
urday, January 14, at St. James church, New York 


| City, followed by private interment. 


Mr. Waterman died in New York on April 6 of last 
year after contracting pneumonia. He was sixty-eight 
years of age and had been in ill health for some time 
prior to his passing. 

At the time of his death Mr. Waterman was presi- 
dent of the L. E. Waterman Company. In the May 
and June issues of OFFICE APPLIANCES respectively ap- 
peared a report of his passing and an article dealing 
with his career in the industry. 

+ + & 
GEORGE E. ABBOTT 

The many friends and customers of George E. Abbott, 
5601 Irvington, Highland Park, profoundly regret his 
passing, which took place on December 26. For many 
years he had conducted a cabinet shop on South Hill 
street. He was a workman of rare skill, and made 
many items for the local trade. 

He leaves a wife and grown son, George, who is a 


' manual training teacher at Southgate. 


t i t 
H. W. MERRILL 


Harry W. Merrill, for many years owner and man- 
ager of a stationery store at Greenport, N. Y., died 
at his home in that village last month, following a 
long illness. He was a native of Southold and is sur- 
vived by his widow, Anna, and a sister, Mrs. T. W. 
Mason of Bellaire, N. Y. 

+ + - 
J. G. WORTS 

James G. Worts, president of the Don Valley Paper 
Company, Toronto, Ont., passed away recently at the 
Toronto General hospital in his seventy-fifth year. 


| Mr. Worts, who was stricken with pneumonia, was 
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J A MONROE FOR 
- EVERY FIGURE JOB 


ADDING-CALCULATORS 
LISTING MACHINES 
“BOOKKEEPING MACHINES 
>. CHECK WRITERS 
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CALCULATING MACHINE COMPANY, INC. 


GENERAL OFFICES - ORANGE, NEW JERSEY 
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States and sales and service facilities in all the principal cities of the world. 
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OR over 25 years Monroe’s function has been 
to produce useful busines figures—to turn 
them out simply, quickly, and economically. 
Whether you need adding-calculators, adding- 
listing machines, bookkeeping machines, or check 
writers, Monroe has 200 different models, plus 
the practical experience that can help you adopt 
just exactly the right machine to the special 
figuring requirements of your business. 
If you are seeking new and improved methods 
for routine jobs be sure to investigate Monroe 
machines by asking a local representative to call. 
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* You can offer stock sizes STAX ON STEEL 
units in various combinations to meet in- 
dividual requirements of your customers 
(see illustration above for example). 


* You can serve volume buyers from stock 
because — STAX ON STEEL units come 
knocked down in flat, compact cartons; can 
be stored in minimum space. 


* STAX ON STEEL sets up into a rigid, 
trouble-proof stack with heavy-gauge steel 
support on four sides; steel-trimmed corru- 
gated fibre board drawers operate perfectly 
under any load. No complaints—no service 
calls—no installations to handle. 


S36 SOUTH CLARK STREET 


OFFICE APPLIANCES 






Photograph shows correspondence- 
size STAX ON STEEL transfer file, 


and 3-drawer voucher unit stacked on 


tion utility storage file. 


* Repeat orders come naturally —one 
“STAX” unit calls for another when addi- 
tional capacity is needed. 


* Rich green color and lustre-steel trim make 
STAX ON STEEL handsome enough for 
the front office—inexpensive enough to use 
anywhere. 


* STAX ON STEEL units are priced com- 
plete—no shelving, no bases, no extras re- 
quired. Smart buyers call them the best 
“buy” in the entire drawer-type storage filing 
field—and are ordering accordingly! 


Made by the makers of 
LIBERTY STORAGE BOXES 


BANKERS BOX COMPANY 


ESTABLISHED 1918 










legal-size drawers to form combina- 


CHICAGO, ILLINOIS 
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born in Toronto and was a popular member of vari- 
ous clubs. He is survived by his widow, Anna Louise 
Davies Worts, and three sons.—SJL 


a 
J. N. COTTON 

John N. Cotton, who founded and was co-owner of 
the Cotton & Elliot Cash Register Company, 24 West 
Grand avenue, Oklahoma City, died at his home here 
recently after suffering from a heart attack. 

Mr. Cotton, a native of England was formerly con- 
nected with the National Cash Register Company. He 
founded his own firm five years ago—EVH 


TRANSYLVANIA IN 67TH YEAR 

The Transylvania Printing Company, one of the 
pioneer office furniture and equipment houses of the 
South, this year is celebrating its sixty-seventh year 
in business at Lexington, Ky. 

The company, which makes “Courtesy and Service” 
its slogan, was established in 1872 as a printing and 
publishing house. The publishing activities have 
been retained despite the many other departments 
since added and only recently the firm published two 
books dealing with the Bluegrass area. 

The Transylvania organization suffered a_ severe 
loss when, on February 24, 1938, its president, Ben 
Spicer, died. He occupied the presidency for many 
years before his passing and to him is given a great 
share of the credit for the company’s continued suc- 
cess. 

Today the organization is one of the largest com- 
panies of its kind in Central Kentucky. It is the ex- 
clusive agency for the General Fireproofing Company, 
National Blank Book Company, F. S. Webster Com- 
pany, Mosler Safe Company, Sight Light Corporation 
and other outstanding manufacturers. The present 
officers are Charles N. Lyle, president; Ben C. Staple- 


ton, vice-president and manager, and Joseph B. 
Lynch, secretary-treasurer. 
oo ie 3 





RECORDING KENTUCKY MOUNTAIN BALLADS.—Miss Jean 
Thomas, authoress and court reporter, uses her Royal portable 
in recording Kentucky mountain songs as sung by blind 
Jilson Setters, the “Singin’ Fiddler of Lost Hope Hollow.” With 
her Royal, Miss Thomas has immortalized the mountain ballads 
handed down by word of mouth from generation to generation. 


—>- —— 


RAILEY COMPANY REORGANIZES 

J. E. H. Railey, president of the Railey Printing 
Company, 810 Scott avenue, Wichita Falls, Texas, last 
month reported that effective December 10 the firm 
had been reorganized and will henceforth be known 
as the Railey Printing Company, Inc. 

Mr. Railey, who will continue as president, also an- 
nounced the appointment of A. O. Buchanan as vice- 
president and general manager. Mr. Buchanan has 


had broad experience in the stationery business and 
for the past ten years was secretary-treasurer and 
buyer of the Buchanan Stationery Company, Wichita 
Falls. Prior to that he was connected with the Railey 
organization. 
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MAKIN 
A Hilf, 
HOME DESKS 








Wide staple channel 
for ak 1 


moval of non- 


The fastening of related papers is fast becoming standard 
practice in the home. Already thousands of TOTS have found 
their way to home desks where students, teachers, writers, 
housewives and their families find new delight in grouping 


papers for presentation or record. 


TOT clicks in the home desk field because it has more than 
It clicks 


because it appeals to a beauty-conscious American people. 


faultless mechanical principles and a $1.50 price. 


They won't place an office-looking stapler on their smartly 


appointed home desks. 


.For your share of new profits from the great home market, 


Get going with TOT today. 






THREE COLORS 
Walnut—Jade—Ebony 


PARROT SPEED FASTENER CORPORATION 
37-18 Northern Blvd. Long Island City New York 











Visible Records 


FOR 
New Business! 


Now is the time when most business 
houses are in a receptive mood to con- 
sider changes—Why not feature Visible 
Record Systems? Visible Equipment is 
the modern way of keeping records— 
and the book form is the most efficient 


and much less costly than other types. 


Get this New Catalog 





Our new Visible Catalog “G” is just 
off the press. It shows stock forms and 
systems designed for most business 
needs — Binders with automatic shift 
and non-shift type, as well as other 
housing equipment. No other line of- 
fers such a wide range of up to the 
minute forms. Write today for your 
copy and our dealers propesition. Ex- 


clusive agencies available. 


The C.E. SHEPPARD CO., 


44-Ol 21%! Street,~- LONG ISLAND CITY, N-Y. 
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New Machines and Devices Section ] 
Continued from Page 41 


relieve heat conditions in rooms of 2000 cubic feet or 
less. The model is simple to install in a standard 
double hung window, with metal wings to fill in the 
space on either side of the unit. The sash rests upon 
a layer of sound deadening felt. 

The unit is compact, being only 27 inches long and 
weighing 140 pounds. It operates quietly, plugs into 
any electrical convenience outlet and has a capacity of 
4000 B. T. U’s. per hour. 

In the new model the refrigeration chassis may be 
removed easily and all operating parts can be serviced 
by any commercial refrigeration mechanic. The retail 
price is substantially below $200, installed. 


THE COPY-LITE DESK LAMP 

Said to provide improved visibility and light-ease 
for stenographers and typists, a new desk lamp, named 
the Copy-Lite, has been introduced to the market 
by the Copy Right Manufacturing Corporation, 53 
Park place, New York, N. Y. 

The Copy-Lite is a flood light desk lamp specially 
designed for mounting on all standard line-at-a-time 








COPY-LITE LAMP IN PLACE 


copyholders. The arms of the lamp are made in sev- 
eral widths to embrace copyholders from 12 to 35 
inches. The lamp throws the rays, evenly diffused and 
without glare, over the reading matter, typewriter 
and keyboard and both sides of a desk. It is free of 
interference with papers or trays on the desk, increases 
typewriting and copying efficiency and is said to 
reduce lighting costs. 
—s tie 


REMINGTON PORTAGRAPH ANNOUNCED 


Culminating several months of experimentation by 
company engineers, the photographic records division 
of Remington Rand, Inc., Buffalo, N. Y., has recently 
announced the Portagraph, an electric photocopy 
machine. 

The Portagraph is reported to produce 125 perfect 
copies of any document an hour. Because these copies 
are exact photo reproductions proof-reading and 
errors are eliminated, thus creating a considerable 
time-saving for the office. An inbuilt color-filter 
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THE TRADE’S MOST VALUABLE FRANCHISE — 


For a bird’s-eye view of this enormous franchise read the next three pages 
























































































UPRIGHT FILES 





FIRE-PROTECTED 
CARD FILES 


For card records of all sizes, 
Fire-Files carrying 1-hour label. 








\ eas 


Seven grades — five heights, 
A file in every price bracket. 


This four-page bird’s-eye view of the fran- 
chise provides only a sketch of its enormity and 
opportunities for dealer profit. 


A trained Shaw-Walker representative is 
awaiting the opportunity to take you for a 
detailed trip through this entire 8,000-item 
franchise. — And to supply you with indis- 
putable facts showing why you can do much 
better with this line containing so many exclu- 
sive items. May we send him? 


GHAW-WALKER 


ITEMS surrounded by flames bear 2-hour, 
l-hour or '/2-hour S.M.N.A. labels certifying 
that each will protect its contents against fire. 
There are 34 of these Fire-File items in this 


enormous profit-making franchise. 


A Better Year for You 


A COMPLETE line of the record protection 
products demanded by present-day business 
conditions is but one of the every-day office 
accessories available exclusively in this 8,000- 
item Shaw-Walker franchise. 





Muskegon, Michigan 
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UPRIGHT COMBINATION FILES 
For all sizes of cards and papers. 


é*) LARGEST 








TRIPLE-DUTY COUNTER EQUIPMENT 
186 stock counter file items with which you can assem- 
ble any counter arrangement. Complete layout service. 
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SECTIONAL FILES 
Single and double width for records of all sizes. 











RECORD PROTECTION 
































Three heights, two grades with 
'% and I-hour labels. 34 stock 
models for records of all sizes. 
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UPRIGHT FILES 
FOR CARDS 


Two styles, four 
grades, all sizes. 
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FOR SPECIAL- 
IZED RECORDS 
Tabulating, Fin- 
gerprint, X-ray, 
Ledger Sheet, etc. 
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BOOKCASES — SECTIONAL 


Steel and Wood. 





TRANSFER CASES 


Steel transfer cases for records of all sizes. 


EXCLUSIVE MAKERS OF OFFICE FURNITURE 

















WITH 


THIS 8000-ITEM 


SHAW-WALKER FRANCHISE 


i. 
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B WW © BUSINESS FURNITURE 


Complete line of distinctive desks and tables that 
sell on sight. Also telephone stands, costumers, 
waste baskets, bookcases and other accessories. 

















komterves 





OFFICE CHAIRS 














Aluminum and Wood. ii : ' i. 
Thirty-three stock chairs. i : : | f et 


“<| ——__ STORAGE CUPBOARDS 


AND WARDROBES 
19 stock cupboards and ward- 
robes in single and double width. 


























FIREPROOF SAFES 
Complete line of safes, 
single and double door. 




















STATIONERS’ ITEMS 
Complete line of fast selling over- 
the-counter items, card cabinets, 
card trays, joggers, letter trays, etc. 


CO 
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MACHINE BOOKKEEPING EQUIPMENT 
Twenty posting trays in four styles—all sizes. 
All other accessories for posted records. 


HI-LINE EQUIPMENT 







Eighteen different 
units. 





INSULATED BOOKKEEPER’S DESKS 
Fireproof desks for machine posted records of all 
sizes. Also non-insulated bookkeeper’s desks. 


MAP AND PLAN SECTIONS 


Bsigsee) 
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BANK SPECIALTY EQUIPMENT 
Everything for the Bank. — Vault ‘ 
Trucks, Bookkeepers’ Desks, Coun- 

ters, Cage Equipment, etc. | 














INSULATED LEDGER 
TRAYS 

Provides 24-hour protection 

for records of all sizes at the 

_»..- machine. 



































INSULATED LEDGER DESKS 
For card records up to 10” wide carry 
1-hour and 2-hour labels. 


AND FILING EQUIPMENT IN poe WORLD 


’ 





DOS TESE RIMES MRIE RIESEIN 
DO OERYOUWR BUSINESS 









































































CARD FILING SYSTEMS Se : 
Three complete systems for card filing. LETTER FILING SYSTEMS a 
ie Six complete systems of Applied Indexing FILE GUIDES 
CS — for letter filing. Two Grades — All Sizes — 10 Styles — 


Includes plain, celluloid, Space-Saver 
and metal tabs. 


IF THESE business system and 
filing supply items do not repre- 
sent 30% of your volume you are 
= overlooking a tremendous oppor- 


tunity for extra profits. 
Write Shaw-Walker, Muskegon, 











CARDS — PLAIN AND PRINTED 
Plain and ruled cards in six grades 


and four weights—253 stock forms. Michigan. — Ascertain how much 
Unequalled facilities for producing you could increase your volume 
special forms. and profit with this 8,000-item 

_ franchise which includes filing sys- 

a ; y tems, filing supplies and hundreds 


of fast-selling repeat items obtain- 
able only from the Shaw-Walker 
exclusive dealer. 








. Built Like a 





awn 


FASTENER FOLDERS 
Corner-clip and two other types. 


FILE FOLDERS 
212 Stock items — Three 
grades — Four weights. 
Includes the famous 


FILING 
PI ta ooo NorthKraft and Berkshire 
ACCESSORIES Manila brands. 


Everything for the 
filing department. 

HAW-WALKER 002207 
Shelfs, Stool, etc. 


Muskegon, Michigan 























MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 


counter items. 7 alt a eee 
/ f 


\ stil iinaematedliacall 

















MACHINE BOOKKEEPING 











: SYSTEMS 
: SPACE-SAVER GUIDES CARD GUIDES 167 stock forms. Facilities for pro- 
This new, patented guide in all sizes 221 Stock Numbers, Two Grades, Six ducing special forms. Five types of 












and tab positions. Styles. ledger indexing, all sizes. 





Yours may be one of the cities in which Shaw-Walker 


now wants to improve its representation —  -, CCe EOD. e: 
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automatically compensates for tonal differences and 
colored charts, signatures, date stamps and pictures 
are perfectly reproduced in shades of grey. 
Photographic darkrooms are not required for either 
copying or developing nor is previous experience on 





REMINGTON PORTAGRAPH 


the part of the operator necessary. At present two 
sizes of the Portagraph are available for full size 
reproduction. The smaller for records or pictures up 
to 8% x 14 inches, and the larger for reproductions 
up to 19 x 24 inches. These are priced respectively 
at $90 and $165, with accessories increasing the base 
prices from $97.50 to $215. Both models have a 
drawer incorporated in the unit’s base for sensi- 
tized paper and supplies. Exposure is automatically 
timed and an amber light on the front of the cabinet 
warns that the machine is being operated and the 
cover should not be raised. 

An automatic cover lock presses the material to 
be copied firmly and securely in contact with the 
treated paper abolishing smudges, vague or distorted 
copies. The Portagraph is equipped with comfortable 
carrying handles and weighs about 20 pounds. 

LOW’S GATHERING CABINETS 

Designed to facilitate the gathering of sheets of 
paper into sets from duplicate to quadruplicate, a new 
set of Gathering Cabinets has been placed on the 
market by John M. Low & Company, 223 West Madi- 
son street, Chicago. 


are mounted on casters. They are arranged in a circle 
in the center of which the operator is seated upon a 





GATHERING CABINETS AND TABLE 


swivel chair. Cabinets are in three sizes. Each size 
has eight tilted shelves or bins and each bin has a 
24-inch opening and holds 500 sheets of sub. 20 bond, 
writing or ledger paper. The tilted bins prevent 
gathering more than one sheet and are constructed 








| room for this profit leader on your counter! 


| in an interesting variety of colors and de- 
| signs, also extra leads and erasers. There 
| are 6 De Luxe Executive Autopoints with 


inet f led-s ] str j 
The cabinets are of enameled-steel construction and pat Gilad cries priced at $1; 6 Regelas 


pointed Realites at 39c; and 6 slender 
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YUU CANT 
BEAT THIs 
COMBINATION 














































Here’s the Greatest Selling Unit In 
Mechanical Pencil History! 


Some “sales displays” provide display... 
and others make sa/es. This champion Auto- 
point selling unit is definitely in the last- 
named class. It pays its way in profits so 
consistently that it has won a national repu- 
tation in the trade. It will pay you to make 


The “One-Piece Pencil Department” 
This eye-catching display holds 36 pencils 


Executive Autopoints with Silvonite trim at 
75c; 6 Essence of Pearl Realites at 50c; 6 
Oversize Executive Autopoints with ex- 
posed erasers also at 50c; 6 2-color double- 


diameter Realites at 25c; 36 tubes Black 
Leads; 6 tubes Red Leads; 6 tubes Blue 
Leads; 12 tubes Erasers. 

It is literally a “one-piece pencil depart- 
ment!”’ Ask for Easel Assortment No. E 105. 


“The B Better Pencil 


Exclusive Distributors to Stationers: 

Mutual Stationery Company, Inc., 368 Broadway, New York City 
Associated Stationers Supply Co., 229 S. Jefferson St., Chicago 
Zellerbach Paper Company, San Francisco, and all branches 
The Brown Bros., Ltd. 100 Simcoe St., Toronto, Canada 
Prices as shown on display, bigher in Canada 


AUTOPOINT COMPANY, Dept. OA-2, 1801 Foster Ave., Chicago, Ill. 
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| to give the paper a fanned edge to fagilitate gathering. 
| Model A has bins 8% inches deep and 14% inches 
| wide and is designed for gathering sheets from 5x8 
to 9x14 inches. Model B bins are 11x18 inches and 
handle sheets from 5x8 to 12x18 inches. Model C 
has 11x28%-inch bins and is designed for the same 
size sheets as Model B. 

The company has available illustrated literature pic- 
turing and describing the three models as well as 
various pieces of equipment such as chairs, adapters, 
lap trays, etc. 
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PRONTO ANNOUNCES NEW DRAWER PARTITIONS 


In answer to a request from many dealers throughout 
the country, the Pronto File Corporation, 349 Broad- 
way, New York, N. Y., has recently manufactured a 
line of adjustable steel partitions for its steel utility 
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PRONTO’S UTILITY CABINET DEMONSTRATING MANNER 
IN WHICH NEW STEEL PARTITIONS DIVIDE DRAWERS 





cabinets. As shown in the accompanying illustration, 
| the partitions divide a drawer into three parts, fitting 
snugly into slotted inserts in the sides or the ends. 
Complete information on the new number may be 
obtained by communicating with the manufacturer. 
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NEW ITALIAN AUTOMATIC LETTER SCALE 


A compact automatic scale for letters and small 
packages has recently been announced by Ufficio 









STAPLES, PINS 
AND TACKS - USES 


' 
3SiZES STAPLES ee 
RETAILS $622 WITH 1000 
ASSORTED STAPLES , 























ORDERS FOR PATEWTED STAPL 


sie SSA Wi: 
ATTRACTIVE DISPLAYS, — LEAPLETS ANE 


_ MELPS FURNISHED eee 
wRiTe NOW FOR PARTICULARS. 





St Campioni 





“A tettere 


























AUTOMATIC LETTER SCALE 










¢) 200 HUDSON ST. Studi Costi Contabilita e Statistica Automatica, 
RUE ; Milano, Italy. 
iL a INK. NEW YORK,NY. The device has a movable face which in addition to 


telling the weight of various items also indicates the 
payment to be made in stamps. It is made of painted 








A COMPLETE LINE OF MODERN DESKS IN EIGHT LEG,.—SIX LEG, 
FOUR LEG, AND SKID-TYPE STYLES—ALL AT ONE PRICE, 


WRITE FOR FURTHER INFORMATION 


PEERLESS STEEL EQUIPMENT COMPANY 
UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
NEW YORK CHICAGO BALTIMORE BOSTON LOS ANGELES 








OFFICE APPLIANCES 


DEALERS 


Like These New 
Steel Posture Chairs 


by HARTER 


They Are In Line 
With Public Demand! 












HESE new posture chairs—with ventilator seats—are 

: exceptionally easy to sit in. We believe they offer the 

highest degree of comfort in the history of posture 

seating. Indeed the specially designed grill or rest, plus 

the foam rubber cushion, form a great combination—found 
exclusively on these new Harter Posture Chairs. 


Remember, the new Harter seat is the first in which a 
foam rubber cushion is placed on an “open work” grill or 
rest—thus giving the cells in the foam rubber a chance to 
breathe, to do their job without interference. Remember, 
too, that the soft yielding surface of the seat conforms 
perfectly to every movement of the body. Another thing 
to remember is that this Harter seat is durable—it re- 








tains its resiliency. 
No. 15-D— Self-Adjusting — Posture Chair 


Harter dealers are enthusiastic about these new Harter 
With the new No. 5 seat— 14%" deep x 16" wide 


Posture Chairs because they know that ventilator seats are x 2%" thick. Foam rubber seat cushion 2” thick— 
E eck , - ‘ v mounted on steel mesh ventilating seat base—welt- 
comfort-giving, and in line with public demand. Harter ed upholstering. Steel swivel back padded with 
; a . . : on foam rubber. Base— 14" tubular lg Seat height 
dealers know that advanced yet practical features—like the adjustable 17” to 21”. All adjustments self-fitting. 
ventilator seat—are routine with Harter. Important—In order to obtain maximum benefits 
from the foam rubber seat we recommend for up- 


holstery our 100 % Mohair Frieze. 

If you are not a Harter dealer perhaps you would like 

to know more about Harter policies and sales opportu- 

nities. Alert dealers are invited to join our organization. 

Just let us know that you are interested and we will send 
complete details about our dealer plan. 





The HARTER CORPORATION 
Shown above isthe con- There are three adjustments 
STURGIS, MICHIGAN seat—the specially designed exch is simple and positive 


open steel grill or rest and also, each is made without 
the foam rubber cushion. the help of a “service man. 


MODERNIZE = HARTERIZE 
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company at Milano, via Tomaso Grosni N.2, Italy. | IOUSE OF GUSSCO 
2 —o—— 9 
REPAIR TURN TABLE WITH INDIRECT LIGHTING | 
Among the recent offerings of the Shipman-Ward | 
Manufacturing Company, 325 North Wells street, Chi- 
IS BOSS! 


cago, is an office machine repair turn table equipped 

with a light that throws its revealing rays up into the 

machine being repaired. The light is concentrated at 

the point of utility, providing efficient illumination 

without glare. Set in the hollow base of the table, the Our complete facilities are yours to command 
—no service is too great—no task too arduous. 
And the GUSSCO Line of filing supplies is 
peculiarly adapted to dealers’ requirements— 

not burdened with slow moving, seldom called- 


lamp gives a maximum of light through reflection 

of its rays against the white inner walls of the base. 
The fourteen by fourteen repair platform, made of 

for specialty items. Thus, GUSSCO dealers 

operate satisfactorily on a money saving in- 

ventory. 


Masonite wood composition, has neatly rounded edges. 
GUSSCO Filing Supplies are sound, standard 


and dependable, packaged for utility and 
priced to meet all competition. Buy now from 
the House of GUSSCO where the dealer is 


Boss. 


= 


FILING 
SUPPLIES 


metal and is equipped with tempered steel pivots and | 
a plate of chromated brass. 

The scale’s capacity is described as gr.250x5 grams 
and its weight at 14% pounds. The price is $4 f.o.b. | 
Milano. Communications should be addressed to the | 








SHIPMAN-WARD REPAIR TURNTABLE 


The plate glass center plate is mounted on rubber sup- 
ports to prevent breakage. Both the stationary and re- 
volving parts of the base are of cast aluminum, sep- 
arated by ball bearings which permit easy movement 
of the platform. Because of its design, the platform 
neither sways nor tips under the weight of a type- 
writer or other office machine. A feature of conven- 
ience is a locking device which fixes the platform in 
position at any point desired. The control arm extends 
beyond the edge of the platform, facilitating the lock- 
ing and releasing process. The overall height of the 
table is four and five-eighth inches. 

Completely equipped with a light fixture and cord, 
the new repair turn table is an efficient device with a 
high utility value. 








CORRUGATED 
FILES 


TRANSFIL 


are so widely adaptable for commercial pur- 
poses many dealers follow the profitable prac- 
tice of pushing their sales every day. Custom- 
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GERMAN PRESENTS THE “HADE” LABELER 


A moistening and labeling device which works | 


equally well for either gummed or ungummed labels, 


etc., has been announced by Heinrich Dornseifer, | 


Ritterstr. 82, Berlin SW 68, Germany, under the trade 
name of the Hade labeler. 


ers are always interested in new economical 
filing and storing ideas and TRANSFILE Files fit 
in everywhere. There is always a need for them 
somewhere in every office, factory or insti- 
tution. 





The device is a streamlined machine of pleasing E x i 
TRANSFILE Files will always do a better job for 


a longer time. Made in four styles and in 
thirteen sizes. Why don't you sell them too? 
A sample will be sent on request. 


‘Il GUIDE SYSTEM & SUPPLY CO. 


235 Canal Street New York, N. Y. 








THE HADE LABELER 


appearance and comes in two sizes, the Junior model | 
and the Senior model, measuring 75 and 120 milli- 
meters respectively. Gummed labels, tags, shipping 
cards, etc., run through the machine are instantly | 






THE REGULAR 
TRANSFILE 

















INSULATED CABINETS 


S. M. N. A. One Hour Labeled 


SHOULD ULTIMATELY REPLACE EVERY WOOD 
AND UNINSULATED CARD INDEX CABINET 
NOW IN USE. 





Mr. Dealer 


YOUR CUSTOMERS 
NEED THIS PRO- 
TECTION, 


RECORDS 
Worth Making 
Are Worth 
Protecting 





3x5, 4x6, 5x8 Cards 





3x5, 4x6, 5x8 Cards 


THESE ITEMS ARE NEW 


Every User of Card Records Is aHot Prospect 


Records now being housed in wood and_ uninsulated 
steel containers are valued at many times the cost of 
this Meilink Protection. If you replace only a small 
fraction of these cabinets you will do a big business. 
The Dealer who displays and pushes these items will 
not only render his customers an outstanding service 


but will reap a handsome profit. 





Personal Letter Drawer 


Every businessman needs one of these personal letter 


files in both his home and office. 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
CHICAGO NEW YORK 
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moistened to the proper amount to make them adhere 
thoroughly. Water is the moistening medium. 

For labels which are ungummed, the receptable for 
water is filled with liquid adhesive which is applied 
to the material run through the machine in the same 
manner that water contacts the gummed labels. 

Mr. Dornseifer, who has procured the necessary 
patents both here and abroad, seeks to open nego- 
tiations with an American firm relative to selling out- 
right the American rights to the Hade machine. Those 
interested may communicate with him at the address 
given above. 

la 
CARSON’S NEW AIRGRAPH 

Suitable for the home or office and attractive enough 
to grace any type of desk, a new instrument, com- 
bining the principles of the thermometer and the 
hygrometer for air-testing, has been placed on the 
market by the Carson Manufacturing Company, 1611 
North Wolcott street, Chicago. It is called the Air- 
graph. 

The machine works on two revolving drums, oper- 
ating side by side. These tell at a glance whether 
or not a healthful relationship exists between the 





THE AIRGRAPH 


relative humidity, or moisture, and temperature of 
room air. These conditions may be read instantly 
without resorting to figuring or the use of charts. 
Scientific experiments have resulted in the plotting 
of “health zones” so that anyone can read them as 
easily as they read the temperature or humidity 
separately. 

Mounted in a hand-rubbed, solid walnut and maple 
case, the Airgraph retails at $3.00. 


_—<—-- 
DAVIES TO HEAD SYRACUSE BANK 


Harry W. Davies, for a considerable time vice-presi- 
dent and comptroller of L. C. Smith & Corona Type- 
writers Inc. last month resigned that position to be- 
come president of the Syracuse Trust Company, one 
of the largest commercial banking institutions in the 
New York town. 

At the same time it was announced that Mr. Davies, 
who replaced Charles Hamilton Sanford, recently ele- 
vated to chairman of the bank’s board, will retain the 
chairmanship of the Smith-Corona finance committee. 
During the past ten years he has been a director of 
the bank and a member of its executive committee. 

Mr. Davies was chosen to be vice-president and 
comptroller by President Hurlbut W. Smith when con- 
trol of the company returned to the Smith family in 
1932. Shortly thereafter he made an exhaustive sur- 
vey of the finances of the Syracuse University of which 
Mr. Smith was president of the board of directors. 

After being educated in the White Plains public 
schools Mr. Davies got his first job as runner for a 
bank, resigning four years later to become deputy 
commissioner of finance in White Plains. Before join- 
ing Mr. Smith he had considerable experience in pub- 
lic accounting. 
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Add to vour Sales...make extra profits 


e e e With these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 
Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 





business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 
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Yo GREA TEST NOW READY—The only pencil priced as low as 49c with the 
pP E N ag IL sensational thinner lead created by Dixon for Rite-Rite.. . 
Thinner lead clicked immediately in the higher-price field.* 
NE WS/ NOW! you can capture the volume market with Threadline at 49! 
IN YEARS. 






NOW READY —the striking WINDOW AND COUNTER 

DISPLAY pictured below. ALSO displays of one dozen lead 
paks to retail at 15¢ each. “’Threadline at 49’ will be a sen- 

sation with your customers. Be first to feature it. Rush 


ter 
| DIO WV RITE- RITE & initial orders now! 


a 


WITH SENSATy 
NEW THINNER Ap. PENCIL 


IN THE ORIGiN4 


SIZE THAT p 
YEAR i 















IMPORTANT 


Your customers will 
ask for refills. Include 
your order for lead 
displays. The Thread- 
line pencil uses only 
Ee Mate. | Dixon Rite-Rite thin- 
CMCACS, tmore “MKS co.) | ner leads. We sug- 


N OF gest 2 displays of 12 
C lOSEPy DIxo 
\ lead boxes each (re- 


tail, |5¢ per box) with 
each pencil display. 


CRUCIBLE co 











*A special license to use this lead in Fineline higher priced pencils 
has been granted to W. A. Sheaffer Pen Co., Fort Madison, lowa. | 








RITE-RITE MFG. CO., CHICAGO Subsidiary of Joseph Dixon Crucible Co. 
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DICTAPHONE SALES ASSETS CONVEYED 
TO DICTAPHONE CORPORATION 


With the end in view of establishing the closest pos- | 


sible connection between the company’s manufacturing 
and selling activities, the assets and business of the 
Dictaphone Sales Corporation last month was conveyed 
to its parent organization, The Dictaphone Corporation. 

A statement concerning the new order was issued by 
President Merrill B. Sands who explained that the 
step involves no change for customers of the Dicta- 
phone Sales Corporation except that they will deal 
directly with the Dictaphone Corporation. Other 
salient features of the statement included the follow- 
ing: 1. Business and activities of the former organ- 
ization will be carried on by the parent company in 
the same manner, through the same offices and by 
the same personnel. 2. All outstanding accounts, pend- 
ing orders, or contracts in the name of the Dictaphone 


Sales Corporation are guaranteed and will be com- | 


pleted by the Dictaphone Corporation. 


—— —--e—— 





a? 2 
SHE’S THE PRIDE OF UEF IN CANADA.—Miss Gertrude Dick- 
son, chief operator for the Underwood Elliott Fisher Ltd., 
Toronto, Canada, shown here, was recently chosen as “Cham- 
pion Telephone Operator of Toronto” by officials of the Bell 
System in the Canadian city. J. W. Fiegehen, telephone com- 
pany superintendent of private branch exchanges, described 


Miss Dickson as “an expert in every phase of her work.” | 


——-- 


0. A. STAFF GIVEN SPECIAL SHOWING OF NEW 
BATES MOVING PICTURE 

The entire headquarters staff of OFrrice APPLI- 
ANCES had the pleasure of viewing the new Bates talk- 
ing movie, “It’s the Little Things That Count,” at a 
special showing given at the journal’s Chicago offices 
on January 17. Parle Cooley, midwestern representa- 
tive of The Bates Manufacturing Company, presented 
the firm and explained his company’s purpose in pro- 
ducing it. 

All agreed that this remarkable picture more than 
measures up to the favorable reports which have been 
current since its introduction the first of the year. 


It was felt that the Bates company had succeeded in | 
making a valuable contribution to “better selling” | 


methods for the stationery salesmen. Although Bates 


products are used, the points apply to any line of | 


selling. 

Mr. Cooley said that his firm has five of the films 
and projection outfits, which are being shown at deal- 
ers’ sales meetings in various sections of the country. 

HUCKE REPRESENTING MACEY IN SOUTH 

Charles H. Hucke, secretary of the Southern Trav- 
elers Club, recently has been appointed southern 
representative for the Macey Company, manufacturer 
of steel filing equipment and supplies at Grand 
Rapids. As representative of Oakville Company and 


other manufacturers he has extensive acquaintance | 


among the dealers and enjoys an excellent reputation 


both with the stationers and his fellow traveling men. | 


He is active in association work, but Mrs. Hucke eases 
the load by taking care of many of the details incident 
to his office in the travelers organization. 
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& “101 Famous Acme Visi- 
= 


ble Record Forms” 


2 
Acme Visible Card Have you heard about 


Record Cabinets the Acme NEW Dealer 
3 Plan—whereby Dealers 
Insite Visible Card are provided sales tools 
Record Cabinets never before offered 
. ‘ in the entire history of 
Insite Double-Duty Offset visible record-keeping? 
Equipment 
mn. Write for this Plan to- 
Se Card and day—also for the Acme 
ec oe “Manual Visible Meth- 
° ” . 
Insite Visible Card Books ods Equipment, a 64 
7 page textbook of visible 

records application. 


ge 


Acme Transparent Tube 
Equipment 
8 
Acme Flexoline Listing 
Equipment 
9 
Acme Printed Record 
orms 
10 
Acme Visible Card 
Signals 
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ACME CARD SYSTEM CO. 


WORLD’S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
8 S$. MICHIGAN AVENUE, 





“CHICAGO, U. S$. A. 











ANNOUNCING THE 
NEW SPEEDLINER 





the ALL-STAR performer 
for 1939 


A LIQUID PROCESS DUPLICATOR THAT WILL AMAZE 
YOU WITH ITS BEAUTY AND PERFORMANCE. 


STREAMLINE DESIGN. Chrome trim, "non- 

* slip’ suction cup feet and exclusive 5 point 
pressure control make the new Instant Copy 
model the last word in modern design and 
beauty. 


* CERTIFIED PERFORMANCE. Our copy-tested 

guarantee, assures you that every "SPEED- 

LINER" is certified by a factory test run to 
produce the maximum number of copies. 


EASIER TO DEMONSTRATE. The "Instant 

* Copy” process is so simple and fast, that you 
can make a complete demonstration in less 
than 3 minutes. Just write, type or draw on a 
sheet of glossy paper, using “Instant Copy" 
carbon, insert in the Speedliner and produce, 
clean, crisp copies in | to 5 colors. 


* DEALER PROFITS. Our new line of Instant 
Copy duplicators and supplies are endorsed 
by leading dealers from coast to coast. New 


low dealer prices and dealer plan will be sent 
and welded construction, finished in Zephyr- 


at your request. 
The "SPEEDLINER" model (illustrated 

above) will produce copies from postcard 

to legal size. The finish is Zephyr-gray with 5p 
chrome trim. Complete with supplies— Q” 
gray $18.00. 

KEEN MANUFACTURING COMPANY 
800 N. CLARK STREET, CHICAGO, ILLINOIS 


only $49.50. 
ALL STEEL cabinet with rounded corners 
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TISCH-HINE DIRECTORS FILE BANKRUPTCY 
PETITION 

Seeking permission to liquidate the firm and dis- 
tribute the assets, directors of the Tisch-Hine Com- 
pany, Grand Rapids, Mich., last month filed a peti- 
tion before Circuit Judge Leonard D. Verdier. 

The petition, filed by Directors Donald Schuitema, 
James R. Hooper, R. Lyle Griffin, Clem W. Seely and 
Colin P. Campbell, listed the company’s assets at $39,- 
774.78, including $69.86 cash in the bank, $150 in petty 
cash, $6,205.83 in accounts receivable, $1,316.08 in stocks 
and bonds, $15,582.75 in merchandise, $15,941.72 in ma- 
chinery and equipment and $478.54 in unexpired insur- 
ance. 

Credit obligations were listed as $16,911.85, includ- 
ing $4,261.13 in merchandise accounts payable, $430.31 
in service charges unpaid and $12,220.41 in “accrued 
liabilities.” 

Hearing on the petition is set for February 17 
until which time Mr. Seely is appointed temporary 
receiver for the company. 
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FEATURING THREADLINE PENCILS AND LEADS.—These two 

counter cards are being made available to dealers by the Rite- 

Rite Manufacturing Company, Chicago. Both cards are atten- 

tion-arresting and are suitable for either window or counter 
display purposes. 


—>-e—_____ 


VARAT BACK FROM PLANE TRIP 

Murray Varat, head of the Murray Varat Company, 
leather goods manufacturers of 27 South Market street, 
Chicago, recently returned to his office after a flying 
trip which took him to both coasts. On his journey 
he showed his company’s new line of leather goods 
for 1939 to dealers in the East and on the Pacific 
Coast. The Varat lines will be on display at the Chi- 
cago leather goods show, details of which appear else- 
where in this issue. 
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MASTERS JONES 
Henry S. Jones, production engineer at The Globe- 
Wernicke Co., plant in Cincinnati, Ohio, is receiving 
congratulations from his many friends in the industry 
upon the birth to Mrs. Jones of twin boys at Christ 
hospital on January 9. 
ee ee 


CAROLE ELLEN COSGROVE 


Thomas R. Cosgrove, of the San Francisco office of 
the Ames Supply Company, Chicago, is still receiving 
congratulations on the birth of a daughter to Mrs. 
Cosgrove on December 21. Upon her arrival the young 
lady weighed five pounds, nine ounces, but has grown 
considerably since then. 


- s 
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BUILDING AND LOAN SOCIETY CREDIT BUREAU TRANSPORTATION COMPANY 


COLUMBIA STEEL EQUIP aeeNT CO. 


PHILADELPHIA 


LINCOLN-LIBERTY BUILDING N. E. COR. BROAD & CHESTNUT STS. 
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Jasper Office Furniture Co. desks and tables installed 
in the Archives Building at Springfield, Illinois. Large 
illustration is of the reference room, smaller of lobby 
and museum. Made up entirely and in detail to archi- 
tect’s specifications, the desks and tables in this in- 
stallation are built of Cuban Mahogany solid through- 
out. Table tops are fiddle back figured and every 
feature is of the very highest class. The lacquer finish, 
product of the Wabash Products Company of Terre 
Haute. is rubbed to a piano case lustre. An important 
part of the Archives Building furniture these desks and 
tables will give lifetime service, retaining their good 


looks and inspirational character throughout. 


The Zephyr Desk 
—one of our stock 
designs, having 
many exclusive 
advantages for 
modern business 
men. Send for our 
catalog illustrating 
other interesting 
numbers. 
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Hbilit 


TO COOPERATE ... SUGGEST ... AMPLIFY 
and . . . CONSTRUCTIVELY TO RECOMMEND 





CONTACTS with live manufacturers help get business—you 
have added strength in such an association. Even the livest out- 
standing retail dealers have no hesitancy in taking full ad 
vantage of a good hook-up: Consider the accomplishment of 
Globe Furniture and Stationery Company in furnishing the 
Archives Building at Springfield, Illinois. They ascertained the 


requirements, compared available sources and made sure that 


the entire installation would be manufactured in strict accord- 
ance with the architect's specifications. Only through the skilled 
craftsmanship and experienced management of the manufacturer 
could such a splendid undertaking be brought to such a fine 


To dealers in position to make bids on office 


roint of perfection 


furniture installations large or small, we recommend our service 


JASPER OFFICE FURNITURE COMPANY 


Manufacturers of Jackson Desks—Built Like a Stone Wall 
JASPER, INDIANA, U. S. A. 
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HE STATE ARCHIVES BUILDING, SPRINGFIELD, ILL. 
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BUSINESS CHAIRS dy 4. 2 Marble 


%& One of the latest and most distinctive installations long and dependable service. 
of B. L. Marble Business Chairs. . . . typical of hun- No matter what the requirements may be, the 
dreds of special contracts that include banks, city B. L. Marble line is unequalled for its all-inclusive- 
halls, court houses, libraries and many other public ness and the B. L. Marble reputation for prompt 
buildings. shipments is traditional. 

The universal acceptance of B. L gs ag Fo adn Dealers who are planning to quote 


Marble Business Chairs for office and ey Po ‘y ; 
on special contracts are urged to write 
public building use did not “just hap the 
for details of the helpful selling co 
pen”. Half a century of manufacturing | | ‘ 
a operation that includes the services of 
experience... of “knowing how 
1 1 le fiall tin e Descic ; r 
has made the B. L. Marble name a 2 full time Designing Department and 
guaranty of highest quality . an the personal assistance of field repre 





absolute assurance of the ultimate in 


FOR SUCH AN INTIMATE PIECE OF FURNITURE AS A CHAIR THERE IS NO SATISFACTORY SUBSTITUTE FOR Wood 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 


BEDFORD, OHIO, U.S. A. 
* * * + * * . * * * 
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Here is why dealers 


prefer to sell the original 
VICTOR 


MAK-UR-OWN 


TRADE MARK REG. U.S.A. 


INDEX TABS 


Continuously for more than 20 years, MAK-UR-OWN INDEX 
TABS have been the accepted standard for celluloid index tabs. 
Highest quality material . . . absolute uniformity of tabs because 
of careful, precision manufacture . . . packaging that is the ideal 
combination of “eye appeal", utility and practical convenience 
. . . have made Mak-ur-own the preferred tab with dealers who 
are sales and profit minded. 

Practical selling aids . . . displays, demonstrators, literature . . . 
help keep Mak-ur-own Index Tabs moving out of your store. 
Mak-ur-own is not a “‘shelf’’ item, it is a SALES item. 

Consumer Acceptance . . . built by quality materials, highest 
standards of manufacture, assured uniformity and expert packag- 
ing, and fostered by years of advertising and promotional effort 
which still continue . . . is the third reason why you should sell 
the original, genuine MAK-UR-OWN INDEX TABS. When 
you offer Mak-ur-own your customer knows you are offering 
the best. 









... ask for samples of the NEW BEADED 
EDGE MAK-UR-OWN Index Tab strips. 
A new celluloid tab that embodies all of the recognized Mak- 
ur-own quality features plus a beaded or rolled edge (the familiar 
and original straight edge Mak-ur-own tabs are still available for 
those who prefer them). 


... this attractive, five color coun- 
ter display has sold hundreds of 
feet of Mak-ur-own Index Tabs 
to new users for dealers who dis- 
play it. It is FREE with your order 
for Mak-ur-own Index Tabs. . . 


ask for it. 





THE VICTOR SAFE & 
EQUIPMENT CO., INC. 


NORTH TONAWANDA, N.Y. 





TRADE MARK REG. U. 5. A. 
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Seen and Heard 


in Southern California 


By Hobart WW. Martin 
814 Highland avenue, Manhattan Beach 


TATIONERS in this neck of the woods report 
lively trade since the holidays and many of 
them before. Transfer time always stirs up business 
for the stationer, and along with forms go other 
things that help to swell volume. Reports from the 
office furniture and office machinery sources are less 
lively, although many concerns say that there is a 
good, steady business, in some instances ahead of the 
corresponding period last year. 
* * * 


Anderson Now with Industrial.—_George L. Anderson 
is now manager of the office machinery department 
of the Industrial Printing and Stationery Company, 
Huntington Park and Los Angeles, Calif. He was ten 
years with the Victor Adding Machine Company, R. A. 
Tiernan Company Division. For the last two years 
he fulfilled the duties of a salesman for the Industrial. 

Mr. Anderson brings to the position to which he has 
been appointed a fine record of achievement. 

* * + 

Defenbaugh Out for Himself.—Harold Defenbaugh, 
brother of Ray Defenbaugh of Peoria, Ill., is now in 
the office machinery business on his own account at 
Huntington Park, Calif. He was formerly manager of 
the office equipment department of the Industrial 
Printing and Stationery Company, also of Hunting- 
ton Park, where he hung up an enviable record. 

a * A 

Harlan Joins Vernon Staff on Coast.—Henry Harlan 
has joined the staff of the S. E. and M. Vernon Com- 
pany, manufacturers of loose leaf devices and “Royal” 
brand blank books, 65 Duane street, New York City, 
and will represent that house on the Pacific Coast. 
Mr. Harlan has spent his business career in the loose 
leaf and blank book industry, and has a thorough 
knowledge of the subject. 

* + * 

Ben. Nakand Opens New Store.—Ben. Nakand has 
opened a new office equipment store at 137 South 
San Pedro street, Los Angeles, where he handles Royal 
tvpewriters, Victor adding machines and other items 
of office equipment and machinery. Mr. Nakand is a 
young man who represents the best type of American- 
Japanese. He is a credit to the office equipment busi- 
ness. 


* * * 


Moreness Takes Scotch Tape Account on Coast.— 
The Minnesota Mining and Manufacturing Company, 
2034 Bay street, Los Angeles, makers of “Scotch” cellu- 
lose tape, abrasive paper and cloth, and like goods, 
has appointed Paul Moreness to represent them in a 
Pacific Coast territory. H. T. Nelson has also taken a 
Coast territory for this concern. Mr. Moreness is the 
new appointee. The company reports increasing busi- 


ness. 
s 6 «¢ 


Myers Returns to Former Occupation. — George 
Mvers. for eighteen or twenty years connected with 
the office furniture industry in Los Angeles, and who 
has for several years been associated with interests 
in other lines, has associated himself with the Western 
Office Furniture Company, which moved some months 
ago from 848 South Hill street, Los Angeles, to 428 
South Spring street. 

Mr. Myers is the father of Rea Myers, 229 East Third 
street, Long Beach, Calif., a leading office furniture 
and equipment dealer in that city. 
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Here’s how they look 7 
high and locked together 
in a solid battery. 


What's the Reason? 


Why are they selling so fast? Just a matter of handsomer 
green board, a neater steel front, easier assembly, and 
sturdier construction than have ever before been combined 
in any steel-reinforced file. 


Construction features 
Your customers will like: 


Stak-klips Heavy steel rods permanently connect the front and back 
and battery of the drawer—which has double thick sides, double thick 
clamps FREE bottom, and steel reinforced back. And—the drawer assem- 


with each 


file. 


bles in a couple of quick folding motions that take hardly 
any time at all. 

A rigid steel frame slips over the front of the shell and 
snaps in place. Corners of this frame are reinforced with 
heavy angle irons—and all edges are trim and square, giving 
that solid appearance of regular steel files. 

All you need to be convinced is to see it! Send your stock 
order today for a few cartons of Steel-Clads, and get your 
share of the transfer season storage file business. 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 125 South 8th St., St. Louis, Mo. 





1 POPULAR 
SIZES 


ERE 
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on SUM cian casters 
for FLOOR PROTECTION EQUIPMENT 
The Complete Line . . . Outstanding in Quality 


With a sales - producing 








display for Bassick Dealers 
that simplifies selling and 


builds new business. 


This display is available free 
to dealers stocking the Bassick 
line. Write for catalog and 
complete information. 


THE BASSICK COMPANY * BRIDGEPORT, CONNECTICUT 


Factory’ STEWART.-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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PACIFIC NORTHWEST NEWS NOTES 


Six stationery, office and school supply houses of 
the Pacific Northwest were recently winners of awards 
to furnish a large quantity of new equipment for the 
Richland (Wash.) grade school. Awards were given 
for about $5,000 worth of school equipment, with Low- 
man & Hanford Company of Seattle furnishing such 
supplies as teachers’ chairs, waste-paper baskets, and 
fire extinguishers. J. K. Gill Company of Portland, 
Ore., will supply pupils’ tables, stage equipment and 
window shades; the Hansen Desk Manufacturing Com- 
pany of Seattle, teachers’ and office desks, teachers’ 
and office chairs, and filing cabinets; the Northern 
Supply Company of Portland, Ore., typewriters, dupli- 
cators, gym equipment, steel folding chairs, and other 
equipment; C. P. Sudweeks & Company, of Spokane, 
pupils’ chairs and other supplies; and the John W. 
Graham Company of Spokane, Wash., other equip- 
ment. 

* * * 

Lowman & Hanford Company’s newest stationery 
store on Fourth avenue, Seattle, recently entertained 
shoppers and passersby with moving picture enter- 
tainment as they walked along the avenue. Crowds 
outside the entrance of the latest link in the Lowman 
chain of office stationery links were intrigued by 
scenes of Hawaii, hula dancing, and the picturesque 
possessions of Uncle Sam, projected on the inside of 
the window. Many men and women gathered for the 
sidewalk movie show with its sound effects and 
announcements. 

~ ‘ Bed 

Featuring office supplies, stationery, diaries, pens 
and pencil sets and other items, the Archway Book- 
store recently moved to a fine new location in Seattle, 
Wash., at 1615 Third avenue, five doors north of Pine 
street. 

* * * 

Electric bookkeeping and accounting machines, 
automatic time recorders and proof machines for 
banks, ticketograph production control devices, all- 
electric writing machines and hosts of other business 
and management aids were in the group of business 
machines shown in the winter exhibit staged by the 
International Business Machines Corporation in Seat- 
tle. A. N. Brambach, manager of the company’s 
branch at 1933 Fifth avenue, Seattle, welcomed a 
number of business executives of Seattle, office man- 
agers, and commercial leaders, during the several 
days’ showing of the latest machines and practices 
for modern offices. 

* * * 

For contacts and business development with the 
large and growing Japanese colony in Seattle, Yoichi 
Matsuda, former newspaperman in Seattle, has been 
selected as Japanese representative of the E. W. Hall 
Company. Mr. Matsuda has entered upon his duties 
at the downtown store and office of this enlarged type- 
writer firm at 1111 Second avenue, Seattle—CML 

—_—_— =< —___ 


ALL-STEEL-EQUIP AT REFRIGERATION 
EXHIBITION 


All-Steel-Equip Company, Aurora, IIl., took advan- 
tage of the first annual Refrigeration and Air Condi- 
tioning Exhibition at the Stevens Hotel, Chicago, Jan- 
uary 16 to 19, to show its Froz-N-Food lockers. These 
lockers, as the name indicates, are used strictly to 
hold meat, vegetables and fruit. Among the users 
are packing houses and large food distributors. B. G. 
Wiley, sales manager, who was in charge, reported a 
gratifying interest in this comparatively new equip- 
ment. 

: a 
KRUMWIEDE TAKES OLD TERRITORY 


Elmer Krumwiede of the G. J. Aigner Company, Art 
Steel Company and Borg Scale Company, last month 
announced that he will take over his old territory 
which consists of Missouri, Kansas, Nebraska and 
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The Acco No. 10, champion among punche® 





ACCO 
PUNCH 
No. 10 


in brute strength and selling power. This is 
the original Acco Punch which has set today’s 


and value. 
diameter (234 inch centers) through papers 
up to 4 inch in bulk. 








The Acco No. 110 Punch is a popular-priced 
sturdy machine that can take it. The Acco 


spread sales opportunities. 
modest office can afford one. Punches two 
14-inch holes cleanly. Standard 234 centers. 


complete story 
on PUNCHES 
Tita & 
The rapidly widening use of Acco Fasteners 
for all types of loose leaf binding has created 
a very gratifying demand for Acco Products. 


PROFIT. 











Acco Canadian, Ltd., 


ACC PRODUCTS, 


INC. 


39th Ave. and 24th St., Long Island City N. Y. 


Canada: England: 


Toronto Acco Company, Ltd., 


high standards in punch construction, service 
Cleanly punches two holes 4 inch | 


| 
| 
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Iowa. The territory was left vacant through the 
death of the late Ted Rentz who also covered Okla- 
homa, a district now taken by Alwin Aigner. The new 
order of things does not affect the territory at present 


covered by Mr. Krumwiede. 
ea as: 


FRANK RYAN NEW REPRESENTATIVE FOR SHEL- 
BYVILLE DESK COMPANY AND MILWAUKEE 
CHAIR COMPANY 
Frank Ryan, whose intention to get back into the 
office furniture business was announced in the Jan- 
uary number of this publication, has made arrange- 
ments to represent Shelbyville Desk Company, Shelby- 
ville, Ind., throughout the South from Texas to the 
Atlantic. He also will represent the Milwaukee Chair 
Company, Milwaukee, Wis., in the Southeast. In his 
newly arranged connection with the latter company 
he has returned to a concern with which he was affil- 
iated for many years during which time he built up 
a national reputation as a constructive office furni- 
ture salesman. He has been a well known figure at 
conventions both national and local. He is well in- 
formed on up-to-date methods of office furniture mer- 


chandising. 





EO 





HOSPITAL USES ROYAL STANDARDS EXCLUSIVELY. 
—Above is shown the new modern offices of the Hospital 
Saving Association at Chapel Hill, N. C. With its mem- 
bership of 80,000, the organization is faced with a 
tremendous amount of office work, all of which is done 
exclusively on Royal standard typewr.ters. 


MAVERICK-CLARKE ACQUIRES RUSSELL CO. 
Acquisition of the Marcus Russell Office Supplies, 


| Inc., of Corpus Christi, Tex., has been announced by 


| arrangement. 


Write for our No. 110 Punch offers real value and wide- | 
Even the most | 


the Maverick-Clarke Litho Company of San Antonio, 
which will continue the business under the manage- 
ment of Mr. Russell. Plans have been completed for 
moving the business to 416A Schatzel street, where 
enlarged and improved quarters will be occupied. 

Entrance of Maverick-Clarke into the Corpus Christi 
territory was made in order that patrons of this firm 
in that district might enjoy a better sales and service 
A complete line of business equipment, 
machines, shelf goods and desk accessories will be 
stocked, and the same complete business service fea- 
tured in San Antonio will be available through the 
new establishment. 

Maverick-Clarke Litho is recognized as one of the 
oldest and largest stationery and business equipment 
firms in Texas, having been founded in 1874 by the 
late Samuel Maverick, and enjoying consistent growth 
and success ever since. — 


HANSON PAYS STAFF ¢ CHRISTMAS BONUS 
The J. L. Hanson Company, 552-54 West Adams 
street, Chicago, in December closed a splendid year 
of business by paying a Christmas bonus to its entire 
staff. Employes who are comparatively newcomers 
were given sums of money ranging from one to three 


| weeks pay, according to J. S. Gram, president of the 


London | 


company. 
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Do YOUR WINDOWS TELL A 


>. 





OUR customers—and pros- 
pective customers—depend 
on your windows for the story of how 
well you can serve them. Seeing is 
believing—and the merchandise in your 
window displays reflects the quality, 
the reputation, the success of your 
business. 

e In Philadelphia, Harry B. Levis 
proves his ability to serve with the 
Columbia display pictured. Other deal- 
ers, in other cities, are constantly telling 
the same story—that their ribbon and 





HARRY B. LEVIS, INC., PHILADELPHIA 


carbon departments are equipped with 
known quality products, that their suc- 
cess is built on items which serve the 
customers requirements first, last and 
all the time. 

e Yes, Columbia dealers are successful 
dealers. They have learned that 
Columbia quality, plus Columbia co- 
operation, plus Columbia service spell 
sales and profits. We'd be glad to prove 
this Columbia fact to you. Write for 


the information now. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. 
FACTORIES: MILAN, ITALY; LONDON, 


Kansas City, Mo.: Dwight Bldg. 
ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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NORTHWEST TRAVELERS NEWS NOTES 





By A. J. Nordstrom, Correspondent 





A regular convention of travelers was seen eating 
in one of Duluth’s well known eateries during the 
week of January 16. Among those present were Dave 
Bevans, Pierpont Morgan, Merrill Hasty and “Iron Hat” 
Woodward. Ken Chase, note: Why isn’t “Woody” 
listed with the Travelers? “Woody” has been a Deni- 
sonite for the past twenty years or more in this 
territory, and we don’t know how many years he spent 
in the New England States in addition to his years 
as a “go-getter” in the Golden Gopher State, and he 
certainly is eligible. Roy Clarke, take note: Another 
good prospect is Kuledge, the Frederick Post Man. 


+ * * 

Ben Gustafson is extremely proud of his four months 
old strapping boy, and is already making plans to 
break him in as a junior salesman in his A. & E. 
organization. 

+. * * 

Jack Laws, the Wallacer, was seen Mankato bound 

with Dick Perrin about the middle of December. 
ik o 7 


Ask Luke, the duplicator man, how he was stranded 
in the “sticks” early in January, no hotel, no lodging 
of any kind available—and how did he get home? 
Paardekooper knows the answer, but won’t tell. 

* “ * 

Dean Perdue, the Klipto Man, says business is fine, 

thank you. 
~ « . 

Merrill Hasty, the Sengbuscher Singer, attended the 
annual salesmeeting in Milwaukee, January 9 to 14. 
Merrill says the girls in the office have the wrong slant 


on the salesforce, and that this was proved during | 


the salesmeeting, as even the salesmen can write 
poetry. 
- * * 

Marcel Thibault has returned to his old concern, 
the Burgher Williams Company of Virginia, Minn., in 
charge of the typewriter department. 

* ~ - 


Ben Westdal, of the Interstate Stationery at Willis- 


ton, N. D., reports his 1938 business surpassed that 
of 1937. 


* * * 








Confidence 


The dealer who sells Vail Metal Fasteners 
is free from a number of annoying business 
worries. He knows that he can depend 
upon Vail quality, Vail promptness and 
Vail genuine dealer service. Such confi- 
dence comes from satisfactory experience. 


| It results in a constant demand for Vail 





Herb Morgan, Good Will Ambassador Extraordinary | 
for one of the nationally known electric razors, thinks | 


a law should be passed compelling busses to put in | s , 
outlets so that users of electric razors would not be | Material. We have a sympathetic appre- 


inconvenienced. Herb has succeeded in getting most 
of the hotels he stops at so equipped. Herb also repre- 


sents Associated Stationers of Chicago, drives a well- | 


known make of automobile which he says is the best | 
in the U. S. A. and shares honors with H. Edward | 


Cooper as the Beau Brummell of the Northwest Trav- 
elers Club. Herb will be glad to give you the low- 
down on electric razors, as he has tested every known 
brand and given plenty of good advice to Al Sund- 
berg, Oscar Nordeen and Ben Gustafson on the merits 
of his particular brand of whisker trimmer. Had the 
three Travelers who were with Herb in Duluth suffi- 
cient dollars in their pocket, I am sure that after 
listening to his sales talk, the boys at A. & E. would 
have sold three razors of the same brand Herb is 


using. Se 


GEIL TAKES MARBLE & SHATTUCK LINE 


Charles H. Foote, sales manager of the Marble & 
Shattuck Chair Company, Cleveland, Ohio, last month 
announced the appointment of Lester L. Geil, as west- 
ern territory representative of the company. Mr. Geil 
who is a well-known traveler in the field, also handles 
the lines of the All-Steel-Equip Company, Inc., Aurora, 
Ill.; Wabash Cabinet Company, Wabash, Ind.; Tell 
City Desk Company, Tell City, Ind. 





products including 


PINS 
CLIPS 
STAPLES 
BRASS FASTENERS 
THUMB TACKS 


If you are not a Vail dealer, it will pay 
you to investigate. You will find to your 
own satisfaction that all Vail products 
are expertly made from best quality 


ciation of dealer problems and a dealer 
service that is definitely helpful. Prompt 
attention to all orders is a rule in our plant. 


Write for circular with complete 
information on the entire Vail 


stationery line. 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, III. 


"MAIL TO VA 


107 























HOON 


AS 
SAN 


7 


MQ GG‘. 


\ .. 
NS 


\\ 
MIS 


SSX 
SX 


as 


aX 


WG 


UW 
\ 


AX 


ADR. WK 


DK 


MSM 


DY 
\ 


WC 


EWS 


K& 


; 








108 


nnouncement 
is made by the 


Office 


Equipment 
Association 
of Philadelphia 


of its 


BUSINESS 
SHOW 


to be held the week of April 10th 





A complete floor of the 
BELLEVUE-STRATFORD HOTEL 
to be devoted to an exhibit of the latest 
office devices and methods by the leading 
manufacturers of the Office Appliance In- 


dustry. 


Endorsed by: 

Philadelphia Chamber of Commerce 
Executives Association of Philadelphia 
National Association of Cost Accountants 
National Office Management Association 
Sales Managers Association 


For space reservations address: 


A. R. Baker, Secretary, 
2210 Chestnut St., Philadelphia 
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NEW SHIPMAN-WARD CABINET BUILDS RIBBON 
SALES FOR DEALERS 

An attractive combination storage cabinet and type- 
writer ribbon servicing unit, illustrated and described 
elsewhere in this issue, is the latest sales help made 
available to dealers by the Shipman-Ward Manufac- 
turing Company, 325 North Wells street, Chicago, IIl. 
It is the current offering in the company’s organized 
program of assistance to retail distributors in the form 
of sales ideas and new items of merchandise. 

The cabinet is supplied without cost to dealers pur- 
chasing a gross of Shipman-Ward DeLuxe typewriter 
ribbons at regular catalogue prices. The quality of 
the ribbons permit retailing them at a figure that 
will net a substantial return on the investment, when 
the entire gross is sold. 

Stocked in the cabinet is an optional assortment of 
ribbons. Any combination of inkings, colors and ma- 
chine use designations, may be had, so long as the 
total order is for a full gross. 
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NEVA-CLOG’S NEW DISPLAY RELEASE.—Measuring 18 by 24 
inches and processed in four colors is this new display re- 
cently released by Neva-Clog Products, Inc., Bridgeport, Conn. 
The display, equally good for window or counter, holds either 
plier-type or desk-type machines on cleverly designed shelves 
which fold out as the card is set up. Dashes of blue and red 
coloring in the display creates a brilliant effect sure to draw 
attention. The card is free to doalers on request. 


ee 


NEW ENGLAND TRAVELERS NOTES 


The annual meeting and dinner have come and gone 
and a new slate of officers has been chosen to guide 
the destiny of the club for the next twelve months. 
They are: President, Guy Hart; first vice-president, 


| Harry L. Chandler; second vice-president, Cort Worth; 


secretary-treasurer, E. Knapp. Executive committee- 
men for one year are J. Hobart, O. T. Bracken and F. 
Horie. For two years: F. Salmon, C. Cummings, W. 
Taylor and G. Slater. 


* * * 


Retiring President Fred H. Salmen had this to say 
following the election: “I wish to thank all of the 
officers and members who have cooperated in making 
the past year a success. I wish to thank also the new 
members who have joined us during the past year and 
suggest their active cooperation in the future activities 
of the club.” 


* * * 


Members who have changed addresses since last 
May, at which time the Club News gave a complete list 
of the membership, are requested to send the new 
address to the secretary at once. 

* * * 

Brown & Saltmarsh at Concord, N. H., and Narcus 
Brothers, Worcester, have recently completed splendid 
improvements to their individual establishments and 
both of them look like new stores. 


* * * 


Burglars with a flair for writing recently visited the 


_ Hall-Martin Company at Portland, Me., shortly after 
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Sikes Offers KOOLCUSHION Seating! 


A Powerful Stimulant for Sharply 
~ Increasing Office Chair Sales 


VERYWHERE .. . all around you . . . countless 
office workers are sitting in hot, uncomfortable office 


chairs. Much of that discomfort arises from the use 








of a separate loose cushion on wood seat chairs. That 
cushion, being airlocked top and bottom, is hot. Further, 
it raises you up in the chair, destroying the original com- 
by a> ~ fort of the arms and back. 

Here is a tremendous market at 
your doorstep! The amazing new 
Sikes Koolcushion with positive 


ventilation is built down into the 






seat. There’s an enormous, latent 


THE 
“HOT” WAY 


demand,—something you can cash 
in on quickly and substantially be- 
cause a demonstration of KOOL- 
CUSHION seating immediately 
points out the difference in work- 


ing comfort. 





KOOLCUSHION SEATING 


THE KOOLCUSHION WAY 


COOL—because positive ventilation goes through 


Exclusively and through. 
on Sikes Chairs 





COMFORTABLE—because (1) the cushion is 
made of porous, form-fitting Latex which has 











a made sensational strides in modern comfort- 

seating; (2) the sturdy solid wood base is care- 
Get The Whole Story! fully shaped; (3) the entire seat is built down-in 
(instead of resting on top like a loose pad) assur- 


Many Sikes Office Chairs are now 


. bad ; : ing restful support where intended. 
available with Koolcushion seating. a) PP 


Get the whole story! Send for illus DURABLE—built for permanence, to withstand 
trated folder telling about this new- many years of constant use. 
est contribution to modern office 


seating comfort. Also featured in ECONOMICAL—costs no more than the usual 
the new Sikes catalog. See pages chair with loose pad. 
40, 44, 53 and 54. 
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THE SIKES COMPANY INC., BUFFALO, N. Tse 
BUILDERS OF FINE OFFICE FURNITURE — cide 
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NEW YORK CITY PHILADELPHIA — CHICAGO 
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Character 


as demonstrated 
by Washington is 
exemplified in the 
dependability of 
Quality Park 


merchandise! 
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Keathorid SLIDE FASTENER WALLETS 


Adjustable to any expansion and fastened quickly 
and easily. No tapes to tie or untie. 








EXECUTIVE DESK FILE 


Smart appearance. Heavy rigid cover prevents 
warping. Black or gray cover with celluloid or 
cloth tabs. 
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Kathoroid. 511 POCKETS 


Will last for years. Ideal for bulky correspondence. 
Made with reinforced corners, double fronts and 
backs. 











a = 
CHAMPION CLASP ENVELOPES 
Give unexcelled service in protecting heavy mail, 


catalogs, etc. Made with double gummed flaps 
and extra wide seams. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, Ill. 
FACTORY AT ST. PAUL 
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that concern moved into its new home and escaped 
with fountain pens valued at more than $1000. 

After a three-week fight with influenza Francis Mac- 
Millan is back on the job with Hobbs & Warren. Many 
old and valued friends will welcome him back. 


* * * 


The above new items were gleaned from the N.E.T. 


Club News, official organ of the New England Travelers | 


Club. 


ee 


KOCH BROTHERS PROMOTE SMITH 


James L. (Jimmy) Smith, for the past twelve years | 


connected with Koch Brothers, Des Moines, Iowa, last 
month was promoted to the position of assistant sales 


manager of the company. He will assume full charge | 


of city sales. 

Mr. Smith had just completed his college education 
at Bowling Green, Ky., where, during his college years, 
he played in an orchestra and worked in a drug store 
which sold a limited line of office supplies, when he 
heard of good opportunities in Iowa. An all-night 





JAMES L. SMITH AND DAUGHTER, JOY 


bus ride took him to Des Moines and a talk with | 
Vice-President B. J. Bristoll landed him a job as | 


shipping room helper. 

In quick succession came jobs as stockroom helper, 
stockkeeper, floor salesman and then city salesman, 
a position he was holding at the time of his promo- 
tion. Mr. Smith is a member of the Northwest Trav- 
elers Club, all members of which wished him continued 
success in the new job. 

Risa A ee 


NORTHERN STATIONERS IN NEW HOME 


Choosing an attractive and convenient location the 
Northern Stationers, office equipment and _ supply 
house of Marquette, Mich., recently moved into new 
quarters in the Union National Bank building. 

The company is now situated on the busiest corner 
of the city where it has installed outside display 
windows with a modernistic silver and black front. 

Serving the greater portion of the Upper Peninsula 
and carrying a complete stock, the company repre- 
sents The Shaw-Walker Company, Master-Craft Cor- 
poration, Lyon Metal Products, Inc., Niagara Dupli- 
cator Company, Irwin Seating Company, DeVry Cor- 
poration, and Kewaunee Manufacturing Company. 

i a ge 
SWEDISH REMINGTON CO. PUBLISHES TYPE- 
WRITER HISTORY BOOKLET 


From Remington Typewriter Company, A.B., Stock- 
holm, Sweden, we have received a copy of a new 
booklet entitled “A Saga of the Machine Which 
Changed the World.” 

Describing and picturing the entire line of Reming- 
ton machines from the first “foot pedal’ model to 
the present day Remington standard and portable 
typewriters, the booklet is written entirely in Swedish. 
Among the interesting pictures, many of them his- 
torical, are a portrait of Christopher Latham Sholes, 
the “father of the typewriter” and an early photo- 
graph of his daughter, shown operating a model pro- 
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Since 1868 








St. Johns Office Table No. 24 


Selected Solid Oak; Office 
Golden Finish. Top is % inch 
thick. Legs 2'4 inches square. 
Six sizes, from 24 x 36 to 
30 x 72. Shipped K. D.; 
Packed two of one top-size 
in crate. 







ST. JOHNS TABLES HAVE BEEN 
AMERICA’S FAVORITES 











Styled right, priced right, there’s extra 
profit for you in handling office tables 
built by St. Johns! Fine workmanship, 
extra value, have made St. Johns tables 
America’s favorites. Every table equipped 
with dovetailed drawers with 3-ply bottoms. 
Write today for catalog and prices on tables 
made in the world’s largest table factory. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 


Office Furniture Warehouse Co. 573 Broadway, New York, N. Y* 


AN OUTSTANDING 
DEVELOPMENT 





Optcial Silf 


TYPE 
Ns WRITER RIBBON 





CLEAR PRINT 
PRODUCTS 


WARRANT YOUR INVESTIGATION. 
Samples free to Responsible Dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street Rochester, New York 


EASTERN DISTRIBUTORS: Macintosh and Sheridan, 
1206 18th Street N. W. Washington, D. C. 
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AUTOMATIC § 59 50 
DUPLICATOR Retail 


Price 


Compare the exclusive features of this re- 
markable duplicator with any other machine 
at anywhere near this price— 

@ Automatic Front Paper Stop 

@ Rubber Roller Releaser 

@ Closed-in, Leak Proof Drum 

@ Automatic Feed 

@ Automatic Paper Counter 


HAIR-LINE REGISTRATION 


This ALL-IMPORTANT feature—absolutely 
essential to perfect work, is insured by the 
exclusive Hilco construction— 
and the automatic front paper 


stop. 


ALL-METAL $1 8° 
CABINET Retail 


Price 





All-metal cabinet, 17 x 30 x 31 inches high 
—especially designed for Hilco. Solidly 
built, crackle finish throughout .. . Very 
convenient—Equipped with two sliding 
trays and canal cupboard. ADJUSTABLE 
FEET. A utility and convenience you should 
not be without. 


Write for Catalog and Prices 


Miillcloliele):4-10)-7 Wale). 


1512 MERCHANDISE MART e CHICAGO 
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duced in 1882. Another entire page is devoted to a 
chronological history of the Remington organization 
and its products, while the last two pages show fine 
illustrations of eight Remington typewriters, the Rem- 


| ington and Dalton bookkeeping machine, Remington 


carbons and ribbons, calculating machines and the 


new Remington electric shaver. 
The center spread contains a large picture of the 


| Remington plant, flanked on either side by photo- 
| graphs of President J. H. Rand and Vice-president and 
| General Manager H. A. Schuler. This is followed by 
| another page containing portraits of Ossian Althini, 
' director of the Swedish organization and thirteen 


members of his staff. 
Mr. Althini and his assistants are to be congratu- 


' lated on the unusually fine and impressive history of 





the Remington machine. 
ant 





A ROYAL RIBBON IN A NEW DRESS.—The Roytype Division 
of the Royal Typewriter Company has recently introduced this 
smartly-styled box for its line of typewriter ribbons. The 
box will be used for the Vertex, Vogue and Value ribbons, 
following out the modern “family” trend of packaging. The 
brand name is in black upon a pastel shade background. 
A GLIMPSE OF NEW ZEALAND 

From our very good friend, T. F. Coull of Coulls Som- 
erville Wilkie Ltd., Dunedin, New Zealand, comes a 
copy of the Christmas (1938) number of the Christ- 
church (N.Z.) Star. 

A land of great and pleasing contrast it must be. 
In the sixty odd pages of the annual we get an inviting 


| glimpse of rugged snow-capped peaks and lazy tropical 


grandeur, of over-hanging moss-covered growth, of the 
angry sea seething in turmoil, lashing its fury against 
ship and shore and the quiet blissful serenity of a bit 
of a lake tucked away in an up-country nook, of ver- 


| dant growth along the country side and barren eerie 


| streams and broad sluggish rivers, of 


wastes of desert sands, of flashing, icy, dashing trout 
invigorating 


| surf-bathing on broad expanses of coral sand and 


————— 


skiing in the ice fields of the several glacial formations, 


| of deep and commodious harbour and cruel rock-bound 


coast, of quiet countryside where the cattle low and 
chew their cud in contentment and the hustle and 
bustle of thriving commercial cities energized with the 
magnetic force characteristic of most centers of com- 
merce. The editors of the Star present the rhapsody of 
New Zealand in attractive style. 

Reaching us in the dead of winter when the air all 
but freezes we spend a wistful few moments of long- 
ing, giving our imagination free reign. Thanks, Mr. 


Coull, we get a real “kick” out of this. 
ee: Satin 


EATON TO EXPAND ADVERTISING PROGRAM 

The Eaton Paper Corporation of Pittsfield, Mass., 
has embarked on a greatly expanded advertising pro- 
gram in behalf of its social writing papers. Such 
nationally known papers as Highland Linen, Peters- 





| burg 1850, Mayfair, etc., will be featured in the pres- 


tige and women’s groups and weekly magazines. The 
account is handled by Federal Advertising Agency, 


Inc. 

















FEBRUARY, 1939 


113 





AN ANNOUNCEMENT 


of interest to every stationer who carries or is con- 
templating carrying the complete National line. 


“EYE-EASE” PAPER 


is now available 


AS FLAT STOCK 


to National Dealers 


if ATIO 1 


Vai’ 








Every stationer knows the success of “EYE-EASE” in stock merchan- 
dise. This green-white paper, ruled in restful brown and green, cuts 
glare, minimizes eye-strain, increases office efficiency. 


That is why the use of ‘“‘Eye-Ease” books, forms, pads and sheets has 
been increasing by leaps and bounds. 





Stationers who carry the National line know this very well. Their 
books show it. 


Now we are making available to them, and only to them, ‘“Eye-Ease”’ as 
flat stock. Thus they can furnish their trade the same service in 
special-order sheets, forms and other merchandise, as previously in 
stock ““Eye-Ease.” 





Effective January, 1939, ‘‘Eye-Ease”’ in a full line of qualities, weights 
and sizes is being supplied to our full-line dealers at jobbers’ prices, 
FOB Holyoke, New York and Chicago. 





If you are a National dealer you have already learned of this service 
by our advance announcement. Probably you have already been in 
touch with your National representative about it. 





If you are a stationer who has been considering taking on the National 
line, here is something for you to consider very carefully. 


NATIONAL BLANK BOOK COMPANY 
HOLYOKE, MASS. 


100 Sixth Avenue 328 S. Jefferson St. 45 Franklin St. 
New York Chicago Boston 
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Like a 


NEW MODEL CAR 


It Makes 
All Others 
Obsolete 
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Get This New and Replacement Business with 


(Peerless TWCHTYPE KEYBOARD! 


Y YHE Peerless Tuchtype Keyboard is so new, 
so revolutionary, so greatly advanced over 
ordinary rubber typewriter keys that it sells as 


easily, as fast, as profitably as a new model 


automobile. 


You don’t have to take our word for this—here 
are some of the records: A single window display 
made 18 sales in 10 days. One business firm 
ordered 14 Keyboards on sight and is reordering. 
\ steel company used key stroke counters to prove 
Tuchtype’s efficiency—then ordered 50 Keyboards. 
One dealer has chalked up 80 sales in 4 days. 
Others have sold 300, 500 and more in the last 


six months. 


But the best way to prove that Tuchtype will 
make money for you is to try it yourself! Write 
for the particulars, get the Peerless sales plan, 
start to get your share of the Tuchtype Keyboard 


business that is waiting for you NOW. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint 
BRANCHES 
New York City, 321 Broadway Chicago, 19 South Wells Street 


Detroit, 1000 American Radiator Building Los Angeles, 1127 Wall Street 


* * * * * * * 


IMPERIAL RIBBON & CARBON 
PAPER DEALERS FIND THAT IT PAYS 
TO HAVE A REAL SALES PLAN 


N OST dealers are far from being 
paper experts. That’s 


carbon 
why so much business goes to direct 


selling competition. 


But not to competitors of Imperial 
Ribbon and Carbon dealers. Imperial 
has a plan that enables every dealer 


to compete—and get the business. 


The Imperial plan of ribbon and 
carbon selling lets the customer sell 
himself. It makes every dealer or 
salesman an expert adviser on their 
customer’s requirements. It builds 
good will, brings sales, keeps the 


repeat orders. 


Without obligation, let us tell you 
about this Imperial Typewriter Ribbon 


and Carbon Paper plan. Write us now. 


* 
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Calendar of Industry. 
Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


February 14, 15, 16 and 17. Office Management Asso- | 
ciation of Chicago’s fourth annual display, Palmer | 
House, Chicago. (Publicity chairman), J. C. Staehle. 


« » 


March 16 and 17. N.S. A. fourth regional meeting, 
Hollywood Beach hotel, Hollywood, Fla. (Governor) 
Henry I. Coleman, Nathan Coleman & Sons, Savan- 
nah, Ga. 

« 

April 6 and 7. N.S. A. ninth regional meeting, Gal- 
veston, Texas. (Governor) A. H. Hoera, Hoera-Rosen- 
thal Company, Fort Worth, Texas. 


« 


April 10 and 11. N. S. A. tenth regional meeting, 
Antlers hotel, Colorado Springs, Colo. (Governor) 
Herbert S. Riley, Outwest Printing & Stationery Com- 
pany, Colorado Springs, Colo. 


« 


April 13 to 22. N. S. A. Twelfth district meetings. 
Cities not yet designated. (Governor) W. R. Lindsay, | 
West Coast Stationery & Printing Company, Los An- | 
geles, Calif. 

« » 

April 24 and 25. N.S. A. eleventh district meeting, 
Portland, Ore. (Governor) R. G. Montgomery, J. K. 
Gill Company, Portland, Ore. 

« 

April 28 and 29. N.S. A. eighth district meeting, 
Jefferson hotel, St. Louis, Mo. (Governor) Frank Lynch, 
Johnson Press Company, Wichita, Kans. 

« 

May 2 and 3. N.S.A. sixth district meeting, Mar- 
quette Hotel, Peoria, Ill. (Governor) Cless O. Burras, 
Cless Burras Stationery Company, Inc., Oak Park, IIl. 


» 


» | 


» 





» 


» 


« » 
May 5 and 6. N.S. A. seventh district meeting, Des 
Moines, Iowa. (Governor) Willis Mohn, Holden- 


Kahler Company, Cedar Rapids, Iowa. 


« 


May 25 and 26. N.S. A. fifth district meeting, Louis- 
ville, Ky. (Governor) William Kelly, Office Equip- 
ment Company, Louisville, Ky. 


« 


June 5, 6 and 7. Wholesale Stationers Association 
twenty-fourth annual convention, Hotel Chase, St. 
Louis, Mo. (Association manager) H. C. Whittemore, 
250 Fifth avenue, N. Y. C. 


« 


June 16 and 17. N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) Robert 
L. Thomas, Lucas Bros., Inc., Baltimore, Md. 


» 


» 


» 


» 





July 24, 25 and 26. National Typewriter & Office 
Machine Dealers Association annual convention, Cleve- 
land, Ohio. (Secretary) J. Paul McWilliams, 800 Grand 
avenue, Kansas City, Mo. 


« 


September 18, 19, 20 and 21. The National Stationers 
Association convention, Statler hotel, Boston, 
(Secretary) Charles P. Garvin, 740 Investment build- 
ing, Washington, D. C. 


» 


Mass. | 


THE SPENCERIAN 


m—"RUBRGLASS” INK ERASER——> 


Lays to sell 


“RITEYRACER’ 


Only 39% complete 


@ If you want to sell a real bargain for 39¢, 
sell “Riteyracer’”’ — the combination pen, 
and ink eraser. Rust-proof, non-corrosive 
“Everbrite” Pen with “Big Dipper” Reser- 


voir writes up to 300 words. Full-length 
“Rubrglass” ink eraser can be advanced or 
retracted by a turn of the sleeve. The pen- 
hoider is made of Tenite, in four beautiful 
colors—Ebony, Sea Green, Wood Smoke, 
Old Ivory. Order assortment of one dozen 
now, displayed on colorful counter card. 


SPENCERIAN PEN COMPANY 
434 Broadway, Dept. P, New York 


™— “BIG DIPPER” RESERVOIR——> 


SINCE 185 


f 7 ey 
Hootie 


NTAIN PENS @ REPEATING PEN - 


4S AND RIBBONS @ RESERV R PEN 








Polar Linoleum Jops 


When business gets quiet for the outside 












salesman it’s surprising how he can in- 
crease his sales volume by showing and 
suggesting 


POLAR LINOLEUM TOPS 


Free sample swatches are 
available, together with com- 
plete catalogue giving all de- 
tails for easy selling. 


Write Us Today 





Medium and heavy gauge in either brown or green colors. 
All sizes for desks, tables, counters, etc. 


Complete Catalogue on Request of Our 100 Different Office Items. 


POLAR MANUFACTURING CO. 


401 N. BROAD ST., PHILADELPHIA, PA. 
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Introducing 


The New Improved ASCO 
EXPANDING PERSONAL FILE 
Number “One-Twenty” 


<am<—ermo 


List Price 





Omacun> 


+~-—-n"O7v 


Heavy Gauge Furniture Steel 
Fully Shielded Sides 


Full Piano Hinge 
Two Sturdy Locks 


Extra Heavy Fibre Expanding Index 


Individually Packed in Corrugated Carton 


ART STEEL CO., INC. 
300 East 145th St. New 


York, N. Y. 


























This is 


F 


No. 338—38x2Z 
A beautifully fin 
ished student desk 
in genuine maple or 
combination walnut 
Two drawers in 
pedestal with gen- 
uine brass pulls, 


one arch drawer 
and bookshelf. Up 
per drawer fitted for 
3x5 and 4x6 file 


cards. 


TELL CITY 








— 








Dependable 


TRNITURE 













iy, 
ms 





No. 728—one of a 
group of small ta- 
bles in various sizes 
and designs. This 
design is of com- 
bination walnut, 28x 
18, 36x22, and 50x24 
Others include end 
tables, phone and 
umbrella stands, etc 
See the Tell City 
Accessories Folder 
for full details 


TELL CITY DESK COMPANY 














Tell City, Indiana 
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FURNITURE MART SCENE OF BIG EXHIBITION 

Indicative of improving business conditions in every 
section of the country was the crowd of visitors which 
attended the semi-annual winter national display, 
held in the Furniture Mart in Chicago last month. 
| Every day for two weeks exhibitors in the great 
| building found their displays swamped with buyers 
| who spent hours inspecting the 1939 offerings in in- 
dustrial and home furnishings. Among the displays 
| were the following maintained by manufacturers of 
| office furniture and equipment but not necessarily 
displaying these lines: 

St. John’s Table Company, Cadillac, MichA com- 
plete selection of household tables, shown under the 
direction of H. N. Petrie. 

Troy Sunshade Company, Troy, Ohio.—Office, recep- 
tion room, lounge and lobby furniture including pos- 
ture chairs and desks, all featuring the company’s 
well-known chrome finish. Bond Houser, Sr., Bond 
Houser, Jr. and G. F. Fraley in charge. 

Murphy Chair Company, Owenboro, Ky.—A fine, 
varied display of plain and upholstered chairs for 
| practically every purpose, in charge of R. J. O’Malley. 

Indiana Desk Company, Jasper, Ind.—Showing a 
variety of home desks, bookcases and other household 
| pieces under the direction of J. L. Schnaus. 

Imperial Desk Company, Evansville, Ind.—New lines 
of home desks and bookcases were on display under 
the supervision of Norman Gerth. 

Jasper Seating Company, Jasper, Ind.—Several new, 
1939 lines of household chairs arranged in an attrac- 
tive setting under the management of W. J. Gosman. 
This company maintains a display of office furniture 
at 529 South Wabash avenue. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A showing of matched table and chair sets and folding 
tables under the direction of S. E. Ziegler. 

Mutschler Bros. Company, Nappanee, Ind.—R. C. 
Chapman was in charge of an interesting display of 
the latest in labor-saving kitchen furniture and equip- 
ment. 

Gaylo Manufacturing Company, Inc., Chicago.— 
Folding bridge tables and chairs available in a num- 
ber of colors and finishes were offered for display by 
William Nave. 

Lloyd Manufacturing Company, Menominee, Mich.— 
C. D. Dalrymple was in charge of this large exhibit of 
chairs and other items of household furniture. 

New Indiana Chair Company, Jasper, Ind.—Fine up- 
holstered and plain chairs for every purpose formed 
the major part of the display which was under the 
direction of E. J. Beckmann. 

The Howell Company, St. Charles, Ill—Chrome-steel 
| furniture of modernistic pattern, including chairs, 

lounges and outdoor furniture was on display under 
| the management of William McCredie in the com- 
pany’s large display room on the fourth floor. 

~ —>-——— 
CHICAGO TO WITNESS LEATHER SHOW 

With a number of prominent manufacturers in the 
office equipment industry participating, a luggage and 
leather show is to be held at the Palmer House, Chi- 
cago, February 6, 7 and 8. 

The exhibition, which is sponsored by a committee 
of manufacturers and salesmen of leather equipment, 
will include the latest models of portfolios, brief cases, 
zipper cases and luggage for men and women. 

Among the companies in the office equipment field 
which will participate in the event are the following: 
Charles Doppelt & Company, Frank Mashek & Com- 
pany, Murray Varat Company, National Brief Case 
Manufacturing Company and Stein Bros. Manufactur- 
ing Company. 
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TYPEWRITER CONVENTION COMMITTEES 
NAMED 
The National Typewriter and Office Machine Dealers 
Association has appointed various committee chair- 
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they reproduce anything that can be written, 
drawn or typewritten in from 1 to 5 colors from 
a single carbon copy. 


FREE! Write or wire today for new 19-page brochure. 
Shows complete Wolber line of Duplicating machines, 
Accessories and Supplies. Also complete information 
on Wolber dealer plan. 


See our Exhibit at the ‘‘National School Supply 
Show,’’ Feb. 20-23, Palmer House, Chicago. 


WOLBER 


WOLBER MANUFACTURING CO. 
1203 Cortland St., Chicago, U.S. A. 
i= Cable Address: ‘‘Wolbers Chicago” 





our Profit Line for 39 


Priced Within Reach of All 


The complete line of Wolber Liquid Duplicators takes its place in a field 
where demand has been created but not satisfied, due to high prices. 


Your customers who have long needed but could not afford a rapid, simple 
and efficient liquid duplicator can now have just the machine they need. 


Offices, factories, stores, restaurants, schools, churches, clubs, hospitals and 
institutions are definite prospects for these popularly priced machines. 
REPRODUCE ANYTHING WRITTEN, DRAWN OR TYPED 


Wolber Liquid Duplicators turn out bright, clear copies without the use of 
gelatin, stencils, ink, type or ribbons. Using an instant drying colorless fluid, 








PLUS DIVIDENDS FOR you! 


Wolber’s complete line of Liquid Duplicator Supplies will give 


you repeat sales and repeat profits that mount up monthly 
Wolber Supplies were developed and matched for outstanding 
performance on Wolber and other liquid duplicators. 





* WOLBER MASTER AUTOMATIC. Automatic fluid 
and paper feed. Up to legal size 8'4” x 14”. Double paper 
guides, exclusive copy clamp and roller release. 
Complete with Wolber Master Kit $79.50 















WOLBER DELUXE MASTER. Automatic fluid, hand 
paper feed. Up to legal size 8')” x 14”. Double paper 
guides. Exclusive copy clamp and roller release. 

Complete with Wolber Master Kit $69.50 




















* WOLBER LEGAL MASTER (shown above). Up to 
legal size sheet 8')" x 14”. Double paper guides. Exclu- 
sive half turn roller release for instant cleaning. 
Complete with Wolber Master Kit s $44.50 


* WOLBER LETTER MASTER. Up to letter size sheet, 
8" x 11". Double paper guides. Exclusive half turn 
roller release for instant cleaning. 

Complete with Wolber Master Kit $28.50 


* 


WOLBER JUNIOR MODEL. Takes sheet 614" x 914". 
Single paper guide. Ideal machine for restaurant and 
tea room menus, sales bulletins, etc. 

Complete with Wolber Master Kit : ..818.50 
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AN ENGINEERING 


@ TRIUMPH! 


THE USABLE CAPACITY OF SEVEN 
ORDINARY FILE DRAWERS IN ONE 


AUTOMATIC 5-DRAWER FILE 


HERE ARE A FEW OTHER EQUALLY DESIRABLE 
AND SALES MAKING FEATURES:— 


@ Bottom Locking Guide Rods. 
@ Cabinet Only 57!/, Inches High. 


@ Automatic Expansion—A 9” "V" Opening—lIn a 
Fully Loaded Drawer. 


@ Automatic Compression— Protection With 
Eventually Even Greater Capacity. 














Get the complete story and prices on these remarkable files 
that leave competition behind! 


AUTOMATIC FILE & INDEX CO. 


DEPT. 792 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 





















It was our belief that a reduction in the number 
_ of pages in style 717 calendar would be 
welcomed. 
Letters from our Dealers indicate that there 
is consumer objection to this change. 
Consequently the 717 for 1940 will, in addi- 
tion to an improved base, have full double 
' pages for Saturdays and also for Sundays 
providing both appointment and memoranda 
space for those days. 
We wish to thank those of our Dealers who _ 
wrote us about this. It is your interest and co- | 
_ eperation that enables us to keep the’ Ever 
bs Beads Calendar oheod. , 


EVER READY CALENDAR MFG. CO. 


160 MAPLE ST. JERSEY CITY, N. J. 
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men and members to arrange details of the annual 
convention scheduled for Cleveland on July 24, 25 
and 26. Those named are as follows: 


Executive committee: Leo W. Adler, general chair- | 
man; Fred Snyder, sub-chairman; Harry Katz, finance | 


chairman; A. W. Schecht, secretary. 

Exhibits, Walter Hanson; program, Ervin H. Daw- 
son; convention hall, Tom Conn, chairman; president’s 
reception and banquet, Tom Conn, chairman; hos- 
pitality, Ed. Pfahl, chairman; registration, Harry Katz, 
chairman; signs, Sid Glueck, chairman; publicity, Sid 
Glueck, chairman; transportation, L. A. Pierce, chair- 


man; special, L. A. Pierce, chairman; luncheon, Charles | 


A. Bollinger, chairman; 
chairman; ladies, Mrs. Ruth Adler. 


Oi 


CHICAGO O. M. A. TO HOLD BUSINESS SHOW 


speakers, Irvin H. Dawson, | 


An estimated crowd of more than 25,000 persons is | 


expected to attend the fourth annual Office Equipment 


Display of the Office Management Association of Chi- | 


cago. The show will be held in the Palmer House 
from February 14 to 17, inclusive. 

The estimated attendance is based on the fact that 
24,000 visitors saw the show last year. 
will be considerably increased due to the fact that 
the American Management Association is holding its 


This number | 


personnel conference at the same time and delegates | 


from that organization are expected to view the dis- 
play being held in the same hotel. 

The entire Exhibition Hall of the Palmer House will 
be utilized for the fifty manufacturers who have 
taken space for display booths. These exhibitors are 
to be hosts to a number of business executives of the 
Chicago area who have been invited to attend a pre- 
show exhibition on Tuesday, January 14, which has 
been designated as “Executives’ Day.” This special 


showing will be given before the exhibition is opened | 


to the general public. 
The manufacturing companies who have reserved 
space for their displays are: 


Acco Products, Inc., Acme Card System Company, | 
Addressograph Sales Agency, Allen Calculators, Inc., | 


Allen-Wales Adding Machine Agency, Amberg File & 
Index Company, American Automatic Typewriter Com- 
pany, Autocopy, Inc., Automatic Electric Company, 
Edwin C. Barnes & Bros., Borroto & Orr Company, Bur- 
roughs Adding Machine Company, Cardineer Company, 
The Cincinnati Time Recorder Company, The M. B. 
Cook Company, A. B. Dick Company, Dictaphone 
Sales Corporation, Ditto, Inc., DoMore Chair Com- 
pany, Inc., Eagle Pencil Company. 


Elliott Addressing Machine Company, Empire Cooler | 


Service, Inc., Felt & Tarrant Manufacturing Com- 
pany, Globe Furniture & Stationery Company, Hord- 
er’s, Inc., International Business Machines Corpora- 
tion, Marchant Caiculating Machine Company, Mas- 
ter Craft Corporation, The McCaskey Register Com- 


pany, Mead & Wheeler Company, Monroe Calculating | § 


Machine Company, Inc., Multigraph Sales Agency, Na- 
tional Cash Register Company, Nelson-Eismann Com- 
pany, Niagara Duplicator Company, Office Equipment 
Company of Chicago, The Postage Meter Company, 
Recordak Corporation, Remington Rand, Inc., G. L. 
Rogers, Inc., Royal Typewriter Co., Inc., Shaw-Walk- 
er Company, L. C. Smith & Corona Typewriters, 
Inc. Spak & Natovich, Inc., Standard Mailing Ma- 
chines Company, Stromberg Electric Company, Tall- 


man, Robbins & Company, Underwood Elliott Fisher | 
Company, S. J. Witz & Company, Workman Calculating | 


Service. 
— —-? 


PITNEY-BOWES ANNOUNCES NEW APPOINTMENTS 
Wilbur R. Greenwood, general sales manager of the 
Pitney-Bowes Postage Meter Company, Stamford, 


Conn., last month announced the following appoint- 
ments effective at once: J. H. Williams, assistant gen- 


eral sales manager; W. E. Smith, sales promotional | 
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HIGGINS gives your customers 
a complete color palette 


IGGins 


BLUE 






COLORS 
All Waterproof 
Yellow 
Orange Yellow 
Orange 
Orange Red 
(Vermilion) 
Red (Scarlet) 

Carmine R 
Red Violet 
Violet + Blue 

Turquoise 


Profit for you, satisfaction to your cus- 
Seagreen 


tomers, is the 58-year-old formula for Guam’ s leet 
Higgins Drawing Inks. Artists, archi- Neutral Tint 
tects, engineers, teachers and students White 


call for Higgins first. PE » 
We will send you on request—with- Indigo 

out charge — color cards for distribution BLACKS 

to your customers showing the Higgins pices 

Color Wheel made with the “aul col- Sodiie tales 

ored drawing inks applied on drawing WATERPROOF 

paper. SOLUBLE 








HIGGMS 


CHAS. M. HIGGINS & CO., INC. + 271 NINTH STREET, BROOKLYN, W. Y. 








a2 


Erases a single letter or 


line. Typists approve of 
this Klenzo eraser, in 
paper pencil form, the 


handy junior size with 
brush attached. 
"THE STRING'S THE THING" 


534-B KLENZO JR. 
hfais0e/ PENCIL CO. 


PHILADELPHIA, Oo. oe 
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HMere’s Efficiency..Plus! 


@ Executive Case 
@ Top Grain Cowhide 
@ Fan Style 

@ Large Capacity 


@ Space for 
Wearing Apparel 


@ Taion Zipper 


@ Double 
Handles 


@ Size 
17 x 1114’ 












ask for 
No. 972 





NATIONAL LEADS THE FIELD! 
Style—Quality—Variety—Price—National has everything 
that every dealer wants in 
ZIPPER BRIEF CASES AND ENVELOPES 
DRESSING CASES FOR MEN AND WOMEN 
RING BINDERS AND PORTFOLIOS 
SEND FOR 1939 CATALOGS 


National Brief Case Mfg. Co. 


512 S. Peoria St., 358 Fifth Ave., 
Chicago, Ill. New York City 

















STAMP 
PADS 


Proved 
Superior 


by Years of Use 


The world’s only sponge rubber pad ... used for years 
by General Electric, Westinghouse, B. & O. R. R., 
and thousands of other critical buyers. Resilient sur- 
face keeps stamps always clean, minimizes wear. Huge 
ink capacity gives clean, sharp impressions . . . in- 
definitely. Will outwear several ordinary pads. Sizes 
and models for every office or industrial use. 








@ CHECK THESE SPEED-MO FEATURES 


SILENT . . no thumping. SWEAT PROOF . . in hottest weather. 
SAG PROOF .. always level. DUST PROOF . . always clean. 
Will not become fuzzy or gather lint. 











Write us today for complete details and attractive dealer offer 


RIVET-O MFG. COMPANY 


71 JASON STREET ORANGE, MASS. 
LOUIS MELIND CO., Western Rep., 362 W. Chicago Ave., Chicago, III. 
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manager, and Frederick Bowes, Jr., manager of adver- 
tising and publicity. 

Mr. Williams and Mr. Smith have been members of 
the company’s executive staff for a number of years 
and are well-known in the field while Mr. Bower, until 
recently was connected with the firm of Batten, Bar- 
ton, Durstine & Osborn, Inc. 





BATES WANTS YOU TC MEET LORNA BEATON.—This beau- 
tiful and talented young lady plays the part of Miss Lewis, the 
secretary, in the new Bates Manufacturing Company’s all- 
talkie film “It’s the Little Things That Count.” Miss Beaton 
plays with a cast of Broadway actors in the full-length picture 
which Bates is now showing to the retail office equipment trade 
and which was fully described and pictured in the January 
issue of OFFICE APPLIANCES. 


a OE 


WATSON SENDS IBM EMPLOYES INSPIRING 
MESSAGE 

Using an entire four-page section of “Business Ma- 
chines”’— the company’s house organ—Thomas J. 
Watson, president of the International Business Ma- 
chines Company, last month sent an impressive and 
inspiring message to the world-wide IBM organization. 

The section was printed in sepia and by its message, 
pictures and general layout stressed the “unparalleled 
opportunity” facing the American nation as a whole 
during the next few years. The message, over the sig- 
nature of Mr. Watson read in part: 

“These opportunities will materialize through the 
full cooperation of government, business, labor, finance, 
science and education, all applying the Golden Rule 
and what we look upon as problems today will be 
simple propositions tomorrow, solved in the interest of 
all.” 


a -—- 


HORDER SEES LARGE ’39 SALES GAIN 
In the January 7 issue of the Chicago Journal of 
Commerce appeared a story by Edward Y. Horder, 
president of Horder’s, Inc., which anticipates an un- 
usually good year ahead for the stationery industry 
as a whole. 
After explaining how and why the stationery busi- 
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INVINCIBLE’S New 1600 FILE 
Turns ‘One-Time’ Buyers 
into steady CUSTOMERS 


DispLay this great new file where its rich beauty 
can attract the eyes of prospective purchasers. 
Let them see ALL the fine new features that 
make this the biggest dollar-for-dollar file value 
in the field today. And watch how it will “‘sell 
itself’’—and send your sales and profits UP! 








Check These Sales- 
Making Features! 


Full 52” standard height—crown same height 

on all file S. 

FULL 28” DEEP OUTSIDE. 

Hardware has concealed fastenings—‘‘lines 
\ up” on all drawers for uniform appearance. 

‘Satin-chrome”’ finish available. 


Y Kasy-operating Compressor. 

New type uprights for greater strength and 
\ rigidity. 

New reinforcing upright near front where 
\ greatest strain occurs. 

New double reinforced drawer sides—new 
VY nickel-plated drawer guides. 


New beveled drawer front for better align- 
VY ment and less friction. Drawers STAY close d. 





New “‘finger-touch” compressor—guides on 

VY sides, locks on bottom. Rigid, locks positively 
at any position, yet operates with remarkable 
ease and smoothness. 





New drawer design for utmost capacity—pro- 
V vides full 26” filing capacity. 








Files also available in counter height and 


VY desk height. 
faeces . oe —— eae And most important feature of all—the 
GRADE C I ILE \' \ rl LITY PRICE. famous INV INCIBLE Free-floating roller 
Y All letter files available with inserts. progressive drawer suspension. This com- 
plete cradle unit with ball bearing rollers 
assures easy, dependable response at all 
times—and live rubber bumper silencers 


Write for complete details and prices TODAY! insure quiet operation. 





























FACTORY AND MAIN OFFICE 


INVINCIBLE METAL FURNITURE CO, 2602 rnanqcin srrcer 
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HERE’S THE KIND OF DESKS 
THAT WILL HELP BRING YOU | 


esk (shown here 
ired Walnut exterior and moderr 


GGER OF S N lines, is typical of the value that IMPERIAL 


7 every price range Write today 
The dealer who makes money this year wi 
the latest catalog of this money-making 
be the dealer who can give his customer: 


more for their money ... An IMPERIAL fran 


hise will help you give your customers IMPERIAL DESK COMPANY 


what they want—beautiful styling and ex 


rt workmanship—at moderate prices... EVANSVILLE INDIANA 





A SUPER LINE of 


Storage, Wardrobe and 
Combination Cabinets 


Attractive in 
appearance and designed 


to give years of service. 


AN EXCEPTIONAL VALUE 


Write for descriptive 
circulars and prices. 


ANDERSON-HICKEY COMPANY 


INCORPORATED 


GENEVA, ILLINOIS 
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ness is an excellent barometer of the general trend , 


of conditions, Mr. Horder wrote in part: 

“There seems to be every indication at the present 
time that the sales of commercial stationery this 
year will be from ten to fifteen per cent greater in 
volume than those obtained in 1938. It is my belief, 
barring the unseen or the possible adverse effects of 
war, that 1939 will be a better year as to volume of 
sales and profits than any we have seen since 1930, 
with the possible exception of 1937.” 

LOU KOERNER’S XMAS CARD TAKES PRIZE 

Louis T. (Lou) Koerner, when he isn’t busy manag- 
ing the Jasper Chair Company down at Jasper, Ind., 
can turn out a snappy example of art work when and 
if he feels like it! 





And HOW he felt like it around Christmas time. | 
With the result that the Lackawanna Leather Com- | 
pany, which annually gives an award for the best | 


Christmas card received, went out and bought a 
handsome leather golf bag which now adorns a closet 
under the stairs in the Koerner home. 

The card was a four-page affair in blue, red and 
white, bearing on the cover a large picture of Santa 
Claus with beard and cap but minus features. On 
the old gentleman’s chest appeared the customary 
Yuletide greetings. When closed the cover folded 
down upon another page on which was a portrait of 
Mr. Koerner whose face supplies the features of 
Santa Claus through a gap cut in the cover where 
St. Nick’s face was missing. 

The award was made to Mr. Koerner by D. S. Good, 
vice-president of the Lackawanna organization. 

- ——>.—__. 
PETER PAUL IN NEW CHICAGO HOME 

Forced by expanding business to seek larger quar- 
ters for its stock of filing equipment, typewriters and 
office machines, the Peter Paul Mechanical Service re- 
cently moved to 330 South Wells street, Chicago. The 
company was previously located at 430 South Dearborn 
street. 

The new quarters are in rooms 300-302 of an office 
building and, in addition to containing modern offices, 
workshop and display room, have a large display win- 
dow directly facing the “L” station and trains. It is 
estimated that more than one million persons ride by 
daily and for their benefit the company will maintain 
an attractive display of filing equipment, supplies, 
typewriters and adding machines in the window. 

The company was formed in June, 1932, 
operated by Laurence Walter, G. E. Harris and O. W. 
O’Hara. 

Boa eae 
CRANE UNEARTHS °72 CATALOGUE COVER 

An interesting example of the typography of the 

seventies was unearthed recently by Crane & Com- 





and is | 


pany, Topeka, Kansas: a catalogue cover put out by | 


the company—at that time it was Crane & Byron—in 
1872. Replete with all the flourishes which early-day 


printers loved so well, the cover has six lines of large | 


introductory type—all different. This informs the 
reader that Crane & Byron are “blank book manu- 
facturers, wholesale stationers, printers, binders, 


lithographers,” is the “largest and most complete pub- 
lishing house in the west” with facilities “superior to 
any house west of Cincinnati.” 


The piece is a splendid souvenir of the pioneer and | 


well-known company and an excellent example of 
printing and makeup of its day and age. 
Prgee e 
JACKSON TO COVER GREAT BRITAIN FOR 
CLAROTYPE 

Continuing the extension of its foreign distribution, 
the Clarotype Company, Inc., New York, N. Y., manu- 
facturers of type cleaner and other typewriter prod- 
ucts, last month appointed Henry Jackson of Dublin, 
Ireland, representative for the British Isles. Mr. Jack- 
son will maintain his headquarters at 73 Dame street, 
Dublin, Irish Free State. 


Sturges 


POSTURE ,CHAIRS 





SOLD EXCLUSIVELY THR 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





VARAT for VALUE in 1939 


Whatever your customer demands, you can be sure of 
satisfying his every want with VARAT leather goods. 

A wide variety of smartly styled Zipper Cases, Ring 
Binders and Envelopes to choose from. Quality combined 
VARAT leather goods stand out 
as real profit makers for dealers. 


See our line a ito 


il" Sa we 
Palmer i : ; ae 
a — fe 


House = \ g 


with low price make 





Feb. 6,7@8 
Room 907 














wi 
— ey) J No. 306 








A new lightweight multi-pocket case. 
Try a sample order Today! 


Murray Varat Company 


27 S. Market St. Chicago, Ill. 
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CK 
BALANCED ACTION 
CHAIR IRONS 





















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 



























Carbon Papers 
and Typewriter 
Ribbons 


Oo 

SUPER-FIBER type- 
writer ribbons 
packed in a new col- 
orful attractive con- 
tainer which will 
help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top 
notch performance 
at all times. 
















“| 


Feature Codo carbons and rib- 
bons. They are guaranteed for 
five years against deterioration 
in stock. They are accepted 
exclusively in hundreds of of- 
fices, due to high grade and 
uniform results. 


Let us help you solve your rib- 
bon and carbon problem. 


Codo Mfg. Corp. 


Chicago New York 


Factory, Coraopolis, Penna. 
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WIS-ILL CLUB BIRTHDAY PARTY DATE SET 

The annual birthday party of the Wis-Ill Club has 
been set for February 18 at the Webster hotel, 2150 
North Lincoln Park West, Chicago. The event is held 
each year to celebrate the club’s founding. 

The party will include dinner, dancing and enter- 
tainment with an outstanding orchestra to furnish 
the music. Dress is optional. 

Tickets are to cost $2.50 per person and may be 
obtained from any of the following members of the 
birthday committee: Tom Gillice, Rockwell-Barnes 
Company; Harry Balch, Quality Park Envelope Com- 
pany; Ben Powell, A. W. Faber, Inc.; Gordon Kickels, 
Globe-Wernicke Co.; Bill Dalton, Bankers Box Com- 
pany and Noesting Pin Ticket Company, and Albert 
Baugher, Carter’s Ink Company. 

Sea Re os 

WEYGANT APPOINTED TO STEIN SALES STAFF 

With the opening of the new year, George Weygant 
became a member of the Stein Brothers Manufactur- 
ing Company sales organization. His territory includes 
Illinois, Iowa, Minnesota, Wisconsin, and parts of 
Nebraska and North and South Dakotas. In the same 

















| Renn 





GEORGE WEYGANT 


area, he represents the Merriam Manufacturing Com- 
pany, Durham, Conn. 

Mr. Weygant was connected with Horders, Inc., in a 
sales capacity for eight years. In addition to his prac- 
tical training, he has studied the theory of merchan- 
dising at Northwestern University. 


INSURANCE FIRM TAKES LARGE ORDER 
OF R. C. ALLEN MACHINES 

An installation of sixteen calculating machines was 
made recently by Allen Calculators, Inc., in the offices 
of the London Life Insurance Company of Canada. 
The machines are of the ten-key operated type and 
are similar to a battery of thirty-two Allen calculators 
installed for the Equitable Life Assurance Society. 
Other installations have been made with the New 
York Life, Mutual Benefit, Union Central and New 
England Mutual, the Midland Mutual of Columbus, 
Ohio, the Employers’ Liability of Wausau, Wis., and the 
Crown Life and Imperial Life Assurance Companies of 


Toronto, Canada. 
: ree 


CHICAGO FIRM STARTS EMPLOYE 
PROFIT-SHARING PLAN 

With 100 employes scheduled to participate, the 
Utility Supply Company, 307 West Monroe street, Chi- 
cago, last month launched a profit-sharing plan for 
its workers. 

Those who are employed by the organization will be 
eligible to take part in the plan after two years of 
service and may contribute from two and one-half to 
five per cent of their monthly wages but this must 
not exceed $200 a year. In its turn the company will 
contribute at least ten per cent of its annual net 
earnings, according to M. E. Wolf, president of the 
firm. 
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HERE IS THE YEAR'S 





There are fifty-seven A-S-1I 
Storage and Wardrobe 
Cabinets for higher quality, 
lower cost 


The A§E line with the 
NEW D-S' FILES 


*DEAD STORAGE FILES that you can 
sell to practically every bank, trust com- 
pany, manufacturer and general business 
house in your locality—a business oppor- 
tunity that you can’t afford to miss. 

A-S-E steel dead storage files, in 2,326 
sizes—fit any form size—eliminate shelving and com- 
press old records into 70° less space AND THEY 
ACTUALLY COST LESS THAN CARDBOARD 
CARTONS AND SHELVING. 


ALL-STEEL-EQUIP 
COMPANY, INC. 


618 JOHN STREET 
AURORA, ILLINOIS 
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to fit 
any 
form 


There are four full lines of 
A-S-E Aurora Files to meet 
the requirements of all your 
customers. 








You can cash-in on these profit-builders 
by acting NOW. Mail the coupon for 
complete information. 


{-S-k Aurora Files and Cabinets are 
making sales records for hundreds of dealers. 


A-S-E “Balanced Design” Files meet every 
size, price and drawer arrangement require- 
ment. Turnover is fast—particularly in the 
popular-priced No. 7000 line. Write for complete 
2 sewtace 2pm about the 58 
“Balanced Design” sales fea- 
tures. There is no obligation. 


All-Steel-Equip Company, Ine. 
618 John Street, Aurora, Ill. 


) Send me the new A-S-E,Dead-Storage File Catalog and 
complete information 


Send a copy of the 72-page A-S-E Aurora “Balanced Design” 
Filing Equipment Catalog 


NAME 
ADDRESS 
CITY 
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In 1939 it is again 


Pick of the Pach 


STAPLING 











In office appliances, as in everything else, 
there are fads that come and go, while products 
of sterling quality and outstanding merit continue, year 
after year, as favorites with all those consumers and dealers 


ACE + PILOT 
CADET +« SCOUT 
CLIPPER 
who look for values. 
On the basis of sales during 1938 ACE has further fortified its domi- 
nating position in the stapling business, thus making it again the line of 
first choice for all good dealers in the year that lies ahead. 







Be 


ACE FASTENER CORPORATION — 3415 no. Ashtand Ave., Chicago, Illinois 


Makers of the World’s Best Stapling Machines and Precision Staples 


ALMA 700 SERIES Saves Space— 


Many offices crowded for 
m find the Alma 700 
eries is sealed to fit their 
needs. Made with 1”, 5- 
ply walnut veneered tops 
and finished velvet dull 
walnut tone throughout. 
Sturdily  constructed— 
ood looking—low in 


price 


ALMA DESK COMPANY{: 


HIGH POINT, North Carolina 

















i 
i 
i 
i 
; 
i 
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N. Y. SUN’S “VOICE OF BUSINESS” NUMBER 
(Continued from page 19) 

The writer diagnoses the combined ills of railroads 
as an inadequate and grossly out-of-date pricing- 
system applied to its services. But, he adds, all of 
this ailment could be quickly remedied if the one cure 
—traffic—should make its appearance. 

The remaining articles in the section are all of gen- 
eral interest and, like their predecessors, carry im- 
portant messages to the reader. Merle Thorpe’s article 
titled, “To the Bank With Henry Morgenthau” is self- 
explanatory. “For Industrial Peace” by Gerard Swope, 
is a comparison of the relations between workers and 
employers in the United States, Great Britain and 
Sweden. “De-Housing Peter to House Paul” is an 
article on the tenament problem, written by Robert L. 
Hoguet, president of the Emigrant Industrial Savings 
Bank. 

The remaining contributors to the splendid section 
and their articles are as follows: “The Retailers Pro- 
gram for 1939,” by Saul Cohn, president of the Na- 
tional Retail Dry Goods Association; ‘Modern Magic 
Which Makes Health and Wealth,” by Dr. Ernest B. 
Benger; “The Price We Must Pay,” by Harley L. Lutz; 
“I Saw Inflation at Work,’ by William Bird; $18,000 
for the Lowest-Priced Car,” by John H. Van Deventer; 
“Rumblings From the West,” by Henry J. Haskell; 
“The Revolution in Raw Commodities,” by Melvin W. 
Copeland; “Gentlemen, Meet Your Dictator,” by Cath- 
erine Curtis; “Taxation in 1938,” by George O. May; 
“16 to 1 and a Billion Gone,” by Percy E. Barbour; 
“Banking in 1938,” by Robert E. Warren, and “We 
Haven’t Stood Still Entirely,” by Preston E. Krecker. 

The entire section provides food for thought from a 
return of prosperity point of view. Its contents is a 
cross-section of the mind of modern business striving 
to find more light in the after-depression dawn; seek- 
ing national normalcy, and helping the nation find it 
by placing at the country’s disposal its untold wealth 
of experience. 

The articles are criterions of common-sense. They 
illuminate the situation to which we have come by 
the philosophy of government that has been applied 
the last few years. 


oe 
PRIEST WINS PARKER PLAQUE AND AWARD 
Carl Priest, Western Division manager for the Parker 
Pen Company, is justifiably proud of a beautiful plaque 
and cash award for the division because their sales 
efforts exceeded their quota for the months of July, 
August and September more than any other division. 
The plaque, which reads “Highest Award for Meri- 
torius Achievement in Parker’s Sales Contest to End 
All Contests,” had engraved upon it the following 
names: C. E. Priest, sales manager; Salesmen L. Felts- 
kog, H. G. Gross, M. C. Marburger, L. Miller, H. P. 
O’Dea, W. N. Potter, H. Spurrier, M. L. Strayer, O. 
Verket and G. Von Blum. 
te. 


~WO PEN COMPANIES LEAD IN SAFETY PROGRAM 


The Camden, N. J., plants of Esterbrook Steel Pen , 


Manufacturing Company and the C. Howard Hunt Pen 
Company are among the major concerns active in the 
Camden Industrial Safety Council, a group organized 
last Fall to promote efficient plant safety programs in 
the Camden area. The Esterbrook firm is represented 
on the council by S. E. Longmaid, while representatives 
of the Hunt company are L. S. Henwood and A. I. 
Reichman. Already having received commendation of 
the state labor department for its activities, the council 
is now embarking upon an extensive program for 1939. 
—NJNS 
Ee 

BEEKMAN AND ATWOOD INCREASE ACTIVITIES 

Bob Beekman, who travels for the G. J. Aigner Com- 
pany, Chicago, has recently added the Frank Mashek 
& Company line of zipper cases. In a rearrangement of 
territory Mr. Beekman will now cover Ohio, Pennsyl- 
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STYLED BY BRIGHT 


The invigorating comfort of a chair cor- 
rectly designed and adjusted to the exact 
posture is a tremendous “lift” to every chair 
“sitter.” These BRIGHT numbers produce 
this keen satisfaction. 


And only skilled leather craftsmen can 
produce these masterpieces of comfort and 


beauty. 
: No. 58 No. 59 , 


Bright Chair Co. Inc. 
127-133 Bleecker St. 
New York, N. Y. 


Write for our catalog of 

BRIGHT styled leather 

office furniture. You will 
profit, too. 








No. 61 














WASTEBASKET 


For Profits and 
Repeat Orders See 
this New Value! 


Made of four ply Jute fibre. The 
steel bottom and top are double 
locked to insure strength and 
rigidity. Smooth interior and ex- 
terior finish. No rivets or joints to 
mar or get loose. Three colors: 
Green, Walnut, and Mahogany. 
Wastebasket is 14!/,” high, 13” 
mouth and 10” bottom. 


Wastebarrels in a choice of six 
sizes. 


Write for amazingly low price list 
and liberal dealer discounts. 


Piper Manufacturing Co. 
1722 W. ADAMS ST. CHICAGO, ILL. 
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QUALITY 
FILING SUP 






















SEND NOV .... 


FOR SAMPLES AND COMPLETE 
SALES CATALOG COVERING THIS 
LINE OF HIGH GRADE SUPPLIES. 


C. L: BARKLEY 46 


JEFFERSON 











“KEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 




















EE ET 











OFFICE APPLIANCES 


vania, New York state west of Rochester, Maryland, 


| West Virginia, New Jersey and Washington, D. C. 


Harold Atwood, who covers New York City for the 
Aigner and Mashek organizations, the Borg Scale 
Company and Finch & McCullouch, will add to his 
territory the New England states for these lines. 


a 


NEWSPAPERS SPEND VAST SUM ON OFFICE 
EQUIPMENT 


Estimates that daily newspaper publishing com- 
panies in this country have made an investment of 
$15,000,000 in office equipment and annually spend 
between $500,000 and $1,000,000 for replacements and 
additions to speed up efficiency are among the inter- 
esting statistics revealed by Editor & Publisher in 
printing the findings of a survey of the daily news- 
paper industry’s broader phases relating to employ- 
ment and buying power. 

The trade journal, which serves the publishing field, 
declared: “In order to insure the expeditious and 
accurate handling of their business affairs, newspapers 
have had to make a $15,000,000 investment in office 
equipment, and to spend, each year, between a half 
million and a million for replacements and additions 
that speed up efficiency. There are in daily use in 
newspaper offices more than 25,000 typewriters, and 
the life of the average machine is only about four 
years, so strenuous are the demands made upon it. 
There are also 5,271 adding machines; 947 billing 
machines; 1,900 check protectors; 1,211 calculators; 
427 dictating machines; and 1,139 duplicators.” 

Continuing the report of its survey findings, it was 
stated: “The filing needs of the industry are tre- 
mendous, with 46,849 four-drawer letter files and 
23,424 card files in daily use. Forty per cent of news- 
paper plants are equipped with inter-departmental 
communication systems.” 

Total annual purchases by the country’s 1,785 daily 
newspaper plants was estimated as being well over 
$250,000,000, of which more than $170,000,000 goes for 
newsprint. Incidental paper expenditures by news- 
papers for various papers other than newsprint was 
said to run as high as $8,000,000 annually. To meet 
its own stationery needs, the newspaper industry 
spends about $3,133,124 every year, it was found by 
the survey.—NJNS 


= —————— 


AIGNER SALES STAFF CHANGES ANNOUNCED 

Jack Richards, formerly with the F. S. Webster 
Company, has taken over the G. J. Aigner, Borg Scale 
and Hotchkiss stapling lines in the states of Idaho, 


| Montana, Wyoming, Utah, Colorado and New Mexico. 


| He has traveled that territory for a number of years. 


R. L. Smith, who previously covered California and 
adjoining states for Aigner, Hotchkiss, George B. 
Graff Company and the Sun Rubber Company, has 
taken over Washington and Oregon for these lines. 
He replaces A. V. Gillin who has joined the Weis 
Manufacturing Company. 

I eis 


HICKEY JOINS WESTERN BANK SUPPLY 


H. H. Hickey, who for the past year and a half has 
been special supervisor for the A. B. Dick Company, 
with headquarters in San Antonio, Texas, in a terri- 
tory embracing parts of Texas, Oklahoma and Louis- 
iana, recently accepted a position with the Western 
Bank and Office Supply Company, 205 Northwest First 
street, Oklahoma City, where he is in charge of the 
Mimeograph department Mr. Hickey was with West- 
ern Bank and Office Supply Company prior to his con- 
nection with the A. B. Dick Company.—EVH 

a a 
MORGAN TO HANDLE EVER READY CALENDAR 
LINE 


The Ever Ready Calendar Manufacturing Company, 
Jersey City, N. J., last month announced the ap- 
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The New 700 Line 


A STURDILY BUILT four leg desk with extra foot 
and knee space, all corners rounded, arranged and 
equipped in the modern manner. It is made in selected 
quartered white oak, genuine mahogany or genuine 
walnut. Flat top is made in five sizes, 48 to 72 inches 
long, also single pedestal 42 inches long, 60-inch secre 
tarial, and 42 and 54-inch typewriter desks 


JASPER DESK CO. 


New York Warehouse, 
573 Broadway 


With this new number, JASPER DESK CO. celebrates 
its 64th year Of growth and success. Close supervision 
and thorough inspections insure maintenance of our 
standard quality in every unit shipped from our factory. 
Our New Catalog No. 423 illustrating and describing 
more than 75 office desks and tables is now ready 
your copy hasn't arrived, write us for it 


JASPER, INDIANA 


CHICAGO REPRESENTATIVE: W. H. Brown, 
6708 Glenwood Ave., phone ROGers Park 3644 
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“THE CARBON 
AND THE IDEA 
ARE PERFECT” 


That’s what important 


= 
CORDs eTER 
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HERE ARE THE 


PROFIT MAKERS 


COMPRISING THE 


COMPLETE LINE 


Study This List—It Means More 


Business—Repeat Business— 





dealers say about 
CARBON 


CLEANGRIP CARHON 
CARBON PAPER _ ....... 


Its distinctive appearance catches the eye. Whitedce 
Its efficiency, cleanliness, long wear and RESIST- 
ANCE TO CURL make it the carbon paper pre- 
ferred by busy users. Came 


Clean Pull 








Cleangrip combines all the desirable features of 








good carbon papers plus the highly important spe- | | American 

cial features possessed by no others. vn 
It is profitable to the dealer as it brings new | | 

business and holds it against competition. Carbons in all 
DEALERS: Don’t overlook this business getter. | weights and | 





| Write for samples and prices. finishes 





CARBON 
ROLLS 


Tailor’s Marking 

Photo Offset 

Billing Rolls for Elliott- 
Fisher Machines 

Billing Rolls for 
Burroughs Posting 
Machines 

Register Rolls 

Tally Rolls 


| Teletype Carbonized 


Rolls 


Rolls for Elliott- 
Addressing Machines 


| Special Rolls 





To You 








INKED 
RIBBONS 
Stormtex Silk 
Stormtex Cotton 
Cameo 
American 
Reliance 


Ribbonsfor Address- 


ograph-Multigraph 
| Speedaumat 


| Dupligraph, ete. ete 














H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE. BROOKLYN, N. Y. 
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pointment of George O. Morgan as Pacific Coast 
representative. Mr. Morgan lives at 208 South Rox- 
bury drive, Beverly Hills, Calif. 

For a lengthy period Mr. Morgan was connected with 
the Stationers Corporation and demonstrated a sound 
understanding of retail problems. He is also thoroughly 
familiar with the Ever Ready line and will doubtless 
make a success of his new connection. 

: Guan 
GOOD WILL ADVERTISING “CLICKS” 

From time to time it behooves any office supplies 
store, no matter how well established or how widely 
known in the community, to “give” its clientele some- 
thing pleasing, with no strings attached. 

This was the thought behind a Winter broadcast 
program, tried by the Western Lithograph and Office 
Supply Co., of Wichita, Kan., as a good will promotion, 
W. Homer Kelly, vice president and sales manager 
reported. 

The series consisted of 100 fifteen-minute broad- 





casts, beginning in January, running for about three | 


months. The program, at dinner time, was keyed 
purely for listener entertainment, and presented the 
store as offering the public something along this line, 
rather than a lot of advertising. The program was 
broken into only once for a commercial announce- 
ment—exploiting new lines. 

“Stationery, we feel, is not a thing on which you 
can advertise price over the radio,’ Mr. Kelly ex- 
plained. “It isn’t a thing a customer shops for, cus- 
tomarily. Our thought was to give our listeners only 
a little advertising, and make the rest of the program 
strictly something nice to listen to. 

“In this way, we tried to make the work of our 
salesman a little easier when he approached the cus- 
tomer in his office. When the opportunity came to 
present the ‘needful article’ at the ‘needful time and 
place,’ we wanted the customer to be in a reasonably 
good frame of mind toward us.” 


As good will advertising which, he points out, a 


progregsive firm should do from time to time, Western | | 


Lithograph found the move entirely justified and 
fruitful in its results, Mr. Kelly reported.—BART 


i 


WOODHOUSE OPENS “GOVT. CONTRACT” DEPT. 
The Woodhouse Stationery Company, 901 Thirteenth 





street, N.W., Washington, D. C., last month opened a | 
new government contract department staffed by a per- | 


sonnel which will work exclusively on government busi- 
ness. 


The new department is in charge of R. H. Chambers, | 
formerly of the government department of Charles G. | 
Stott & Company of Washington. Mr. Chambers has | 


had a number of years experience in that type of work 
and is well qualified to bring success to his new job. 
a 


CARACCI SEES INCREASE IN SALES 

An appreciable improvement in stationery sales in 
the New York area during 1939 is forecast by L. F. 
Caracci, president of the Stationers Association of 
New York. He also announced recently that although 
stationery sales throughout the nation were off five 
to fifteen per cent for 1938, the decline in the New 
York area was smaller than the national average. 


His prediction of 1939 gains, he said, was based upon 


anticipated general recovery. 

Mr. Caracci said the best moving items have been 
fountain pens, in which a trend to better grades 
developed.—NJNS 


——____ 9-9 


GOOD RECOVERY IN INDIA 


Commerce Reports states that all phases of business | 
in East India showed signs of recovery early in No- | | 


vember from the unsettled conditions brought about 
by the European situation toward the close of Sep- 
tember. 








Suisacl 


Look for this TRADE MARK 
when you look for Ring Books. 
For the past 30 years it has 
stood for quality plus. 


The most complete line of Ring 
Books made—backed by a man- 
ufacturer whose policy is 100% 
for dealer cooperation at all 


times. 


Why not switch to 
TRUSSELL Now! 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie N. Y. 


























TEMPO STENCIL ART SERVICE 


If you believe in the old Chinese maxim—“One picture 
is worth more than a thousand words” then you will 
believe in the service that Tempo’s Photographic Art 
Inserts can render you. To enhance your duplicating 
effort, you have only te select your design—clip it from 
the page and transfer it to your regular stencil with 
surprising ease. Now, that art work with stencils has 
grown so tremendously—every dealer and every stencil 
user will welcome this greatly needed service. Proof 
sheets of seasonal and practical ideas are available. 
For complete details, mail coupon. 


| MILO HARDING CO., LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 
Pittsburgh and Los Angeles 
MAIL TODAY 


MILO HARDING CO., Ltd. 
617 Commonwealth Annex, Pittsburgh, Penna. 








Send details on Insert Service Also, Dealer Plan 
Send Samples Tempo Stencils for 


Duplicator. 
(Please pin to your letterhead) 2-39 
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DEALERS “in the know’ 
Posture 


Chairs 


sell |. 


because... their stylized 
design, sturdy construc- 
tion and posture per- 
formance appeal to cus- 
tomers. . . . Make sales 
easy and increase profits. 
Definitely asuperior 


product. 


Write today for details 





concerning our Dealer 


proposition. Eff & C No. 20! 


THE FRITZ-CROSS COMPANY 


304 E. Fourth St. St. Paul, Minn. 








SCHWAB 
SAFE 


No. 1853c 


Dependable Fire Protection 
for important business rec- 
ords, at iow cost. 


Estimates of independent ob- 
servers place the proportion of 
efficiently protected records at 
five percent. In other words, 
actualy 95 percent of the ree- 
ords of American business is in 
imminent danger or destruction 
by fire. 











Herein is presented an outstand- 
ing sales opportunity as well as 
a serious and important duty for 
the office equipment dealer. Just 
a little investigation will un- 
cover many real needs for busi- 
ness record fire protection. 


Firms who do some business by 
mail are especially interested in 
the Schwab 1853c¢ Safes shown 
here. Housing a standard size 
vertical letter file cabinet, it ac- 
commodates 17,000 letters filed 
for instant reference, yet weighs 
only 1200 pounds and will pro- 
tect its contents a full hour in 
temperatures reaching 1600 de- 





Schwab Safes and the Schwab 
Sales Plan present an opportun- 
ity worth investigating. Let us 


send you full details. grees F. 
THE SCHWAB SAFE CO. 
LAFAYETTE, INDIANA 




















OFFICE APPLIANCES 


PROMOTIONAL STUNTS THAT HELP BUILD SALES 


Enlivening promotions that make a confidant and 
participant of John Public, have contributed’ to make 
the past year one of the best selling in several 
past for the George C. Everett office supplies firm, 
of Baton Rouge, La., D. E. Anderson, manager for the 
firm, reported. 

Everett’s makes a “game” of its own sales winnings, 
which have averaged, per month, about sixty per cent 
better during the first part of 1938 compared with 1937, 
by presenting this gain in a graph in its windows. 
The practice, carried out for several months at the 
beginning of the year, drew no little interest. 

While many outside factors entered into the in- 
crease, Mr. Anderson reported, such as the new busi- 
ness and business expansion of industries being en- 
couraged in Louisiana through tax exemptions; the 
increasing number of office units needed to meet 
changing governmental conditions, etc., the stunt pro- 
motions used by the store have also done their share. 

Radio promotion was enlivened when it was ar- 
ranged to have the announcer mispronounce one or 
more words, in making his commercial announcement. 
Theater tickets were awards to the first three calling 
the station with the correct “errors”—a practice which 
drew an enormous amount of interest. As the close of 
the thirty day contest period, a Webster’s dictionary 
was presented the contestant presenting a list having 
the largest number of correct “mispronunciations” by 
the announcer, on it. 

Everett’s places a dictionary on a stand in the court 


| before the entrance door, just outside, an open invita- 


tion to customers to help themselves to reference in- 


' formation. Beside this is a set of scales, registering 


weight without charge. At one time, patrons were in- 
vited to go into the store and register their weights 
after using the scales; a prize was awarded on the 
basis of this registration. 

A stunt display that worked out unusually well, Mr. 
Anderson reported, was that using a small replica of 


| the desk line carried by the store—the manufacturer’s 


patent model was borrowed for this purpose. Small 
replicas needed to furnish the desk completely, as 


| scissors, paper knife, etc., were made, and put out upon 


it. A stunt of this kind, presenting real life objects 
in miniature, invariably draws attention, if the experi- 
ence of the Everett store is any criterion.—Bart. 


—- 


BOLENS HELPS QUASH WISCONSIN REORGANIZA- 
TION LEGISLATURE 

In his capacity of state senator, Harry W. Bolens, 
of the Gilson-Bolens Company, Port Washington, Wis., 
recently did his bit toward repealing all of the Wis- 
consin state reorganization legislation which was 
pushed through by La Follette forces in 1937. 

In line with several similar moves on the part of 
his fellow solons Senator Bolens introduced the first 
senate bill of the recent session calling for repeal of 
the entire reorganization act. 

ee 


SWISS EXPOSITION DATE SET 


An item in Commerce Reports indicates that a Swiss 
National exposition will be held at Zurich in 1939, 
from May to October. This is expected to be the larg- 
est and most elaborate fair held in that country. De- 
tails can be obtained from the Official Information of 
Switzerland, 475 Fifth avenue, New York, N. Y. 








ee oe 





New York, N. Y.—John Stahle, New York representative of the W. H. 
Gunlocke Chair Company, suffered a fractured arm last month when he 
slipped and fell on an ice-covered sidewalk. His many friends will be 
cheered to know he is progressing rapidly towards a complete recovery. 

Oakland, Cal.__T. J. McWhorter, manager of Associated Stationers, Inc., 


announces that they have secured the local agency for the Yawman and 
Erbe line of steel desks and filing equipment.—SS 
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MODERNIZED COMMERCIAL—THIRTY EIGHT GROUP 








@ The acceptance of Quality i in this Modern styling is reflected 
in the fine installation just completed for the San Antonio Build 
ing and Loan Association furnished through J. Andrew Smith 


























Company. 
SHELBYVILLE DESK CO. SHELBYVILLE, IND. 

A . Right now J'm confessing 

} a , 

DEALER’S PRAYER: Tim all through with guessing, 

Oh give us a product with ; J'm stringing along with the “top”. 
‘name’, a market, a steady de. “Castell” never misses 
mand and a liberal profit. A So here's love and kisses 
product that outlaws price-cut- To Fair Trade—it lets worries stop! 
ting and practices the “golden 











rule” with all dealers—large and 
small alike. you the biggest profits in the 


THE ANSWER TO pencil industry. It took courage 


A DEALER’S PRAYER: to do it, but the stationery . 
AW. Faber’s f 0 tell” world is solidly behind us. If 
A. W. Faber’s famous “Caste 


mn you like the color of black ink 
Drxwing, Copying, and Poly- * 


chromos Pencils—on Fair Trade 
in 43 of the 48 States, regulate 
competition on an equitable basis 


for all and GUARANTEE to A. W. FABER, INC., ¢ NEWARK, N. J. 


on your balance sheets write to- 
day for full details of our dealer 


proposition. 








o> A.W. FABER Esa] “CASTELL” (EE 4 * 2H SS 





ton WORLD'S FINEST DRAWING PENCIL—NONE HIGHER PRICED IN AMERIC 


‘AW FABER -CASTECL 


4 DRAWING PENCIL *®& iN THE METAL BOX 
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WARD .1 1939 | 





Distinction in Modern 


styling as embodied in 


the FUTURA Group 





Rp eal EFFICIENCY IS THE BUSINESS 
FOR TyPEwniTER nipsons | = WATCHWORD FOR 1939 


Effectively combining beauty and utility, this new cabinet 


attracts trade and simplifies the process of handling cus- EVANSVILLE desks will contribute to the efficiency of your office 
tomer requirements. Its capacity is 144 ribbons, available ; ; 

in all standard inkings and colors for all machines. By furniture department by stepping up sales and improving profits— 
means of an ingenious stacking arrangement, ribbons are ; ‘ 3 
serviced easily and rapidly from the rear. Just as they promote efficiency and better handling of work in the 


offices of clients to whom you sell them. 


Cabinet FREE with Ribbon Purchase a : 
Rich in eye appeal, sturdily constructed and well finished—yet the 


The cabinet is furnished free of charge with a gross of 


S-W De Luxe typewriter ribbons bought at the regular prices are pleasingly low. 

tal e ice. The high lit f the ribb typified . . : . 
~ ‘ha Guatite asa al = fe Bory oamaibe a 8 .* Write for the Portfolio of Designs. It will reveal the way to better 
a retail figure which assures a substantial return on the office furniture profits. 


money invested. A request will bring you detailed infor- 
mation on this profit proposition by return mail. H 


: EVANSVILLE DESK COMPANY 
SHIPMAN WA RD MFG. CO. BUILDERS OF WOOD OFFICE DESKS / 
The Dealer's Quality Supply House EVANSVILLE INDIANA ' 


rely on SHIPMAN 



























325 N. WELLS ST. CHICAGO, ILL. i 
| 
| 

teel end-caps, Eyelets inserted and 
wrnel plated and highly Standard inner _ sections fastened in counter- 
polished — assembled are added to chain-posts sunk holes in top 
after binding and fast- to increase capacity. metal after binding. 
ened in place by means 
of fluted 
rivet 











How Dealers Sell 
These MURPHY Fast Sellers! 












Murphy dealers have found three ways to increase turn- Thimbles to guide 
. . h ° i 
over and profit on these two rapid selling Murphy num- ui—_ 
bers. . . . Some dealers increase their typewriter sales by a 
combination offer using one or both of the above items. . . . | Right-and-left-hand Right - and - left - hand 
iec >s blocks to move serew-rod to move 
Some dealers sell both pieces as a matched set for homes, MAIL he a > 
students, or small offices. . . . Some dealers sell these out. Made of rust- out. The threads are Hinge lugs have 
° . proof metal. produced by rolling, four projections 
pieces separately. . . . All dealers find these items unusu- CHAIN which makes smoother which pass thru 
’ . . 8 , surfaced and easier holes in tube and 
ally fast sellers! Sturdily built of tough pecan wood— POST METALS working threads than are very securely 
smartly designed in the modern manner— niles out (or chased) ones. =~ inside 
and beautifully finished in walnut or ma- ; ew Service for Manufacturing Stationers 
B Bre saat ties WRITE Strength, security, light weight and economy 
hogany. Both pieces are amezingty tow recommend this new metal. It is becoming more =f 
priced. . .. Portable Typewriter Table No. J FOR NEW and — in Fa mage aeons gene and ‘ 
: 5 accountants. t is furnis with protruding or non-protruding 
6200; Upholstered Seat Chair No. 6330. MURPHY posts, in eleven stock sizes with % inch posts and seven stock 


sizes with ¥; inch posts. Special sizes 1 btainable. 
MURPHY CHAIR CO. OWENSBORO, KY. CATALOG! We manufacture an extensive ine of sauiols fer mene ont price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 


M | } pi y [ H A H ‘ LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louls, Mo. 
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| DOPPELT’S 

‘| ALL-PURPOSE PORTFOLIO 
| Two deep big-capacity gusseted 
| Make Visible Records | pockets for papers 





























No equipment required Twe inverted: pauenaral 
Low cost to install and maintain hold a ring-binder, aninde 
HANDIFAX Visible Record Cards file or can be used as secre 
200 cards, 6x4 inch, blank, $1.00 pockets for extra paper 





100 cards, 10x4 inch, blank, 1.00 


You buy and use only cards for Handifax Visible Rec- 
ords. They are very simple—Quick—Convenient—Com- 
pact—Portable—100 cards or 1,000,000 cards. Visible 


margins are either half ner or one inch a 
| 











sheets of 20 cards are only |/g inch thick Pile sheets 
cards on edge like paper in ovdlia ary manila corres ‘eee 


dence folders in desk drawer or in drawer of steel letter 


Satisfaction Daseuiiuid 


file 


Ask for FREE 
Sample Cards 








f 
r 


Many kind 
standard 
Card Forms 
Sal es Cor it 
Mer 






































One Flat Full- Two Flat Half- 
Length Pocket Length Pockets 




















Profits for Dealers 


Only few dollars investment requl rec to stock cards 

| make store display eat enable outside salesmen to 

| sell. We help you create. and sell takabes Many ALE 
| standard printed forms in cat talog Largest dealers in GHA 

| country handle Handifax. Send for dealer proposition 


ROSS-GOULD CO. — Ay LOUIS, MO. LEATHER ele 


ccdinitiieedn tee ee shits Opposite Merchandise Mart 
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70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 





100 Ib. by '/p Ib. 


} 
HeavyDutyExpress | 
cme = HANSON |, 


250 ib. by | Ib. | 
| 


HeavyDuty Freight | ‘ "4 ae 
— SCALES | VALUE FOR KER— MORE SALES FOR YoU 


only) 





Better service for shipping and mailing departments. No 


; : 
beams ner welshte te manipaiate, ne meéebauien! attention | Order Clarotype today and start making more type cleaner sales. 
| 


Over 4500 dealers will tell you that Clarotype makes repeat 


nor oiling needed, no time lost—just put the package on and 
sales. Try Clarotype on your own typewriter. It works instantly, 


read the answer. 


army st : Penge <o y — ae mechaniom oxtre cleans thoroughly, and does not spatter because the sturdy dauber 
eavy, accurately machined parts with springs of specially . ‘ 

tempered Swedish steel. Tested with official weights for ac- makes brushing waipelr weeny isk Clarotype ar the stenographer 
curacy and provided with indicator adjusting screw. full value. Order —_— from your wholesaler or direct from 


Dimensions: 6 inches high, 10 inches wide, 16% inches long The Clarotype Co. Inc., 16-B Hudson Street, New York 


—platform 14% by 10 inches—weight 19 Ibs. 


More Sales for Hanson Dealers: It’s worth while to replace | 
old equipment when you consider the saving in time, con- 

venience in use and assurance of accuracy now offered. Full } 
details of the new scales and the Hanson merchandising plan | 


Hanson Scale Company || THE it A CLEANER 
574 N. Ada Street Chicago, Illinois THE BEST KNOWN— KNOWN AS THE BEST 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 











can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York, N. Y. 


























Here is a steady seller 


Bread and butter to every dealer are those 
items which turnover day after day—items 
in constant demand which sell with little or 8 PASTEL 
no fuss or fury. WARSHAW'S Superdex COLORS 


Roll Labels are that kind of item. Made right, BUFF 
of good stock and priced to please every GOLDENROD 
' CHERRY 
customer. SALMON 
Make a habit of selling Superdex when GREEN 
P MANILLA 
your customers ask for roll labels. You will BLUE 
profit. Get a sample now. WHITE 


WARSHAW MFG. CO., INC. 


| MAIN STREET, BROOKLYN, N. Y. 


GUIDES PROTEX STICKONS 
INDEX CARDS MENDING TAPE 


FOLDERS GUMMED INDEX TABS 








RIBBONS AND CARBONS 


New York, N. Y.—The Buckeye Ribbon and Carbon Company, carbon 
papers, ribbons and kindred articles, has rented a floor at 30 West 24th 
street.—NJNS 














reams wwe PEWE TAS 


Seattie, Wash.—Vine's Pen Shop, owned and operated by Eddie Vine in 
this city for a considerable time has recently moved into larger and more 
modern quarters at 407 Union street. Mr. Vine, who said the need for 
additional floor and display space made the move necessary, has had 
more than twenty years experience in the pen and stationery business in 
Seattle. 











ower RMA & t35 8 5 


Oakiand, Calif.._Ralph Buckley, western representative of the Auto- 
matic Pencil Sharpener Company, has a recent taste of Eastern weather 
when he paid a visit to the company factory at Chicago. He was ac- 
companied by his wife and together they spent the holidays with Mr. 
Buckley's sister in South Bend, Ind., returning to the Bay District in 
time for the annual East-West football game in San Francisco.—SS 

ae A 

Marble & Shattuck Chair Company.—Featured by a cover of simu- 
lated leather handsomely embossed in gold with a dignified design, a 
new, ninety-six page catalogue has been published by the Marble & 
Shattuck Chair Company, Cleveland, Ohio. Each page, printed in brown 

- 








MARBLE & SHATTUCK CATALOGUE 


ink on a faint India tint stock, carried descriptions and illustrations 
of the company’s many models all of which show a trend toward 
streamlined designs. A special feature of the catalogue is a new style 
of concealed wire binding which adds to the general attractiveness of 


the book. 


Metal Office Furniture Company.—A new, 140-page catalogue, held within 
an attractive cover by Wire-O binding has been issued to the trade by 
the Metal Office Furniture Company, Grand Rapids, Mich. The stock used 
is a fine grade of glossy paper profusely illustrated with pictures of the 
company’s large number of desks, files, costumers, cabinets, lockers, 
wardrobes, waste baskets, vault trucks, shelving, counter equipment, 


OFFICE FURNITURE 


AL 


coor 
E 


STEELCASE 
Business Equipment 


METAL OFFICE FURNITURE CO’S CATALOGUE 





shelving, et The pictures illustrating the various items are unusually 
large thereby amplifying the modern lines of the furniture and clearly 
indicating their structural features. The catalogue, which is listed 
as the No. 26, is equipped with indexes on the first and last page for 


quick reference 
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ers. 


Pool cars with 
New Indiana 
Chair Co. chairs 
if desired. 





IN PRESENTING our new 2900 
series, we call your attention to its 
beautiful design, the work of one of 
America’s foremost furniture design- 
Its striking beauty and sym- 
metry of form are enhanced by the 
charm of genuine American black 
walnut 
quartered striped face veneers. No. 
2900 exemplifies perfection of the 
cabinet maker's craft and adds dom- 
inant dignity and refinement to the 
appearance of any executive office. 


INDIANA DESK COMPANY 











exterior including select The outstanding value in 
the American market to- 
day, it enables the dealer 
who appreciates high 
grade merchandise to 


make a nice profit. 


Jasper, Indiana 











The" OF FICIAL” 


PATENTED 


POCKET SEAL 


FOR 


NOTARIES 
CORPORATIONS 
ARCHITECTS 
ENGINEERS 
SURVEYORS 


AND ALL 








Each SEAL IS 











A STRONG FURNISHED 
STURDY samen 
POCKET é a Pocket Case 

SEAL 4A od \ 
EASY TO XN 
OPERATE 2 ~~ 





3 SIZES—1% INCH-1% INCH-2 INCH 


LIGHT IN WEIGHT BUT POWERFUL ENOUGH TO 
EMBOSS HEAVY BOND OR LEDGER PAPER 
FULL PARTICULARS AND PRICES WILL BE SENT UPON REQUEST 


MEYER & WENTHE 


SEALS AND MARKING DEVICES FOR THE TRADE 
30 SO. JEFFERSON STREET, CHICAGO, ILL. 








The New Indiana 
Chair Co. popular 
Bank of England 
Design 




















No. 501, solid 
wa-nut or birch. 
Also made with 
square posts in 
our 400 line— 
both with Floe- 
tilt chair con- 
trol. 





Opportunity to increase 


your office furniture sales 





is found in the many all 





wood and leather uphol- 


stered designs shown in 


our catalog Various fin- 


ishes and colors are available. Beautify your 


display room and build up your volume, 


New Indiana Chair Co. Jasper, Indiana 
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Gaxffer 


MAPTACKS 


| a 
profit- 


making 
investment 





— 


Your customer can put pep and meaning into his 
maps and charts with Graffco Superior Maptacks. 
With maps, they visualize sales and distribution, 
point out weak areas, show many vital facts. With 
charts, they show history and trend, add snap and 
clarity, emphasize important changes. Include 
Graffco Superior Maptacks in your service to cus- 


tomers. 
Write us for detailed information. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. 








Cambridge, Mass. 


Sell Bentson 700 Line 


Designed and equipped for 
modern business. Made in 
all standard sizes. 


Recommend Bentson 700 for 
all general office filing. Top 
utility grade, smooth operation, 
rigid frame, and moderate cost 
eliminate sales resistance. Made 
in five, four, three, two and 
one drawer letter and legal 
sizes, also in various styles and 
arrangements for checks, cards 
and ledgers. Drawers move on 
cradle type suspension slides, 
ten ball bearing and case hard- 
ened rollers to the drawer. Fin- 
ished in olive green, natural 
wood grain mahogany, and wal- 
nut lacquered. Solid bronze 
hardware. 


Be sure to get your copy of the Bentson Catalogue 


and Price List. They tell the complete story. 





Bentson Mfg. Co. Aurora, Illinois 




















QUALITY 


IS ITS OWN BEST SALESMAN 


DEPENDABLE 
QUALITY 
SELLS AND 
RE-SELLS 
—ATA 
PROFIT. 


ARE YOU 
GETTING YOUR 
SHARE OF 
MUNSON 
CUSHION KEY 
SALES. 





mw ves 8 oOo & 


INTERNATIONAL 


TYPEWRITER 


GO0G00006060 


MUNSON Suppty Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name 
Address. me co sree 
City State 

















HIGH POINT POSTURE CHAIR 


No. 7814— popular in appearance, 
comfort, convenience and reason- 
able cost. 











LOOKS RIGHT! That goes a long 
way toward the sale. Harmonizes in 
most office interiors, is well con- 
structed and restful to the user yet 
keeps her alert and ready. In addition 
to slat back style shown here, it is also 
offered with upholstered seat and slat 
back, with saddle seat and upholstered 
panel back or full upholstered back. 
Let us send you details and prices of 


this popular item. 


High Point Bending 
& Chair Company 


SILER CITY 
NORTH CAROLINA 
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THE WORLD I!S 


RECORD-CONSCIOUS! 























and YOU can profit! 


More and more the business man is compelled 
to keep careful records. He makes sure by 
stamping all papers with dates, numbers, etc. 





And so Fulton dealers everywhere are making 
more money playing up the quality and com- 
pleteness of the Fulton line of 


STAMP PADS, DATERS, NUMBERERS, 
OFFICE PRINTING OUTFITS 


Take advantage of the trend—send for the 
Fulton catalog—let it show you the way to 
more profit in stamp pad and dater sales. 














36-42" -50” -54”’-60” Patent No. 2133807 


The SECRA-TYPE; proven out under the exacting require- 
ments of “big business"; accomplishes a compactness and 
convenience that becomes indispensable 


aah LEP win FULTON 


RAPIDS Sales Office: es oe On Oe Ba Pe ie | co. 
200 Fifth Avenue, 





























N. Y. City Factory, Elizabeth, N. J. 


AICO FIRE-PROOF CELLULOID FOLDERS 


The new Aico folder offers the advantages of easy 
insertion and flexibility. A celluloid protector that 
lies flat at all times with no edges to crack or bulge, 
made from especially prepared fire resistant celluloid. 
Available in all standard sizes at the following list 
prices. 





Did you Say- N 
HEAVY 








DUTY: 
then your answer 











is the sturdy ACME NO. | Rolls 
HEAVY DUTY HAND STAPLER ... 


The ideal machine for fastening voluminous corre- 
spondence, sample swatches of paper, leather, fabric, No. 13—11x8'/; List 30c 


etc., stapling of catalogs, programs, in fact for all \ é : 
general office and work rooms. No. 11—9!/,x6 List 20c 





Equipped with an adjustable guide for accuracy, No. 9—8!/)x5'/, List 18¢ 
a heavy Guty stapler throws three different leg No. 7—7%x5 . List 16c 
ength staples—!4"-5%” and 34", without mechanical Lies flat 

change, and can be furnished special to take up to No. 5—7!/,x4l/, List l4c 
16” leg lengths. without bulking 

; . . : pe No. 3—6%4x3% List 12c 
Every office needs a machine of this type for Z a 


heavy work. No. 108*—6%4x3% List 12c 


It will pay you to investigate the complete ACME *Memo punching. 
Silverstreak Line of stapling equipment. Send for 
our “Silverstreak”’ folder. 


The ACME Silverstreak Line 
of Office Binders and Staplers 


MIDGET DESK STAPLER a ACME NO. 2 This envelope readily sells itself upon being shown. 


SURE SHOT e@ SIMPLEX e@ SADDLE BACK Individually packed in glassine envelopes with a 
white bond filler sheet for mounting. 


ACME STAPLE CO. G. J. AIGNER COMPANY 


eee seco cad — 503 South Jefferson Street Chicago, Illinois 
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Preece EASY STEPS 
TO INCREASED 
RIBBON PROFITS 


1. Clip this ad to your letterhead and mail 
it to us. 

2. Compare the prices on the dealers’ sheet 
which we will send you with what you are 
paying at present. (You'll be pleasantly 
surprised.) 

3. Examine and test the FREE ribbon sam- 
ples that will also be sent to you. (Prove 
the sterling quality of our product to 
your own satisfaction.) 


These three steps will reveal that you can sell your cus- 
tomers ribbons to meet their requirements . . . and sell 
them at a handsome margin of profit. 


Don’t delay! Take the first step today! 


U.S. TYPEWRITER RIBBON 
MFG. COMPANY 


Tenth & Sansom Streets Philadelphia, Pa. 


ESTABLISHED 1895 








No. 1204—66” x 36” 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
Ask for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 
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Oklahoma City, Okla.—Capital stock of the Dowling Typewriter Com- 
pany, 301 North Broadway, Oklahoma City, was increased, recently, from 
$15,000 to $25,000. Charter amendment filed with the Secretary of State, 
Dec. 10, 1938, changed the style of the firm name to DOWLING INC. 

Articles of amendment were filed by original incorporators as follows: 
J. W. Dowling, D. B. Trosper, and Irene McVeigh. 

From business built up over a period of years by J. W. Dowling from 
a typewriter service and repair shop, handling new and used typewriters, 
Allen-Wales adding machines and Spartan Chief Duplicators, the firm grew 
and was incorporated for the first time October 28, 1936. 

Expansion at that time included the addition of a general stationery 
line, including office supplies, and office equipment, with emphasis on 
school equipment and supplies.—EVH 





Fort Smith, Ark.—O. B. Williamson, sales agent for Underwood type- 
writers and Sundstrand adding machines, has moved into the first room 
occupied by the Underwood:Elliott Fisher Company here. Mr. Williamson 
took with him a large plate glass show window upon which he has had 
his name and business ‘gold-leafed. 


Hollywood, Calif...The Henley Typewriter Company enjoys the rare dis- 
tinction of properly receiving their phone calls when their name 
H-E-N-L-E-Y, is dialed on the telephone, the user utilizing the top six 
holes of the dial from left to right. 











7 es 2 we eee 


Decatur, Ull.-Formal opening of the new home of the Citizen's Office 
Supply Company, in the Citizens office building lobby, was held last 
month with a large number of visitors on hand to inspect the new 
premises. The store is under the management of Roy D. Scheske, one 
of the incorporators of the firm. 





East Liverpool, Ohio._F. A. Kennedy, owner of a stationery business 
at 106 West Fifth street, last month changed the name of his organ- 
ization from the Wilson Stationery Company to the Kennedy Office Supply 
Company At the same time Mr. Kennedy reported there will be no 
change in management or personnel. 


Florence, §. C.—The Florence Office Supply Company will move on 
February 10 into a new store directly across the street from the side 
entrance of the post office. In addition to carrying a complete line of 
office supplies and being the local agent for L. C. Smith & Corona Type- 
writers, Inc, the company will operate a Multigraph machine and will do 
its own printing. Tom 8. Taylor is the assistant manager. 


Fort Wayne, Ind.-Finan & O'Reilly Company was awarded the Classi- 
fication No. 3 contract for supplies by the Allen County board of com- 
missioners and County Purchasing Agent James E. Ford on its bid of 
$426.25. Other classifications were awarded to the Fort Wayne Printing 
Company and the Wayne Paper Box & Printing Corporation. The con- 
tracts cover office supplies, cover books, ledgers and stationery.—AK 


Los Angeles, Calif...The Gussco Sales Company, 325 East Fourth street, 
recently incorporated in California to distribute products of the Guide 
System & Supply Company in the Southwestern states. The company 
will also act as distributor for the Swan Pencil Company, New York; 
Stack Calendars, Inec., Chicago, and Hedges Manufacturing Company, also 
of Chicago 


New York, N. Y.—Sidney Diamond, well known in the Eastern sta- 
tionery trade through his former connection with the Perlman Company, 
wholesale stationers, has gone into business for himself at 486 Broadway 
under the name of the Diamond Stationery Company. 


Oakland, Cal.._The Associated Stationers at 422 Fifteenth street, have 
made some impressive changes in their store. Streamlined open displays 
brightly lighted change the entire appearance. The rearrangement has 
held in view the concentration of ‘all lines in related groups to 
facilitate both buying and selling. T. J. McWhorter, the manager, 
has not been disappointed in believing that their complete stationery 
set-up, with an experienced staff in charge of every department would 
bring liberal patronage from the people of Oakland.—SS 


San Francisco, Cal.._L. E. ‘‘Ned’’ Thomas has succeeded Bob Holetz 
as manager of the Schwabacher-Frey store at 735 Market street. Several 
years ago Mr. Thomas was in charge of the H. S. Crocker Company's 
Montgomery street store. Since then he has acted as manager of the 
Hollywood Citizen's retail store; and more recently has been in the 
promotional advertising field.—SS 


San Francisco, Cal.—Charles H. Myers, formerly of the retail stationery 
and office supply firm of Gundelfinger & Myers of Fresno, Cal., has 
joined the sales force of the Rucker-Fuller Company, operating out of 
the San Francisco headquarters at 539 Market street.—SS 


San Francisco, Cal.._M. L. Shenk has moved his Business Equipment 
Company from 230 California street to advantageous new quarters at 517 
Market street SS 


Waco, Texas._-H. S. Curry has taken over the local branch of the Steck 
Company, an Austin concern, and will operate it under the name of the 
Curry Office Supply Company. Mr. Curry will keep the same location at 103 
South Fourth street and will specialize in A. B. Dick Company Mimeograph 
equipment. He will also hold the agency for Woodstock typewriters and 
the R. C. Allen adding machine 


Waco, Texas._.J. P. MacDonald, who last October opened the MacDonald 
Company at 115 South Eighth street, has become the local agency for and 
is showing the complete line of the Shaw-Walker Company. Mr. MacDonald, 
who also carried a full line of Mastercraft loose leaf devices and forms, 
was previously associated with Remington Rand, Inc., and the Baker- 
Vawter Company. 


Walla Walla, Wash.—-A. F. Casper, owner and manager of the Book 
Manufacturing Company, has recently sold the business to R. B. Basbe. 
Mr. Casper has not as yet announced his future plans. 
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FULL CAPACITY 









Here’s the kind of performance your customers will be demanding in ring 
binders from now on! 

1. Impossible to jam sheets in the new FAULTLESS Slide-Ring Binder. An 
automatic sheet-lifting mechanism carries the sheets easily and freely over 
the rings, avoiding wear on punched holes. 

2. Can’t pinch fingers. No snap, no sudden movements of rings to catch 
fingers or tear sheets. The rings slide apart and close under perfect control. 
3. Use full capacity—reinforced sheets not needed. The Slide-Ring action 
does not pinch or tear sheets even when loaded to capacity. 

4. Write without “rocking.’’ FAULTLESS gives you a flat back—allows 
you to write on a solid surface without supporting the book. 


STATIONERS LOOSE LEAF COMPANY 


NEW YORK 524 NORTH BROADWAY, MILWAUKEE 























POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. MODERN 
STYLING ... 
EXTRA COMFORT 


Office furniture 
dealers can 
make greater 
progress and do 
more business 
with Jasper Seat- 
ing Co. chairs. 


Keyed up to present day demands in 
points of style, construction and 
comfort, their self evident value often 
clinches the sale for the entire en- 
semble—desk, table, cabinet, ete. 
Good furniture . . . prompt ship- 


ments. Catalog and details on request. 


Jasper SeatingCo. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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INVESTIGATE 


the fine qualities of 
DICTATOR DUPLICATING INK 


Send for a sample .... 





Put it to the severest 
tests—-so you can see 
how rapidly it dries; how 
perfectly it lies in the 
pad without hardening; 
the sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


woe 


I, 
v 


MLELLLLA 
Wk 


Alert dealers everywhere 
are selling Dictator Du- 
plicating Inks. Investi- 
gate its possibilities to- 
day. 


INh SPECIALTIES CO., INC. 


519 S. Laflin Street Chicago 
Fred B. Canode, Pres. 


7 
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STAINLESS STEEL FILE SIGNALS 
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SEND FOR THIS CARD 
OF ACTUAL SAMPLES 


HELPS YOU TO BUY 
HELPS YOU TO SELL 


This handy card contains a representative assort- 
ment of the actual signals in the twelve standard 
colors. Made of stainless steel—cannot rust or 
tarnish. A helpful "catalog" for your buyer, a 
convincing layout to show customers. To the 
trade—no charge. Write today. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION’ 











EATON PAPER CORPORATION {\s"% Pittsfield, Mass. 
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EATON’S BERKSHIRE 
AIR MAIL PAPERS 


For TYPEWRITER Use 


Eaton has created a Typewriter Paper 
for Airmail letterhead purposes, per- 
manently marked for special attention. 
There has been a tremendous accept- 
ance of these papers since their intro- 
duction early last year. 

FOR DETAILED 


<xION, INFORMATION WRITE: 








Moistens ENVELOPES, 

STAMPS, LABELS, ETC. 
ONLY $2.25 

SENSATIONAL new  brush- 


moistener makes gummed sur- 
faces stick tight, fast! Speeds 
up mailing! Neater! Cleaner! 
Sanitary! Stream-lined, nickel 
plated, enameled. Sells on 
sight at unheard of low price. 

Sole Distributor: 


A. W. KELLOGG SALES CO., Waltham, Mass. 


DEALERS: Write for liberal discounts! 





Manufactured by 
Better Packages, Inc. 











ROFITS from taking orders 

Pp for business cards might 
not be huge—but they are 
consistent. 





For this isn’t a speculation. 
Tell your engraver or AIL you need do is insist that your 
printer to ask any of these s ; 7 har a 
paper merchants for sam. DPFinter or engraver uses Wiggins 
ples of Cards and Cases. Book Form Cards in the orders 
Or write us direct. you send him. 


Then watch the profits roll in! 
If satisfied customers are assets. 





New York City 
Richard C. Loesch Co 


Pittsburgh “ 
Chatfield & Woods Co you'll have plenty. 
Cincinnati 
The Chatfield Paper Co 
Detroit The John B. 


Seaman-Patrick Paper Co 
Grand Rapids 
Carpenter Paper Co 
Houston 
L. 8S. Bosworth Co., In 


St. Louis 
Tobey Fine Papers, Inc 


W | G (; l N S Company 


1162 Fullerton Avenue, Chicago 


Compact Binders 





Book Form Cards 











OFFICE MACHINES 


“ 
points your way to TOP PROFITS on 


Addressographs, Mimeographs, Multi- 
graphs, etc 


Write Pruitt, 41 Pruitt Bldg., Chicago 


















GAYLO 


Metal Folding Chairs 


Write for descriptive litera- 
ture and price list. 


GAYLO MFG. CO., INC. 


820 N. Michigan Ave., Chicago 











he 


300 new items | 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 Nerth Wacker Drive Chicago, U.S. A. 
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You Can BOOST 
Waste Basket PROFITS 


with VUL-COT 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 
hard fibre, VUL-COTS are fully guaranteed for 
five years. They are available in a wide range 
of handsome styles, finishes and colors to 
match furniture and room decorations. You 
can take pride in offering VUL-COT baskets 
to your customers, for VUL-COTS are the 
waste baskets used by leading businesses. 

Write today for complete descriptive literature 
and discounts. 


NATIONAL VULCANIZED FIBRE CO, 
/ WILMINGTON, DELAWARE 

















‘FREE HAND 


Reg. U. S. Pat. Off. 


yalelas | 





It Can’t Slip Out Until 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 


FREE HAND BINDER COMPANY 


43 FULTON STREET, NEW YORK, N. Y. 
feleleele leer alee 28 le ee le ee lela e rele e lela e cele le lela le lela lela lalate 
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WORLD’S GREATEST PEN MAKERS SINCE 1858 
DIP-LESS FOUNTAIN WELLS 


feral le lel eS. ele 8 Slee eel ee alee leet e le leet 


xz 


- mnnprsnaenagt pincers estammaaaty 


—with Esterbrook Points make 
prospects of thousands who insist 
on Esterbrook Pens... yet who will 
welcome the many adv antages of a 


Fountain Well. 


THE ESTERBROOK PEN COMP ed 
Cooper Street Brown Bros., Ltd. 
Camden, N. J. °* Toronto, Canada 








A Better Supply Catalog 


You Sell More and Better Filing Supplies 


-Is Just Out. 


| 
| 
Beautifully Illustrated in Colors to Help | 
| 
| 
Ask for it. | 

| 


Browne-Morse Company 
Muskegon Michigan 















PRACTICAL 


Tror sen 


Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The only complete line of modern chrome furniture for equip- 
ment of executive, professional and general offices. Ideal also 
for vestibule, lounge and recreation room. A line that offers & 
substantial profit possibilities. 














Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-29 Troy, Ohio 








ROLLING UP PROFITS FOR yOU 


if No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
j trial and professional offices and institutions. 
Ad It is a leader to sales of other Faultless floor 

alg protection equipment shown. Write for Cata- 
=. #) Blog and facts about this profit-earning line. 
ze” FAULTLESS CASTER CORPORATION 
Evansville, Indiana 



































(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(ft) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 














LEATHER OFFICE 


FURNITURE 
OF 


DISTINCTION 


PRICED WITHIN THE 
RANGE OF EVERY 
BUYER 


Get Our Catalog and Prices Today! 


RAPHAEL SHOPS, Inc. 


707 Broadway, New York, N. Y. 


FREE 
OFFER 


Attach this ad to business 
letterhead for generous 
free sample and price list. 
(If user, mention whether 
liquid or gelatin machine.) 


DUPLICOPY CL EANSING CREAM 


« Removes all trace of hectograph ink stains from the hands. 

* Extremely pleasing odor. 

* Will not chap hands. 

« More economical—requires less to remove ink. 

* A necessity to any person using a gelatin or liquid duplicator. 
Miso other supplies for all makes gelatin and liquid duplicators. 


Duplicopy Co., 537 S. Dearborn St., Chicago 
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Sn RDY and dependable, roomy and convenient, i 
METALSTAND offers high grade service for typewriter 
users. It is fitted with drawer for stationery materials 







Suggest 


METALSTAND 


ITS SUBSTANTIAL 
CONSTRUCTION 
BEAUTIFUL FINISH 
WIDE BASE and 
EASY MOVEMENT 


total Better Value 
at $5.00 list 


TT Ragas 


and finished in green, mahogany, walnut or oak. Mounted ; 
on large, easy rolling, quiet casters. Side leaves are 
available at slight additional cost. Shipped k.d. reduc- j 





ing freight and set up by positive locking device, assur- 


ing rigidity. 


DEALERS Order your METALSTAND on ap- 
proval. On the basis of other dealers’ experience, 


we say you'll sell it and many more. 


METALSTAND CO. 
135 N. 22d St. Philadelphia, Pa. 











sfoofpofoobooboolocefoefoeboeboclecoetoefeeteeleclecletoefoefeefeeleoleofefoefoefeeloclecfecteefoefeee 


DEALERS 
> 


afoofoefooteofeotoots + 
be 





WANTED 


Exclusive Distribution. 


Quality Products. 
TYPEWRITER RIBBONS for all machines. 
CARBON PAPERS for all purposes. *% 


Send for samples and full particulars. 


CROWN RIBBON & CARBON MFG. CO. 
Rochester, New York, U. S. A. 


stootontontostentontontontontotortentectoctoctectoctecteeteetonteafeafeateafenfeefeateeteeteefeetecfeefeefecfedts 


COPYHOLDERS WITH PROFIT 


\ ORPORATION ~ 
[reeves HALL: WELTER ‘ome | 
18! st 


~ PAUL STREET, ROCHESTER, NEW YORK. 





i" a aa a aa a te ee te Se ee See tes es et et 











REPLACEMENT 


Only $700 ADDING & BOOKKEEPING MACHINE 
(In Letter Size) TYPE 


— IMPROVED FINISH—-CLEAR IMPRESSIONS 
STACKING ALL 38-39, 39-40, 40-41 Double Type in 10 and 16 Pitches 


and 39, 40, 41, 42 Single Type Now Available from 


STEEL TRANSFER CASES dene toe it Pecation Pong. 


Liberal Dealer Discounts Write for Catalog 
Efficiency Equipment Co., Inc. CLOYES GEAR WORKS 
360 W. Superior St. Chicago, Ill. 17214 Roseland Road, N. E., Cleveland, Ohio, U. S. A. 


Cable Address ‘'CLOYESGEAR”’ 

















NOW! BIGGER AND BETTER PROFITS! 


ACCOUNTING MACHINES 


BURROUGHS — ELLIOTT-FISHER — REMINGTON | 
MOON-HOPKINS—UNDERWOOD | et | All Leng 


There are more sales, more profits than ever : eee ie? 
before in our master-rebuilt and reconditioned a buy in bulk 
Accounting Machines of all types. Also machines y 
in the rough. Send for full money-making in- 
formation today. 


cans, Grippit’s economy invites you 


International Clearing House of Office Machines to use it wherever you require adhesive that never wrinkles 
Buying and Selling All Types ‘ 


ADDRESS DEPT. A 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


paper . . . that keeps work and workers unsoiled . . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 
200 Summer Street, Boston, Massachusetts 








326 Broadway New York, N. Y. 
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ONE CLEANER FOR ALL OFFICE JOBS! 
v1) BLOWS - VACUUMS - SPRAYS ican 


The IDEAL “WHIZ” CLEANER Cleans ALL 
office equipment. Books 
BLOWS dirt out of typewriters, adding ma- | Curtains 
chines, etc. VACUUMS wax out of dictating | Tabulators 
machines. WAX REMOVING BECOMES Ai | Typewriters 














SIMPLE TASK!! Mimeographs 
WRITE FOR FULL DETAILS Dictaphones 
NE W . * . Transcribers 


An effective attachment for cleaning Venetian blinds! Gets dust 
off the slats and tapes—cleans both surfaces at one time. Keeps Addressographs 
the blinds clean and neat. Venetian Blinds 
ELECTRICAL PRODUCTS DIVISION PaaeS nascent) es RK: SR 
5050 PARK AVENUE 


IDEAL COMMUTATOR DRESSER COMPANY SYCAMORE. ILLINOIS 


























Increase 
Profits 
With.. 















DARNELLE 


/? Floor Protection Products 


Customers prefer Darnell Quality 
Casters, Noiseless Glides and 









Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
















iH 
| 
| | sie: ge jies wage ee = om _ ~_ to — Desk Shoes because they “Reduce 
| and fumble to find the place where a 
H | tity dete the ring opens, if it’s an Adams ring. the Overhead that is Underfoot.” 
| Eight Sizes Here is the simplest, quickest-operat- 

Inside Diameters: ing and most satisfactory ring ever Investigate! Here ise 






invented for perforated sheets or li 
binders of all sorts. Allows binder or ne Giat eneane ‘ente 
sheets to lie flat when open at any 


point. The enlarged joint, nicely 







I} No. 00, % In. No. 2, 1% in. 


profits plus good will 
No. 0, % in. No. 3,2 In. business. 


for your 













No. 01,1 In. No. 4, 2% in. . : 
eo. Lee mes & rounded and smoothed, keeps ring 
ett nd — : right side up in position to be in- 
Come also boxed assorted stantly unlocked. DARNELL CORPORATION, Ltd., Long Beact 
in seven sizes. Order through your wholesaler. We also : : é y8 d - ; 
36 N NTO Hit ILL.» 24 E. 22nd ST., NEW Y 





manufacture inexpensive loose leaf metals. 





ORP. OF CANADA, LID., TORON 





Henry T. Adams Mfg. Co. Stage iim?“ 

















Chair 


Posture 
Cushions 


Chairs 











CRAMER, 7)90" 


—— 7] WRITE OR TYPE SUBJECT ON INSERT- All Steel 


[ LOOK for the GREEN LINE 
—— CUT TO SIZE -MOISTEN ano APDLY - < . 
1 Main Street POSTU RE CHAIRS 


CEL-U-DEX CORP., cca 1417 McGee Street Kansas City, Missouri 


“L-E-B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A_ VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER ® NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS ® KONTROL BOARD CLIPS 





























Card-cases, any size, loese-ieaf envelopes, punched; 
menu covers, factory record protectors, ‘eg holders, 
bill-fold envelopes, stamp containers, ete. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your perticuler need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633cS.Recine Ave. © Chicago, U.S. A. 
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Pen RADIAL O1STR ge | GET DEALER PROPOSITION 
oO * cain, YT 0p ° The ELLIOTT ENVELOPE SEALER 


is the fastest office appliance in the 
\ m world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
average thickness of 






Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 


ficient desk file on the Sess It was greatly 
market. Made in four AL yy, changed and im- 


sizes. A very profitable ( | proved in 1937 


item for stationers. — . = XS N err pepe ared 
hy yy ' é = | item for station- 
% { —S aS 
















S ery stores. 


Stanley R.Bristow 




















24 Central Ave.West Orange.N. 5. | THE ELLIOTT ADDRESSING MACHINE CO. cambridge? nics. 
AMERICAN VISIBLE| | SELL MEILICKE CALCULATORS 
NUMBERING MACHINES The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


Model @ 3 Movement No levers to pull. No 


keys to punch. No tedi- 

Model @ Lever ous figuring. No errors. 
Movement Just copy the answers 

tabulated in convenient 

Model @ 9 Movement form. Sold on 10 day 


free trial basis. Nation- 
ally advertised! Write 





saoly ule 
z the car 
for details nowl and copy 


AMERICAN NUMBERING MACHINE CO. Meilicke. Systems, Inc. Chics ay 4 


TWIRLIT 
Drills 150 sheets 


WRITE FOR DISCOUNTS 




















ARTILITY 


POSTURE CHAIRS 





INCREASE at one operation, | 
DEALER PROFITS Simply place paper in position and 
turn the handle. A tremendous force 
is thus exerted on the hollow steel 
ad drill and its sharp edge cuts smooth 
ly down through the paper. The cut- 
WRITE FOR CATALOG $2.50, $7.50 and $12.50 for one, tings push up through the top. 
two and three hole models. The two Mounted on rubber feet, TWIRLIT 
° and three hole models are fitted cannot scratch or slip. Folder with 
with etched scale and side guide full details on request Ask about 
Choice of four hole sizes, % to the TWIRLIT counter display dem- | 
ARTILITY METAL PRODUCTS, INC. 13/32 inch onstration } 








1101 MONGER BLDG. 
ELKHART, INDIANA MITCHELL BINDER CO. niatows he. 


AKBCDE FGH “LL BAGS 


Complete Line of Canvas 


Qa i; & d. Q g h iy , Z longs | * | | : Ms Leather Mail Bogs. 




















Descriptive Circular 


end for : 
egg * * .  BtoULs oa Liberal Dealer Discounts. 
Gillies Gothic Lettering Guide Canvas Products Corporation 
AMBER COLOR, MADE in 3/16”, 14”, 36”, 46”, t Canvas and Leather —_— 
56” and %”. Dealers are invited to write for ; | onan Bon WISCONSIN 


illustrated circular showing prices. 


THE TECHNYGRAPH, Techny, Illinois 
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MANIFOLD BOOKS 


STANDARD AND SPECIAL 





Order Books—Receipt Books—Bill Books 
Purchase Books 


IN 
DUPLICATE — TRIPLICATE — QUADRUPLICATE 
ALSO 


The PREMIER Line of stock Order Books. 
Duplicate and Triplicate. 


STATIONERS MANUFACTURING CO. 


Dayton, Ohio 








6 popular sizes in 


800 East Monument Avenue 





SPRING CUSHION KEYS 


For Typewriters 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S 
IDEAL KEY 


You can sell them profitably. 
Write for interesting proposition. 


SPEED KEY MFG. CO. 


30 COLUMBUS PL. BROOKLYN. N. Y. 















/ 


g¥ 


DISTINCTIVE FURNITURE 

is a very profitable line for the office appli- 
ance dealer to handie. It is modern— 
durable—popular and includes everything 
in furniture for office or reception room. 
Write for new 72-page Catalog in color just off the press. 


07 S. Michigan Ave., Chi 
Romal Metar mrs. cow s wise aie- chicas 


Los Angeles Toronto 











NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


R cliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











Stock cEeRtiFicates 


eee 
CORPORATION RECORD 
BOOKS 


Goes Stock Certificates are car 
ried in stock in Regular Litho 
Steel Litho and 
Steel Engray ed de 


signs, for all < lasses 





Goes New Regular Litho Certificate 
No. 444, Black Border and Gold 
Tint, beautifully designed, exquisitely 


lithogr iphe d on high gr ade Bond. 


of issues and many 


lines of business 


e Goes Corporation Records provide forms for com 


plete rec ord of corporation Organization 





te Samples and De ptive Record Book Folder. 


FETT LTHOSRAPHING ¢ COMPANY ee 
49 West 6lst Street, Chicago @ @ 53 A Park Place, New York 


Write for Certi 














XXXXXXIXIXITATETITAIITIIIIIIITISIIIIIIIE 


ALLEN W WALES 


ADDING MACHINE 
CORPORATION 


x1 


515 Madison Avenue NEW YORK CITY 


tOxxxxxxxxxxrxxxIAAAAAIIXIX 
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It’s a Sales Starter 
.-» [This FREE Cabinet for 


MOORE Maptachs 


The number of business houses using maps as 
visible records of sales, distribution, advertising, 
etc, are increasing by thousands yearly, Many are 
customers of yours. Remind them that your store 


is MOORE Maptack head-quarters by display- 


rrcerre 


eceessep 
gcoroererre 


ing this attractive revolving cabinet. Sent FREE 


grrcrecoce 
< 


E 


with order for 5000 assorted maptacks. Adver- 


tised nationally to millions. Write your jobber. 


MOORE PUSH-PIN CO. 
113 Berkley St., Phila., Pa. 











INK ERADICATOR 


"Dip- No- More » POCKET SIZE 


ilways at hand 
Quickly applied 
Economical 


Dependable 


Genuine H A _ fluid 
put up vial style for 
quick application. A 
tap releases a drop 
—bent neck pre- 
vents overflow. Espe- 
cially recommended 
for travelers and stu- 
dents. Sold by lead- 
ing stationers. 


H. A. INK ERADICATOR CO. 


1707 ZEREGA AVE. NEW YORK, N. Y. 





Cable: ERADICATOR 
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STEED & sTRONG 


yl 


! 
Ya vl 
PORK 


/ \ 
WW AD 1 \ } 
i 


TuBULAR Corn WRAPPERS 


Stationers! It’s your Line. Exclusively! 


! 


wT) 





Saved 


24% 








*“Steel-Strong’’ Products are _ sold 
through Stationers and Office Supply 
Dealersonly. Wehave noretail salesmen 
to pirate your customers and cash in 
on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 
Seal Presses 
Teller’s Moisteners 


Coin Wrappers 
Bill Straps 


Coin Bags 

Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 


Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


941 CLARK ST. 


THE C.L.DOWNEY CO. 


CINCINNATI,O 





’ 
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Try this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 


easier—and you can keep it up all day without 
tiring. That's how it is with the 








Trigger Action 


STAPLER 


—the machine that does all the 
work. It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 
staples are used. 


The 44AA4 Trigger Ac- 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
m staples are used. Both are 
” equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER Corporation 


2531 N. Ashland Ave. Chicago, Illinois 











IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


: 

Include ‘‘METHODES”’ in your ad- 

vertising appropriation: It pays. 
Send for free copy today. 





“METHODES” 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
Se RE reer ret Terr ee 50 Francs 


Countries adhering to the Stockholm Con- 
Pr Sass cusecthss ose.ce bebacees 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U.S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 
Paris X° France 
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interested in 


GREAT 


If so, there is only one way of keeping 


abreast of the times and that is by the 


of the 


BRITISH 


| 
| 
| regular monthly receipt and perusal 
| 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
| are unique for news, instruction, orig- 


inality and general interest. 


p<<--=-- SEND US THIS COUPON ==~= 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of 
British Stationer’’ for examination. 


(Please attach your business card or letter-head) 


Address 


Date... 
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BRITAIN 
v 


STATIONER 


“The 
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Our New 18 
Yard Custom 
Silk Type- 


writer Ribbon 


A New High in Quality 
A New Lowin Price 


RIBBONS 
STENCILS 
CARBON PAPERS 
DUPLICATING INKS 





Write for dealer 
discounts, etc. 


NATIONAL MANIFOLD PRODUCTS CO. 


711 South Dearborn Street Chicago, Illinois 




















Weight 


"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Seales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 


tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lh. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. 


CHICAGO 


2714 W. 2ist Street 
ILLINOIS 
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EVERY ROYAL PORTABLE opens the 
dealer’s doors to two markets—to double 
sales and double profits. For Royals are 
(a) scientifically simple—for the begin- 
ner; (b) with advanced office typewriter 
features—invaluable to the experienced 
typist. Daily, this combination of values 
is winning more and more friends for 
Royal—building better business for more 
and more Royal dealers... Link to 
Leadership. 


Royal Typewriter Company, Inc. 


2 Park Avenue, New York City 
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LIST PRICE 





LETTERGRAPH CABINET 


@ Here's the cabinet you've been waiting for! Clean, modern design 
without frills, a thing of beauty, a joy forever,—that’'s the Lettergraph 
Cabinet. 


This delightful new cabinet was designed primarily as a duplicator 
stand but a strong secondary consideration led us to combine modern 
beauty with function and utility. That consideration was to make 
this a smart and useful cabinet by itself, one that could be used as a 
storage or liquor cabinet and be right at home in the smartest offices. 


And so we did, and built it generously large and strong, too. All- 
steel welded construction with an especially heavy 16 gauge top, 
modern ‘‘kickplate’’ base in place of legs (to give maximum storage 
space), beautiful bronze handles on door and pull-out shelves are a 
few of the points of quality that will impress you. Finished in the beau- 
tiful new Lettergraph Color—rich metallic brown crackle it measures 
301% in. high, 29 in. long, 1614 in. wide—a truly beautiful, generous 
sized office cabinet—you’|] fall for it when you see it! 


*Slightly higher west of the Rockies. i 
; 


: 
ming m7 , : ‘AT 
Just look at the storage space in this / 
new cabinet—plenty of room for paper, * a : 
inks, stencils and all duplicator sup é 5 1 5 5 ] 3 
; E -. 
. | | T} | | T { f T* { 


plies. It's a good investment too, for i 


can always be used as a smart utility 5 ¥ 7 , 
cabinet. (Shown above with Mode] C 1 TaD ag Vi c9 [ H | [ A FE (], j iF [. % 


Lettergraph.) 











says A, M. Churchill 


of Churchill’s Typewriter Repair & 


Sales Co., New Orleans, Louisiana. 


\ E FIND selling the new 


Underwood Typemaster is follow- 
ing the line of least resistance. We 
firmly believe it’s good business to 


Talking points that 
BREAK DOWN 
SALES RESISTANCE 


New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust. 

The Champion Keyboard... 
kinder to typing fingertips... 
saves broken fingernails. 
“Tuned to the Fingertips”’... 
two adjustment features as- 
sure supreme ease of touch. 


100% Typing Visibility. 
Complete accessibility to 
type-bars and ribbon spools. 
Keyboard Controlled Rib- 
bon Shifting Device. 


Back spacer on left hand side 
—normal typing position. 


sell the machine the world is buying.” 

And therein lies the basic reason 
for many a dealer’s sales policy. 
Underwood builds portable type- 
writers to stand up, to take punish- 
ment and yet keep on performing up 
to traditional Underwood standards. 

Dealers know that there is a coun- 
try-wide acceptance of the name 
Underwood on a portable type- 
writer. They realize what it means in 
terms of typing speed, accuracy, dur- 
ability, fine writing qualities. 

But most of all they know what 
it means “to sell the machine the 
world is buying.” 

... DEALERS: If you are not now 
selling Underwood Portables write for in- 
formation on the complete Underwood 
line. There is an Underwood Portable 
Typewriter for every purse and purpose, 
retailing at prices from $39.50 up. 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines idding Machines.. 
Carbon Paper .. Ribbons and other Supplies 

One Park Avenue, NewYork, N. Y Er 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World's Business 





Underwood Typemaster Portable 
Champion Model, retailing at $59.50 





Underwood Typemaster Portable 
Universal Model, retailing at $54.50 


DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
ables are sold “‘overthe counter”’ 
through authorized Underwood 
Portable Dealers. 

All Underwood promotional 
activity is designed to send cus- 
tomers into the Dealer’s store. 


pyright 1989. Underwood Elliott Fisher Company 





